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Lasting lesson 


from the school 
of hard knocks 


Cobblestones caused many a jolt before a 
Scotsman living in Belfast first put pneumatic 
tires on bicycle wheels. This smoothed the 
ride over rough roads, but the primitive rub- 
ber wouldn't hold up until a way was found 
to toughen it. 


The discovery: tire life can be doubled by 
mixing carbon black into uncured rubber. But 
it wasn’t easy to get semisolid gum rubber to 
absorb carbon black, and so a faster, cleaner 
way was found: carbon black was stirred into 
synthetic rubber in the liquid (latex) stage. 

Today, Shell Chemical makes possible even 
more intimate absorption of carbon black with 
a new, high-speed mixing method. The result: 
a better, more convenient rubber for tire 
makers .. . tires wear longer than ever. 

Producing superior rubber for use by the 
tire industry is one more way Shell Chemical 
helps serve a nation on wheels. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 
TORRANCE, CALIFORNIA 
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You can tell 


the SUSIF man 


by his complete line of bearings! 


Six modern plants back up your Sf man and sizes for your immediate use. 

with high production of both ball and roller So, you always get prompt delivery from the 

bearings—in thousands of sizes and variations. Sts man—of the bearings you need, in the 
And sixteen local warehouses—a nation-wide quantities you need. Ask him for details about 

network —stock big assortments of bearing types this complete line today. 


EVERY TYPE-EVERY USE 


oKF. 


Spherical, Cylindrical, Ball, and “Tyson Tapered Roller Bearings ee 
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BRASS 


...especially Western Brass... 


has done...is doing... 


and will do...many jobs better than 


any other metal. Western Brass 
is “tailor-made” for 


each job. 


* Sheet and Strip Specialists In Brass and Copper * 


The man from Western is only a phone call away 


« Chicago « Cincinnati « Cleveland « Dallas « Dayton e Decatur, Ga. « Detroit 
s « Indianapolis « Long Island City « Los Angeles « Milwaukee « New Haven « Philadelphia « Rochester « Rockford, Ill. « Saint Louis 
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B.EGoodrich 


Machine swallows wire, 
spits out nails 


B.F.Goodrich improvements in rubber brought extra savings 


Problem: That machine takes wire 
from big coils, forms it into nails, then 
spits them out against a rubber belt 
with magnets behind it. Up the nails 
go and into a cart to be wheeled 
away. But when plain rubber belting 
was used, the nails would slip, slide, 
fall back down. Belts lasted only two 
or three months. 

What was done: Then a B.F.Goodrich 
man recommended the Griptite belt 
developed by B.F.Goodrich for con- 
veyors operating at steep angles. 


Parallel ribs of rubber, spaced four to 
the inch, are molded into the belt to 
give it extra gripping power. 

Savings: The B.F.Goodrich Griptite 
belt was tried. The combination = en 
ber ribs and magnets holds the nails 
firmly so they move almost straight 
up with no backsliding. Each of the 
B.F.Goodrich belts lasts about a year— 
four or five times longer than the belts 
previously used. 


Extra benefits: This B.F.Goodrich 
elt is now being used in many plants 


for moving packaged goods up or down 
steep inclines. It handles everything 
from tiny boxes to huge cartons, as 
well as a mixture of light and heavy 
packages. 


Where to buy: Your B.F.Goodrich 
distributor has complete information 
on the B.F.Goodrich conveyor belt 
described here. And, asa factory-trained 
specialist in rubber products, he can 
answer your questions about a// the 
rubber products B.F.Goodrich makes 
for industry. B.F. Goodrich Industrial 
Products Company, Dept. M-582, Akron 
18, Ohio. 


BE Go 0 drich industrial rubber products 
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SPARE PARTS 2a 
ARE RARE 377 
BIRDS 


WILLIAMS SUPERJUSTABLES 
LAST and LAST 
and LAST 


Superjustable® Wrenches are available in Regular 
or Locking styles with chrome or black finish. 
Made in 4, 6, 8, 10, 12, 15, 18 and 24 inch sizes. 


Cet D>. 
FOR PROMPT oY ‘4 CALL YOUR 
PERSONAL SERVICE I=} LOCAL DISTRIBUTOR 


WILLIAMS 


DROP EORGED 


TOOLS OF INDUSTRY 
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THERE’S POSITIVELY — (CC 
NOTHING LIKE NEW GOODYEAR | positive 


BELTS 


—for positive assurance of quality in maximum-efficiency belts 


With Goodyear quality Positive Drive Belts now at your disposal, you’re 
free to explore all these new avenues in machine or appliance design — 


LIGHTER WEIGHT 


ah 


GREATER PRECISION —- Witt 


tive Drive 


4 
A 


LESS NOISE 


Relt 


And remember — Positive Drive Belts are designed contact the G.T.M. — Goodyear Technical Man. He’s 
and built to the famed Goodyear high standards of available through your Goodyear Distributor —or by 
quality. For full details on belts for drives from writing Goodyear, Industrial Products Division, 
fractional to 600 H.P—for speeds up to 16,000 f.p.m., Lincoln 2, Nebraska, or Akron 16, Ohio. 


Goodyear Positive Drive Belts are manufactured under license and according to U.S. Patents 2,507,852 and 2,397,312. 


POSITIVE DRIVE BELTS BY ow 


THE GREATEST NAME IN RUBBER 
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> CONSTRUCTION SHORTCUT—Refrigera- 
tion is a new technique being used to solve 
some odd construction problems. In one case, 
work had to be stopped on »n underground 
tunnel because of quicksand. The solution: 
plastic refrigeration tubes were used to freeze 
the quicksand. Another example: by freezing 
a section of a small river (in the same man- 
ner), 18 miles were cut off the route construc- 
tion trucks had to travel to get to the work 
site. The trucks just took a shortcut across the 
ice instead of going miles out of the way to 
the nearest bridge. 


& TEACHING SALES MANAGERS A LES- 
SON—The recession taught purchasing agents 
many things—and sales managers also got a 
few tips. For instance, the “hard sell” require- 
ments of ’57-’58 uncovered many ineffectual 
salesmen who were just drifting along with the 
tide in good times. As a result, many of the 
“order-takers” have been weeded out. 





For the P.A.'s Hot File .. . 


The Interstate Commerce Commis- 
sion has good news for purchasing 
agents who belong to cooperative ship- 
ping associations. Intensive efforts 
were made to stop these groups from 
obtaining the advantages of carload 
rates—based on a 30,000 pound mini- 
mum. However, the ICC has decided to 
retain the favorable tariff provisions. A 
contrary decision would have meant in- 
creased transportation costs for many 
PAs. 











&> SECOND HALF OUTLOOK—Here are a 
few quick forecasts for the last six months of 
1959: unemployment will remain relatively 
high; new plant and equipment expenditures 
will rise moderately; and prices will start to 
creep upward starting in the third quarter. 
(Turn Page) 





AVERAGE 


&> FOREIGN TRADE SLACK- oe 
ENS—tTrade with foreign coun- T 
tries in 1958 dropped off from 
the previous year. Exports fell 
to $17.9 billion from $20.9 bil- 
lion in 1957, while imports 
slipped to $12.8 billion from 
$13.0 billion. In the first three 
months of 1959, exports were 
off even more. First quarter ex- 
ports were almost $400 million 
less than the similar period of 
1958. 


> STRONG STRUCTURAL 
DEMAND—Orders from pur- 
chasing agents for structural 
3teel jumped sharply in Febru- 
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CHART 2 


BLS AVERAGE HOURLY EARNINGS VS. PRODUCTIVITY 


STEEL (a) 


(Left Scale) 


e* ALL MANUFACTURING = PRODUCTIVITY 
pe (Left Scale INDEX 


fe. e 
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NATIONAL PRODUCTIVITY (b) 


Right Scale) 





ary. Bookings were 25% higher 
than January and a whopping 
170% above February 1958, 
says Standard & Poor’s. These 


1940 ‘42 





(b) Output per total of unit input—private domestic economy 


Source: Dr. John Kendrick os reprinted in “Basic Focts on Bureau of Economics Research 


(a) Blast furnaces, steel works and rolling mills 


Productivity Change,’ Occosiona 





new orders forecast heavy con- One of the points sure to be mentioned in the upcoming steel wage nego- 


struction 
advance. 


several months in 
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tiations is the average earnings of steelworkers. According to government 
statistics, the hourly wage of steelworkers is about 83 cents more than the 
average for all manufacturing industries, 
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Two precision ball 
bearings, one con- 

centric within the — 


other, are periodi- |) , 


cally rotated in 
alternating directions 
during operation— 
thus reducing ran- 
dom drift to 0.25 
degree per hour. 


Photo: courtesy Sperry Gyroscope Co. 


/200% Gain /n Gyro Accuracy 
With I€& Boll Bearings 


CUSTOMER PROBLEM: 


Get new, advanced gyro bearing design “off 
the board” and into production. Sperry Gyro- 
scope Company, in developing its Sat Cebsmnes 
(TM) gyro, designed a special bearing capable 
of “averaging out” error-producing effects of 
friction on sensitive gyro gimbals. ew manu- 
facturing techniques would be required to 
achieve high degree of precision required by 
Sperry design. 


SOLUTION: 


N/D Engineering, when approached by Sperry, 
created special manufacturing techniques for 
the high precision production of these unique 


iggy-back gimbal ball bearings. Used in the 

otorace design, the bearings helped achieve 
reduction of the gyro’s random drift rate. The 
2 or 3 deg. per hour drift, recently considered 
very good, is now cut to as little as 0.25 deg. 
per hour, with still lower rates in sight. Another 
example of New Departure’s ability to meet 
exacting instrument bearing requirements 
through broad engineering experience and pre- 
cision manufacturing techniques. 


For immediate engineering analysis of your 
current high precision instrument and miniature 
ball bearing problems, write New Departure, 
Department y_5 


EPARTURE 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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> FEWER FAILURES—Business failures 
this year are down from 1958. Through the 
first four weeks in April, average weekly fail- 
ures were 293 in 1959, compared to 324 last 
year. Failures were fewer in six of nine geo- 
graphic regions in the country; the only ap- 
preciable increase was on the Pacific Coast. 


> INDUSTRY PROFITS—The industry with 
the largest percent return on net assets last 
year was drugs and medicines. Companies in 
that group earned 21.9% —almost 13% greater 
than the average for all firms. Cement com- 
panies made the greatest percentage profit on 
net sales, 16.1%—over 10% more than the 
average, These figures come from a breakdown 
made by the First National City Bank of New 
York. 


> POSTAL ECONOMIES—The recent in- 
crease in postal rates hiked the annual mailing 
bill of business to $2.4 billion. However, many 
companies have set up cost-cutting measures 
to offset the rise, says Dun & Bradstreet. 
Among them: mechanizing mailroom opera- 
tions, training typists to be more productive, 
and using less expensive types of mailing. 
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> UP AND DOWN—An important price cut 
and an equally important price rise were made 
recently. American Can Co. dropped the price 
of metal cans for the second time in three 
months. The cuts ranged from $1.40 to $2.58 
per thousand. On the up side, American Vis- 
cose Corp. hiked prices of rayon staple fiber— 
the first increase in almost two years. 


> RENEGOTIATED CONTRACTS — Bipar- 
tisan support on the House Small Business 
Committee has cropped up for a proposal to 
exempt small businesses from the provisions 
of the renegotiation law. But the Defense De- 
partment is against the measure. It says: “pro- 
fits otherwise excessive do not cease to be 
excessive merely because they are obtained by 
small business concerns.” 


&> TREADING WATER—If you earned $5000 
a year in 1939, how much must you earn this 
year to have the same purchasing power? Ac- 
cording to the National Industrial Conference 
Board, it would take an income of $12,113. The 
reasons, of course, are increased taxes and 
inflation. 


QUOTE l COOOOOOOOSSOSEOSEOOHOSOSESEEEOEOSEEESE 


A warning to purchasing agents now speculating in 
inventory has been voiced by economist Eliot Janeway, 
Janeway Research Corporation. “Despite the Admin- 
istration’s sugary satisfaction with the March labor 
statistics, unemployment still has not fallen enough 
to justify the current scramble for inventory,” Jane- 
way says. He urges P.A.’s to remember the lesson of 
1937—the first big year of speculative revival after the 
depression—when “a major speculative run-up in in- 
ventory buying” did not pay off “because overall busi- 
ness conditions were not good enough.” 


Eliot Janeway 
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Look what paper is doing now: 





* Pushbutton hot cocoa 
* Saves metal dies 


* Ideas for design engineers 


* Now it’s the “cocoa break!” This 
unique vending machine dispenses 
little packets of Nestle’s cocoa. 


Standard fountain supplies hot 
water. Flavor and freshness are as- 
sured by printed Pouchpak*, one of 
Riegel’s tailor-made protective pa- 
pers for packaging. *™ 


* In the perforating and pinking of 
shoe leather, a special paper is used 
as a backing sheet. The paper pro- 
tects the sensitive dies from injury 
as they cut through the leather to 
the paper cushion. It’s a high density 
* grade that’s tailor-made for the job 
by Riegel. An idea here for you? 


* Design engineers note: Ever 
think of paper as a leading engi- 
neering material? For things like 
auto battery separators, electronic 
coil forms, “throwaway” elements 
for oil filters, printing plates, trays, 


covers, etc.? All these are now being 
made of special Riegel plastic im- 
pregnated papers. Our experience 
and unusual equipment can solve 
many problems for you too. Write 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 


* Tells who's where, who's who 
* Guards frosting guarantee 
% Protects all-purpose adhesive 


* Social lions and business tigers 
find this pocket phone and address 
index is just the answer for keeping 
track of who’s where, who’s who. 


Riegel helps make the index a suc- 
cess by supplying the long-lasting 
pressboard cards that keep essential 
phone numbers and addresses clear 
and legible in spite of rough and 
tough pocket wear. 

* Jewel’s delicious frosting mix 
guarantees “money back with a 
smile.” And Riegel’s Pouchpak* 


helps keep “customers with a smile.” 
This special packaging paper locks 
in delicate flavors, protects fluffy 
ingredients, keeps fine powders from 
sifting out. It’s engineered packaging 
by Riegel. +r. M. 
* “Send me a couple of pages of 
glue!” That sounds strange, but it’s 
happening every day, now, thanks to 
a new pressure-sensitive adhesive 
film that sticks to almost everything. 
Fortunately, there’s one thing it 
doesn’t stick to: Riegelease, a special 
Riegel release paper that peels off 
the film with no trouble at all. 

* When you're stuck with a prob- 


lem, one of Riegel’s 600 different - 


kinds of paper may help. Write 
Riegel Paper Corporation, P.O. Box 
250, New York 16. 














— 


Now..what can we do for you! 


Dk Friendly bacteria 
; * Precious moments in color 
|>K Hi-Fi's pear-shaped tones 


| 4 Now you can un-clog drains with 
no splash or strain, thanks to Drain- 


Aid. It’s a new bacteria-enzyme 


formula, protected by Riegel’s 
| Pouchpak*...a special pouch paper 
| laminated to foil, then printed and 
| polyethylene coated. A packaging 
| idea here for your products? *T.M. 


| Precious moments recorded on 
color photographic film are pre- 
served in paper photomounts. Made 
of a special Riegel heat-seal-coated 
paper that is strong and rigid, and 
i die-cuts cleanly. 


| * Voice coils for hi-fi speakers call 
| for unusual precision in materials. 


| That’s why James B. Lansing Sound 
chose a special Riegel insulating 
paper. Riegel’s closely controlled 
strength, stability, moisture resist- 
ance and dielectric properties help 
preserve true pear-shaped tones. 


| * Paper made of glass or nylon... 
| paper that holds water but lets air 
| pass...paper you can’t tear...these 
| are also examples of Riegel’s ability 
| to make paper for almost any indus- 
| trial need. Whenever you have a 
| paper problem, write to Riegel Paper 
| Corp., P.O. Box 250, New York 16. 


TECHNICAL PAPERS FOR INDUSTRY 
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How ‘Legal Should Purchase Orders Be? 


Many companies incorporate a number of terms and conditions on the back 
of their purchase orders. Yet most P.A.’s agree that if you can’t trust a supplier, 
you shouldn’t be doing business with him. This brings up the question: how 
much do buyers and sellers actually worry about the contractual phases of 
purchasing? We asked a representative cross-section of purchasing agents a 
number of questions about this. Their combined answers follow: 


|. Do you have "fine print" on 
the back of your purchase , 
orders in which you spell out 
various purchase conditions? 











Do you have an acknowledg- 9 
ment copy that goes with 
your order? 





If you do, do you follow up 
if the supplier doesn't return 4 
it? 





Don’t use any 
price clauses 





Price redeter- 
mination 





4. Do you make use of any Labor or mate- 


+s rials cost esca- 
clauses that cover pricing on . 6 ‘ 
lation 
orders? 





Other (require 
notification on 
changes, advise 
price as soon as 
determined, 
etc.) 





. 


TTT 


“THtL tL 
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TEXACO ORGANIZED LUBRICATION CAN HELP YOU... 


Get rid of the ‘“‘guns” that ‘‘misfire’”’ 


Here’s how to cut purchasing costs as much 
is 80%: 

You used to need a different grease for 
nearly every job. That meant 20 or 30 lubri- 
cants in the plant. Purchasing costs were 
high; inventory and handling expenses were 
heavy. Furthermore, misapplication —some- 
times —was almost inevitable, with damaged 
machinery the result. 

Unless you’re operating, on the basis of 
a modern lubrication survey, the chances are 
that this situation still exists in your plant! 


LUBRICATION IS A MAJOR FACTOR 
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A Texaco Organized Lubrication Plan— 
using recently developed multi-purpose oils 
and greases —can reduce your inventory and 
purchasing costs by as much as 80% —and 
virtually eliminate misapplication dangers. 

Get the details on Texaco Organized 
Lubrication. Contact your local Texaco 
Lubrication Engineer or write for “Manage- 
ment Practices that Control Costs via Organ- 
ized Lubrication.” The Texas Company, 
135 East 42nd Street, New York 17, N. Y., 
Dept. P-100. 


organized 


fubrication 


E 


IN COST CONTROL 
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Purchasing Opinion 


5. If you have clauses permit- 
ting price adjustments, do « 
you customarily: 


6. Do you ever award purchase 4) 
orders on a cost-plus or cost- = 


plus fixed fee basis? 


7. Do you bother to reconcile 
the "fine print" on the ack- , 
nowledgment forms many 
suppliers use with the ‘fine 
print" on your own purchase 
orders? 


. Do you believe that most 
suppliers who insist upon , 
some sort of price escalation 
could just as readily antici- 
pate their costs and quote 
firm prices? 
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Negotiate to 
reduce the 
amount of the 
registered in- 
crease 


Insist oncost 
breakdowns to 
substantiate 
any increase 
Audit suppli- 
er’s accounting 
records 
































THE ONLY DIRECT 
COAST-TO-COAST CARRIER! 


...0ne Carrier responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS 


coast-to-coast! 





TERMINAL CITIES 
Albany, New York Louisville, Ky. 
Buffalo, New York Nashville, Tenn. 
Chicago, Illinois New York, New York 
Cleveland, Ohio (N. Bergen, N. J.) 
Colo. Springs, Colo. Owensboro, Kentucky 
Denver, Colorado Phoenix, Arizona 
Detroit, Michigan Pueblo, Colorado 
Evansville, Indiana St. Louis, Missouri 
Kansas City, Mo. Seattle, Washington 
Los Angeles, Cal. Syracuse, New York 
OFF-LINE SALES OFFICES: 
Boston *Portland, Ore. 
*Cincinnati Rochester, N.Y. 
*Dayton **Rock Island, Ill. 
**DeKalb, Ill. San Francisco 
**Ft. Wayne South Bend, Ind. 
**Indianapolis **Toledo 
*Milwaukee Washington, D.C. 
Philadelphia *With Trailer Pool 
**Trailer Pool Only 

















DENVER CHICAGO TRUCKING CO., INC. 
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Special Industry Report: 


CHEMICALS 


Chemical output is snapping back from the lows of last year. 
New products and technological advances in the industry 
will confront the P.A. in 1959. 


OR CHEMCAL companies 

1959 is shaping up as a banner 
year. Industry sales are expected 
to hit an all-time high, probably 
between $24.5 billion and $25.5 
billion—a gain of 6% to 10% over 
last year. Both sales and output 
have already snapped back from 
the recession lows of early last 
year to score new records in re- 
cent months, 

Inventories, moreover, seem to 
be under better control. Chemical 
stocks, after seasonal adjustments, 
now amount to slightly less than 
two months sales. This is relative- 
ly high, but is under the peak 
monthly stock-to-sales ratio of 2.2 
hit during last year’s first quarter. 

Earnings have recovered even 
more sharply and now compare 
favorably with the excellent re- 
sults recorded two and three 
years ago. Chemical firms are 
reaping the rewards not only of 
increased volume but also of in- 
creased efficiency. This efficiency 
stems from scores of new plants 
and the widespread modernization 
and cost reduction programs in- 


May 11, 1959 


stituted in the past couple of 
years. 


The Overcapacity Problem 


With the business climate look- 
ing brighter and demand for 
chemical products on the upswing, 
the industry is in a stronger posi- 
tion this year to keep its prices 
firm. It might even raise them to 
protect profit margins against the 
inroads of rising costs. 

There is another side to the 
supply-demand coin, of course. 
Overcapacity continues to plague 
most major product areas. Plas- 
tics, fertilizer materials, sulfur, 
sulfuric acid, and most petro- 
chemicals are just a few of the 
products that have run into pric- 
ing problems because of excess 
supply, 

Apparently over-capacity is a 
problem that will not quickly 
right itself. Therefore, chemical 
companies are beating the bushes 
harder than ever before in search 
of new customers and new uses 
for their products, 

Increased competition is a close- 


ly related problem. Firms from 
other fields — petroleum, rubber, 
paper, food processing, and metals 
industries—have jumped on the 
chemical bandwagon in increasing 
numbers. Overseas competition is 
cropping up more frequently, 
especially in export markets. And 
within the industry itself, a raft 
of new products are slugging it 
out in the market place with well- 
established materials, Some of 
these new products are antibiotics, 
vitamins, and polyethylene plastic. 


Mounting Production Costs 


Nevertheless, there will prob- 
ably be a rising price trend for 
a certain group of industrial 
chemicals over the rest of 1959. 
To purchasing agents who buy 
these chemicals this might indi- 
cate, as Wall Street letter writers 
might put it, that “commitments 
on the long side should not be 
too long deferred.” 

For chemical prices generally 
have failed to keep pace with the 
overall rise in wholesale commodi- 
ties in the past few years, This 
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CLOSE CONTROL OF ORDERING 
PROCEDURE HELPS EXPEDITE 
CUSTOMER DELIVERIES 


One of the all-important facets of 
Fafnir service to ball bearing users is 
the system by which orders are re- 
ceived, scheduled for production, 
filled, and finally shipped to customers. 

On-schedule deliveries play a large 
part in customer satisfaction and good 
will. To help insure prompt, accurate 
handling of orders, Fafnir maintains 
constant vigilance over order process- 
ing procedures. 

Letters of instruction from the Home 
Office, for example, keep Fafnir sales- 
men continually posted on correct or- 
dering practice—how to handle order 
changes; the importance of complete, 
accurate order entering, editing, cod- 
ing, addressing, and many other essen- 
tial details that add up to efficient 
order processing and accurate on- 
schedule deliveries. 

The result is better service for you. 


SOLID BASE DESIGN OF 
LAKH PILLOW BLOCK 
PROVIDES EXTRA STRENGTH 


Designed for standard duty applica- 
tions, Fafnir’s LAKH pillow blocks 
feature unusually sturdy housings. 
Base and feet are of solid (not 
cored) cast iron, providing extra 
strength in the bolt-hole area. Base and 
bearing seat are smoothly machined. 
The LAKH is built to interchange 
with similar 

units of other 

manufacture, 

often permitting 

cost savings in 

Block “over-bearinged” 

LAKH applications. 


Pillow 


FAFNIR ISSUES NEW CATALOG 
OF POWER TRANSMISSION UNITS 


Users of ball bearing power trans- 
mission units are invited to send for 
Fafnir’s new catalog of units equipped 
with Fafnir wide inner ring ball bear- 
ings and self-locking collars. Write 
The Fafnir Bearing Company, New 
Britain, Connecticut. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 





A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 


GROWING FAMILY OF FLANGETTES 
MEETS DIVERSE DESIGN REQUIREMENTS 


some coe ETT TTT 


Hae) 


Three-bolt Flangette and newer, two-bolt and triangular Flangettes, with types of bearings avail- 
able. Bearings include RR and RA types (Plya-Seal); LL type (Mechani-Seal), and Tri-Ply-Seal. 


The original Fafnir Flangette, introduced 
little more than a decade ago, offered 
farm machinery makers the first, low-cost 
precision ball bearing “package”. This 
single bearing development led to wide- 
spread adoption of antifriction design in 
farm equipment. Millions of Flangettes 
have now been put into service. 

Today, the Flangette is available in a 
whole family of shapes and sizes, with 
various types of sealed ball bearings. 
Manufacturers not only of farm ma- 
chinery but a variety of other industrial 
machinery requiring ball bearing units 
find Flangettes offer cost-cutting answers 
to diverse space, design, speed, and serv- 
ice requirements. 

Development of the Flangette family 
is a direct result of Fafnir’s teamwork 
approach to the needs of ball bearing 
users, and intimate knowledge of design 


problems. Two bolt and triangular Flang- 
ettes, for example, may be used where 
space would not permit installation of 
circular Flangettes. A choice of ball bear- 
ing seals also broadens Flangette appli- 
cations. Slinger-type Mechani-Seals (LL 
series) provide frictionless protection 
where shaft speeds are high. Contact-type 
Plya-Seals (RA and RR series) are de- 
signed for slow-to-moderate speeds and 
severe conditions. 

Whatever the housing design or ball 
bearing type, however, all Flangettes offer 
the same economical, easy-to-install fea- 
tures ... integral seal ball bearing; sturdy, 
self-contained, bolt-on housing; and the 
Fafnir-originated self-locking collar for 
quick, easy, positive bearing installation. 
No shaft shoulders or mounting acces- 
sories are needed, and bearing is self- 
aligning during mounting. 








VACUUM MELT 440C STAINLESS 
STEEL USED IN MINIATURE SERIES 


Fafnir Miniature Ball Bearings 


Use of vacuum melted AISI 440C stain- 
less steel in Fafnir Miniature ball bear- 
ings offers manufacturers of instruments 
and precision mechanisms several impor- 
tant advantages. 

Chief among these is the absence of 
pits and inclusions in bearing balls and 
raceways. This extra-clean steel provides 
a superior finish that results in supersen- 
sitive bearings with low torque values. 

A high carbon, high chromium steel, 
440C is also an ideal material where 
bearings may be exposed to humid or 
mildly corrosive conditions. Fafnir heat 
treating and refrigeration insure dimen- 
sional stability at temperatures ranging 
from —315° to 600°F. 


Branch Offices: Atlanta* * Baltimore * Boston (Cambridge )* 
Charlotte* ¢ Chicago* ¢ Cincinnati « Cleveland ¢ Dallas* 
Denver* * Detroit* * Houston * Indianapolis * Kansas City* 
Los Angeles* * Memphis* * Milwaukee * Minneapolis* 
Moline * New Orleans (Metairie) * New York (Woodside)* 
Philadelphia* ¢ Pittsburgh* * Portland, Ore.* ¢ Rochester 
San Francisco (Millbrae)* * Seattle* *Includes warehouses 
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year, however, the pressure for 
price increases may be too great 
to be held down any longer. 

Actually, chemical prices do not 
move in unison. Quite a number 
of them have moved downward 
over the years and still do for the 
reasons already mentioned: for- 
eign competition, overcapacity, 
and technological and manufac- 
turing improvements. 

For example, just recently Dow 
Corning Corporation announced 
reductions in the price of its 
Antifoam B silicone defoamer. 
The cut ranges from three to six 
cents a pound—approximately 5%. 

And Callery Chemical Com- 
pany dropped the price of sodium 
hydride. This chemical—useful 
for drying—is a highly reactive 
condensing and reducing agent. 

However, it is in the industrial 
chemical group that most of the 
price increases will take place. 
Why? Advancing costs at the 
manufacturing plant, in transpor- 
tation, and in handling. This situa- 
tion has become so acute that it 
recently moved du Pont to warn 
of the prospect of a return of 
wage-cost-price inflation. 

Advancing technology in the 
industry was once able to hold 
cost increases in check, This is no 
longer true. 

Thus far in 1959 there have 
been some major chemical market 
advances due to costs getting out 
of hand. Among them are metha- 
nol, raw material for formalde- 
hyde—a basic material in plastics; 
sodium nitrate, a nitrogen fertil- 
izer; creosote oil, preservative for 
wood railway ties and poles; 
benzaldehyde, an industrial sol- 
vent and flavoring product; and 
sodium metal, vital in the process- 
ing of tetraethyl antiknock fluid. 
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In some instances, only small 
lot or less than carload prices 
have been increased. Acetone il- 
lustrates this development. Ace- 
tone is employed in the synthesis 
of acetic anhydride, a building 
block in making acetate fiber, 
plastics, and aspirin. It is also a 
widely utilized solvent for paints 
and lacquers. 

Tank car quantities of acetone 
today cost 8% cents per pound. 
However, drum quantities in car- 
loads are quoted at 11 cents, and 
drums in less than carloads at 
12% cents. The 4-cent spread be- 
tween tank cars and small drum 
quantities was once 2% cents. 

Chemical companies operate 
large tank car fleets for the ship- 
ment of its liquid and liquified 
chemicals. These cars are em- 
ployed in moving ammonia, acids, 
liquid caustic, chlorine, alcohol, 
and other solvents. 

Now trucks and tank trucks 
are being used on an increasing 
scale for the same purpose. There 
was a time when buyers of an- 
hydrous ammonia—the basic 
chemical in nitrogen fertilizers— 
were allowed five days unloading 
time. Today it is 30 days. 


A Revolution in Detroit 


The impact of technology and 
new ways of doing things affect 
the consumption of chemicals as 
well as prices. A dynamic iliustra- 
tion is the revolution currently 
under way in automobile finishes. 
For years these products had been 
based on _ nitrocellulose and 
phthalic alkyd resins. 

Car manufacturers are now 
swinging over to other materials. 
Primer coats are based on epoxy 
resins. The finishes are other res- 
ins, principally acrylics and mela- 


mines. With these more durable 
finishes, no waxing or polishing 
is necessary for three years. 

This changeover will eventual- 
ly deal a blow to those vendors 
who have been supplying the 
alkyd resins and the intermediate 
product in alkyds, phthalic an- 
hydride. Displacement of nitro- 
cellulose lacquers may adversely 
effect that product as well as the 
solvent ethyl acetate. 


Change in Dyes 


Another important change in- 
volves dyes, the chemical in- 
dustry’s highly complex oryanic 
products. There is a growing use 
—at present confined mostly to 
rayon—of “spin dyeing.” In this 
new process, the pigments and 
fibers are utilized in finely divided 
form, providing a fastness of color 
not usually obtainable with dyes. 

In the synthetic organic chem- 
ical group, which has undergone 
considerable development in re- 
cent years, dyes advanced 47% 
during the 10-year period 1948- 
1957. They have moved up from 
an average of 88 cents per pound 
during this period to an average 
of $1.29. Rubber processing chem- 
icals gained 25% during the same 
10-year span; synthetic rubber, 
17%; and medicinal chemicals, 
11%. 

Chemical price declines in that 
period have been led by surface 
active agents, down 41%; and by 
plasticizers, down 22%. Surface 
active agents are mostly deter- 
gents, while plasticizers have an 
essential role in molding and 
processing plastics —By David M. 
Kiefer and Harry Stenerson, 
American Chemical Society Ap- 
plied Publications. 
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This late model emission-type spectrograph can give direct dial readings on as 
many as 20 different chemical elements in testing the composition of a special 
steel alloy. 


Latest laboratory equipment speeds 
quality control at Standard 


Installed in the Metallurgical Laboratory at Standard Steel Works 
are the latest scientific testing instruments for the most accurate 
and rapid testing of steels in all stages of production. Samples are 
delivered by pneumatic tube from melting furnace to laboratory in 
90 seconds. Using the spectrograph pictured above, analyses can be 
determined in 144 minutes, saving hours of time over older methods. 


Standard’s recently installed electric furnace and vacuum 

degassing equipment assure aelivery on special alloy products aunt evaye ter cock will Cab Gite 
in the shortest possible time. Standard’s quality control procedure most interesting use of them is employed to 
guarantees that your most exacting requirements will be met. determine the composition of certain stainless 
Write Dept. 5-E for details. and other high-alloy steels. 


There is a specific refraction index to fluores- 


Standard Steel Works Division 


BALDWIN - LIMA: HAMILTON 


BURNHAM, PENNSYLVANIA Rings ¢ Shafts ¢ Car wheels * Gear blanks ® Flanges ® Special shapes 
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Alemite Portable Lubricator Saves 95 Man-Hours 


For Every 


Every point of lubrication in your 
plant can cost you needless time 
and money if you use old-fashioned 
hand lubrication methods! 

With this Alemite portable air- 
powered lubricator, you save 95 
man hours for every 400-lb. drum 
of lubricant applied. Over two 
weeks of one man’s time saved. 





1850 Diversey Parkway, Chicago 14, Illinois 


ALEMITE 


| eae ee — oe 


Drum of Lubricant Applied! 


That’s how you can cut mainte- 
nance costs with Alemite. 

In addition, Alemite’s Model 
“711-A” is so compact and portable 
that it can bring clean, waste-free 
lubrication to any machine—any- 
where in your plant— reducing ma- 
chine downtime and prolonging 
machine life. Its pivot-swing dolly 


holds container upright at any pull- 
ing angle for easy moving over 
rough ground, indoors over rough 
floors, even up and down steps! 
Step up to fast-moving, time- 
saving lubrication methods! Check 
Alemite’s complete line of air- 
powered and electric-powered lu- 
brication equipment for industry. 


rm ~MAIL COUPON FOR COMPLETE INFORMATION I-4 


Peeeeeeeeeeeeee= 


Alemite, Dept. Z-59 
1850 Diversey Parkway, Chicago 14, Illinois 


Please send me your free catalog of Alemite industrial 


lubrication equipment. 
Name 
Company 


Address 
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A AN IMPORTANT ANNOUNCEMENT FROM HEADQUARTERS FOR NEW IDEAS 


Now Dayton Cog-Belt” 
increased to 200%— 300% of 


Higher HP Dayton Cog-Belts offer today’s biggest savings in Cost, 


x 


Newly Rated 
revious Previous Cog-Belts 
Standard Belts Rated Cog-Belts 


The Dayton Rubber Company proudly announces the findings of the most extensive, thorough 
analysis project in the V-Belt power transmission field, during which literally hundreds of thousands 
of V-Belt drives were evaluated by a renowned, independent engineering laboratory. 

This long-term project was initiated because Dayton Cog-Belt performance had been noticeably 
upgraded over a period of years, through continued research and development in new materials 
and improved features...indicating that heretofore established HP ratings have become obsolete. 


The result: Important new increases in Dayton Cog-Belt horsepower ratings... now 2 to 3 times 
higher than previous standard V-Belt ratings. 


For the V-Belt drive designer ...New 
Compactness, Lightness, Economy. 


Dayton Cog-Belts, delivering 2 to 3 times more 
horsepower, permit drive designers to use nar- 
rower sheaves, less grooves, fewer belts for any 
V-Belt drive. Two Cog-Belts do the work of 4 to 
6 previous standard V-Belts. Drive space thus 
saved permits new compactness of design, lighter 
weight and lower cost... job-proven on thou- 
sands of power drives throughout all industry. 
First costs and maintenance costs can be sub- 
stantially reduced with Dayton Cog-Belt drives. 
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Horsepower Capacity 
previous Standard Belt Ratings 


Drive Space, Weight .. . using existing industry-standard sheaves. 


4 


, » « 


No special sheaves required... 
Existing sheave stocks usable. 


Using long-accepted industry-standard sheaves, 
Dayton Cog-Belts do not obsolete present stocks 
of sheaves... drives can be assembled from any 
existing inventories. Newly-ratea Dayton Cog- 
Belts permit use of sheaves with smaller diam- 
eters and comparably closer centers... always 
at a savings in cost and weight. Because Dayton 
Cog-Belts operate on industry-standard sheaves, 
there is no need to stock additional special sizes. 
Present inventory stocks allow you to cover a 
greater range of higher horsepower capacities. 


= PRESENT STANDARD HP RATING 


NEW THOROBRED V-BELT HP RATING 


HP Ratings on Dayton Thorobred 
V-Belts also substantially increased. 


Dayton Thorobred V-Belts, through similarly 
evolved improvements in materials and research, 
are now also officially increased in horsepower 
capacity—40% more than previous standard 
ratings. Five Dayton Thorobreds now do the 
work of seven standard-rated V-Belts. Here 
again are important increases in power drive 
capabilities and cost reductions! With these new 
ratings, the Dayton Thorobred is unquestion- 
ably the leading performer of all standard-type 
industrial V-Belts. 


Write for new brochure showing how designers can calculate Dayton Cog-Belt 
drives by referring to existing drive selection tables in Dayton’s #280-B Handbook 
of V-Belt Drive Design. See “Belting” in the yellow pages of your telephone direc- 
tory for the name of your nearest Dayton Distributor or write Dayton Industrial 
Products Company, Division of The Dayton Rubber Company, Dayton 1, Ohio. 


Utilize over 30 years of time proven Dayton quality, 
research and engineering in your V-Belt drive design. 


Dayton Industrial Products Co. 


A Division of The Dayton Rubber Company, Dayton 1, Ohio 
For More Information Write No. 165 on Inquiry Card—Page 32 
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POINTS 


Profits are hard to come by. That’s why it is im- 
portant for you to use Long Distance frequently. 


Long Distance is low in cost, yet gives you the speed 
and flexibility to stay ahead of market changes, to get 
to suppliers immediately and to obtain the best possible 
competitive advantage in buying. 


To reach the best markets and the best buys—any- 
where and everywhere—reach for the telephone. 


BELL TELEPHONE SYSTEM 


FAST 


to your best market, your best price 


LONG DISTANCE RATES ARE LOW 


Here are some examples: 
Chicago to Grand Rapids ....... 65¢ 
Pittsburgh to Cincinnati 
Phoenix to Los Angeles 
Birmingham to Washington, D.C. 
Houston to Newark, N.J. 


These are day rates, Station-to-Station, for the first three 
minutes. Add the 10% federal excise tax. 


LONG DISTANCE PAYS OFF. USE IT NOW...FOR ALL IT’S WORTH! 
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Washington Report 





Administration 


Winn a strike, or without one, 
the view in Washington is that 
the wage settlement in the steel 
industry will be mild. Prices will 
probably be held steady, with 
either a token increase or none at 
all. 

A strike, if it comes, would be 
more in the nature of “an in- 
formal vacation” than a grim eco- 
nomic battle, Both management 
and labor are uneasy over the 
upcoming wage talks. Public re- 
action has been critical. Little 
sympathy has been shown toward 
the demand for higher wages in 
steel. And consumers are against 
price increases, 

All signs point to continued 
economic recovery. Gross Na- 
tional Product is moving ahead of 
the all-time peak of ’57. The first 
quarter ’59 figure was $460.4 bil- 
lion, and it looks like GNP will at 
least hit $470 billion by mid-year. 
The Federal Reserve production 
index has also been increasing. 
Employment has improved, while 
the cost of living has been steady. 

The White House has thrown 
its weight strongly behind a “hold 
the line” policy during the steel 
wage negotiations. The Adminis- 
tration position is that if wages 
and prices are held, greater re- 
covery will come more quickly. 
If wages and prices are permitted 
to rise and spending is pushed up, 
however, it feels the result will 
be higher prices, with little in- 
crease in employment. 

The recent signs of economic 
lift are taken as a justification 
of the Administration program. 
The White House approach is that 
a moderate settlement in steel is 
the first line of defense against 
inflation. 


@ Gov't. Seeks Method 
To Cut Stockpiles 
The government is holding 
large quantities of materials over 
and above the stockpiling objec- 
tives. It is looking for a way to 
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Seeks to Hold Wage, Price Lines 


gradually dispose of these hold- 
ings to industry. 

The materials were acquired 
under the Defense Production 
Act, under which the government 
gave producers special incentives 
to expand their output. One of 
these incentives was a guaranteed 
price. 

The procedure was for the gov- 
ernment (through the Office of 
Civilian and Defense Mobiliza- 
tion) to buy the materials as of- 
fered, and then transfer them to 
the strategic stockpile. Once in 
the stockpile, the materials were 
“locked up,” and could not be 
resold. 

When the stockpile objectives 
were reduced from a five-year re- 
quirement level to a three-year 
level, little additional metal was 
needed. In copper, for example, 
at the end of 1958, the open mar- 
ket price was above the floor price 
in the government contracts, and 
very few sales of the red metal 
were made. 


The tonnages of material in the 
stockpile are in no way restricted 
against resale. The only restric- 
tion is the announced policy of 
OCDM “to exercise great care” 
so as not to “disrupt the market 
or adversely affect the industry 
involved.” 

The amount of material in- 
volved has increased to a point 
where any sizable sales would 
definitely affect the market. In 
fact, in some instances these sales 
could break the market. 

An OCDM proposal to release 
small quantities of copper created 
a storm of protest among Con- 
gressmen from mining states, and 
some quick reaction on the U. S. 
and London spot copper markets. 
The talk about releasing copper 
was in the nature of a trial bal- 
loon, with the idea that copper 
could be trickled out at a rate 
of not more 5,000 tons a month. 
If this plan proved feasible, the 
government thought that other 
“surplus” materials could also be 


U. S. Steel’s chairman, Roger M. Blough, told the Senate Antitrust Sub- 
committee that he could “see no reason for wages or prices to go up this 
year.” He testified against legislation that would require companies in 
heavily concentrated industries to notify the government of their intention 


to raise prices. 
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Jessop buys Steel Warehousing Corporation 


... another reason for your confidence! 


When you specify Jessop specialty steels, you’ve got good reasons for 
that decision. For example. . . 

With Jessop, you’re dealing with success. Although it’s only two years 
since the acquisition of Green River Steel, Jessop now adds Steel Ware- 
housing of Chicago. Already a two million dollar expansion of warehous- 


ing facilities is underway. 

This fast growth didn’t just happen. It results from the Jessop policy 
of producing the highest quality specialty steels and keeping delivery 
promises! 


: STEEL COMPANY 
Yes, you have good reasons to be confident when you specify Jessop. Washington, Pennsylvania 


VMA 6721 


Subsidiary Companies: 


Green River Steel Corporation, Owensboro, Kentucky Jessop Steel International Corporation, New York City 
Jessop Steel of Canada, Ltd., Wallaceburg, Ontario Steel Warehousing Corporation, Chicago and Broadview, Ill. 


illoy, tool, cast-to-shape, and forging steels, precision ground flat stock, and other specialty steels 








Washington Report 





sold at a slow rate. However, it 
appears that the Administration 
is bowing to Congressional pres- 
sure and will table the proposal 
for the foreseeable future. 


@ Transportation Study 
Now Being Prepared 


A transportation study is un- 
derway in the Department of 
Commerce. A group there is un- 
der instructions from President 
Eisenhower to come up with legis- 
lative and administrative pro- 
posals that may be needed to 
bring our transportation system 
into balance. 

The Administration view is that 
during World War II and the post- 
war period, the government has 
taken actions to meet emergency 
problems of the highway, railway, 
aviation, and maritime industries. 
Many of these actions have in- 
volved federal subsidies and spe- 
cial government aids. 

The government machinery for 
regulation and control of trans- 
portation has become a labyrinth. 
Railroads, motor carriers, freight 
forwarders, and pipelines are 
operated by private industry, 
while the highway network comes 
under federal, state, and local 
governments. 

The inland waterway carriers 
and ocean shipping are generally 
operated by private industry, 
whereas the construction, mainte- 
nance, and operation of the water- 
ways and ports are usually fos- 
tered and promoted by govern- 
ment. Air carriers are operated 
by private industry, yet airways 
and’ airports are a government 
responsibility. 

In the regulatory field there is 
the Civil Aeronautics Board, In- 
terstate Commerce Commission, 
and Maritime Board. Promoting 
the development of transport fa- 
cilities are the Board of Rivers 
and Harbors of the Corps of Engi- 
neers, Department of the Army, 
Bureau of Public Roads, Mari- 
time Administration, St, Lawrence 
Seaway Authority, and the Fed- 
eral Aviation Agency. 
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A report with recommendations 
is expected by mid- or late sum- 
mer and will be forwarded to 
the White House. There it will be 
decided what should be done ad- 
ministratively and whether legis- 
lation should be prepared and sent 
to Congress. 


e European Countries 
Attract U. S. Capital 


U. S. manufacturezs are ‘aking 
a closer look at the Eurorcan 
Common Market countries, with a 
view toward establishing subsidi- 
aries or licensing arrangements 
with existing firms there. 

Bureau of Foreign Commerce 
analysts, who specialize in the 
Common Market countries, told 
PurcHAsING Magazine that the 
Low Countries—Belgium, Nether- 
lands, and (to a lesser extent) 
Luxembourg—are making a de- 
termined effort to attract U. S. 
capital. Roughly 40% of Bel- 
gium’s industrial output is ex- 
ported, and the Netherlands ex- 
ports about 35% of its output. To 
stay in business, these countries 
have to produce cheaply and in 
large volume, 

Italy is making some effort to 
attract U. S. investor interest. 
France is also making a bid for 
American participation, but there 
is still a considerable question 
about the stability of France’s 
economic position. 

West Germany feels that it can 
pretty much go it alone. It has 
enough money and managerial 
talent and believes that it doesn’t 
need American help. 

Some of the output of U. S. 
subsidiary plants in Europe has 
been trickling back to the Ameri- 
can market, but as the Common 
Market countries develop—and 
with tariff barriers down—they 
will generate enough demand to 
take virtually all the expanded 
product. While there will still be 
some European goods coming in- 
to the U. S., the government fore- 
cast is that the needs of the Com- 
mon Market will also expand 
U. S. exports to those countries. 
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Investment 
Casting News 


From Hitchiner 


Newest casting wrinkle that has sub- 
stantially reduced the costs of many 
parts is our newly developed shell 
process. Behind this technique is a thin 
ceramic shell that replaces the usual 
stainless steel flask and solid ceramic 
mold. The process is particularly suited 
to larger or longer parts that cannot 
be efficiently moun in a conventional 
flask. One such part we produced was 
recently reduced in cost from $16 to $6. 


Now ... where toughness really counts, 
a major manufacturer of disposal units 
has turned to investment castings to 
produce the impeller blades that grind 
everything from glass to garbage. This 
is a unique twist in the production of a 
consumer product but the combination 
of hardness, shape, tolerance and cor- 
rosion resistance that was necessary 
made it a natural for investment cast- 
ing. It’s now in full production. 


s* ¢ & 


In parts manufacture, an important 
cost-saving factor is customers’ specifi- 
cations of tolerances. Tight tolerances 
increase costs even though it is possible 
to provide them. But many times they’re 
not necessary to functional performance 
of the part. These tolerances in 3-di- 
mensional ranges represent the degree 
of precision that can normally be at- 
tained in the “as-cast” state of an in- 
vestment casting: up to %”- + 003 
~ 2. %" to l’- + O68... over 1*- 
+ .005 per inch. So when checking 
estimates—make sure you've specified 
widest tolerances allowed in the actual 
part application. 


* . * 


Since the beginning of a concerted 
cost-evaluation survey started two 
years ago—Brown & Sharpe Manufac- 
turing Co. in Rhode Island have con- 
verted more than 80 stock tool parts to 
investment castings at an average sav- 
ing of 30% on each tool. It is estimated 
that about 45 other stock-tool parts will 
be similarly converted in the future. 


* * * 


Incidently—we have on hand reprints 
of an article that recently appeared in 
this magazine that describes step by 
step how Brown & Sharpe conducted 
its cost-appraisal program to meet the 
problem of declining profits. We'll be 
happy to send you a copy. Write Hitch- 
iner Manufacturing Company, Milford 
51, New Hampshire. 


HITCHINER 


MANUFACTURING COMPANY, INC. 
MILFORD 51, NEW HAMPSHIRE 
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UNIFORMITY... 
the common factor in all Auto-Lite Magnet Wire 


HIGH-SPEED MACHINES like this Universal require 
wire of extreme uniformity, both in the drawing of the 
conductor and in the application of the insulations. 
Here’s where Auto-Lite uniformity pays off with 
increased production. For continuity, windability, and 
a reliable space factor, specify ‘‘Auto-Lite.” 


You can depend on the uniformity, quality and 
reliability of the complete Auto-Lite Magnet Wire line 


LectALite, developed especially for 
hermetic use, is 20° to 25° higher in 
heat aging than vinyl-acetal coating 
and has outstanding resistance to 
chemicals. 


IsA Lites 


Polyester film insulation having out- 
standing high-temperature stability. 
Class F 155°C rating. Test conducted 
per ALEE-57 and MIL-W-19583. 


ENAMEL 


Most economical wire for thousands 
of Class A applications. Good adher- 
ence, flexibility, thermal stability, 
and solvent resistance. Excellent for 
use in small relay coils, ignition coils, 
many types of transformers. Espe- 
cially satisfactory for coils where 
layers are separated by paper. Avail- 
able in all gauges. 


AUTO-LITE 


DacrALite 


DacrALite is a double wrap of glass- 
dacron fibers over bare conductor. 
Available also over film insulations, 
in square or rectangular. 


SodALites, 


Easily soldered without stripping by 
conventional dip, iron, torch, or gun 
methods. Offered in Class A 105°C 
magnet wire. 


FORMVAR 


Excellent abrasion resistance and 
toughness. Film adheres well to the 
copper conductor and withstands 
excessive elongation of the wire 
during winding without rupture. 
Good space factor and high dielectric 
strength make Formvar an excellent 
choice for high-speed operations. 
Available in all gauges. 


BondALite», 


Coated with a film of thermoplastic 
bonding material over insulated round 
copper wire. For use in any coil 
winding requiring a self-bonding 
magnet wire. 


Formvar with nylon over-coat. The 
Formvar maintains the moisture 
resistance while nylon adds craze 
resistance and windability. 


SEND FOR THIS NEW, 
COMPLETE MAGNET WIRE CATALOG 











GENERAL PRODUCTS GROUP 
WIRE AND CABLE DIVISION 


® Plants at: Hazleton, Pennsylvania es 


TOLEDO 1, OHIO 
Port Huron, Michigan 
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Washington Report 





@ Industry Inventory 
Policy More Efficient 


A study of postwar inventory 
developments leads Department 
of Commerce to report that in- 
dustry has increased its efficiency 
in the use of inventories. 

The ratio of inventory to total 
output in the postwar period was 
roughly one-quarter lower than 
in the 1920-29 period. 

Other findings reported were: 

(1) Liquidation of inventory 
occurred in relatively short spans 
of time in each of the three post- 
war recessions. The liquidations 
canceled only part of the prior 
accumulations, and were followed 
by extended periods of rising 
stocks. 

(2) The peak of inventory ac- 
cumulation took place well in ad- 
vance of the peak in business 
activity. Liquidation on the other 
hand, reached its maximum at or 
near the low in the business cycle. 

(3) The pattern of the three 
recession periods was for inven- 
tory levels to turn down several 
months after the peak in GNP 
was reached, and to turn up ap- 
proximately six months after the 
recession low. 

(4) Despite sharp inventory 
liquidations in the recession 
cycles, the ratio between inven- 
tory and production did not show 
substantial improvement until 
after business recovery began. 

A dramatic upturn in inventory 
accumulation was reported by the 
Commerce Department for first 
quarter of this year, after a year 
of liquidation. 

First quarter forecasts were re- 
ported early, as a part of the gen- 
eral policy followed by various 
government agencies of getting 
good news out as quickly as pos- 
sible. This concept of a quick re- 
lease of favorable news is not a 
Pollyanna approach, Government 
thinking is that report of favor- 
able trends will stimulate addi- 
tional business investment. 

When economic trends go the 
other way, however, there is still 
a trend on the part of government 
to drag its feet in announcing dis- 
couraging news.—A. N. Wecksler 


May 11, 1959 














CONTAINERS — 
TUBING 


Made of high grade 
materials — designed 
for your particular 
packaging _§require- 
ments as well as con- 
tainers that meet mil- 
sitary specifications. 


CLEVELITE* 


Laminated phenolic 
tubing — standard in 7 
the electrical and 
electronic industries 
with low-cost appli- 
cations in many other 
fields. 


NoLap 


A complete line of 


sleeves, expanding 
drums, belts, cartridge 
rolls and mandrels. 
A wide range of grits 
and sizes. Samples 
furnished on request. 


Write for latest brochures that can save you money. 


*Reg. U. S. Pat. Off. 











PLANTS & THE SALES 


SALES OF 


CLEVELAND 
DETROIT 
CHICAGO 
MEMPHIS 
LOS ANGEL 
PLYMOUTH, 


... | samesBuRG, N. 4. * SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES. 
s FAIR LAWN, N. J. 


OFFICES: 


NEW YORK City 
WASHINGTON, D.C. 
ROCHESTER, N.Y. 
WEST HARTFORD, 
CONN, 


“= CLEVELAND GONTAINER 


- 6201 BARBERTON AVE. + CLEVELAND 2, OHIO 


* 
wis, ALL-FIBRE CANS » COMBINATION METAL AND PAPER CANS ABRASIVE 


OIVISION 





CLEVELAND CONTAINER CANADA, LTD. 
Plants and Sales Offices: TORONTO AND PRESCOTT, ONT. Sales Office: MONTREAL 
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DOWN GOES THE OVERHEAD! 


NEW BARRELED SUNLIGHT SUPER HIDING 
WHITE LIGHTENS THE ILLUMINATION... 
LOWERS CEILING PAINT COSTS AT 
THIS NEW NORTON COMPANY PLANT 








NEARLY AS LARGE AS ‘7 FOOTBALL FIELDS, 
this modern building will house additional 
production facilities for the alelalthaeladtia-Mmshi 
World famed Norton Grinding Wheels. As 
Shown above, overhead painting is compl 
cated by the presence of exposed steel beam: 
Steel roofing pipes, and ducts 


tebe ‘9851 
p telnet 
ee 
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Five acres of overhead — 19 feet high and with a mini- 


mum of natural lighting — posed plenty of painting problems 


for E. J. Cross Company, building contractors for The Norton 
Company’s new grinding wheel plant at Worcester, Massachu- 
setts. Yet they solved them and saved substantially on cover- 
age costs with Barreled Sunlight Engineered Paints. 


To bring down the high cost of on-the-job mixing and appli- 
cation, Mr. Richard V. George, Superintendent of Painting, 
specified ready-for-the-gun Barreled Sunlight Super Hiding 
White. Using high speed spray guns, his five-man crew applied 
this engineered paint directly from 55-gallon drums to 


‘ 


’ . _ 


ceiling areas with a minimum of fog, no runs and perfect 
results. As reported by Mr. George, “the new Barreled Sun- 
light Super Hiding White has a better sheen and tighter film. 


It looks white even in dark, shadow areas!” 


tighter, brighter and more economical paint jobs like this 
do not “just happen”. Only through careful planning and the _ 
use of Barreled Sunlight Engineered Paints — specially for- a 


mulated for heavy duty requirements — can you be sure of DIRECT FROM DRUM TO GUN 


ee 2 : 5 IN ONE OPERATION! 
perfect paint jobs every time. Prove it for yourself by making To speed painting of overhead areas in this giant plant, 


a ” 4199 . ready-to-apply Barreled Sunlight Super Hiding Paint is 
the famed Barreled Sunlight “On-the-Wall” Test in your own applied with spray guns directly from 55-gallon drums. 


plant. Fill out the attached coupon now for fast action! 


ae 
“Barreledé 
Sunlight? 


aye yt 


FOR A BETTER LOOKING, LONGER LASTING PAINT JOB AT LOWER COST 


BARRELED SUNLIGHT PAINT COMPANY 
18-E Dudley Street, Providence 1, R. I. 


Please contact me soon to arrange an “On-the-Wall” 
Paint Test at no obligation. 


[] Send me a free copy of the Barreled Sunlight 
Engineered Color Catalog. 


NAME 
Send for your free copy of this 


Barreled Sunlight Engineered Color 
Catalog now. Contains complete 
descriptive information plus Color 
Chip Selection Section. — 


SN aac ahd do nce vcckcatesbed eacsaers dedbsdssudsenccscrcevemenieties : 





Miniaturization of electronic 
components highlights need for 
Synthane plastic laminates 


The tremendous increase in miniatur- 
ized electronic components emphasizes 
2 need for the combined properties of 
Synthane laminated plastics. 
Miniaturization, as you know, reduces 
the insulated path between terminals 
or conductors, placing a premium upon 
the insulation resistance of the laminate. 


Printed Circuitry Adds to Problem 
Printed circuitry, the development that 
made so many miniature circuits pos- 
sible, also magnifies the insulation re- 
sistance problem because there is a 
temptation to save space by shortening 
the distance between conductors. And 
often the insulation resistance require- 
ment is complicated by printing on both 


t for insulation resistance as conducted by 
Synthane Corporation. 
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sides of the laminated circuit board. 


Other Properties Influence Choice 
of Laminates 

There are many other properties of a 
laminate which help to make miniaturi- 
zation practical. For example, minia- 
turization brings the holes for terminals 
closer together, a result usually accom- 
panied by a reduction in the size of 
holes. Punchability of the laminate, 
therefore, becomes an important con- 
sideration. Mechanical strength, after 
punching, is also worth attention. 

In addition, climatic conditions 
greatly affect electronic equipment. 
Frequently, laminated plastics must re- 
tain their excellent characteristics even 
under the influence of heat, cold and 
change of humidities. 

Choice of a Synthane laminate with 
good insulation resistance will finally 
rest upon the atmospheric conditions 
of the application, mechanical, electri- 
cal and chemical properties required, 
and, to a degree, upon the economics 
of the situation. 


Synthane Laminates 
for Insulation Resistance 
Usually high insulation resistant Syn- 
thane laminates for printed circuits are 
processed with selected core and sur- 
face sheets to obtain the proper balance 
of electrical and moisture resistance 


values and to provide an excellent bond- 
ing surface for the metal foil. 

Synthane Grades G-10 and G-11 
(glass epoxy grades) are the top plastic 
laminates for insulation resistance. G-11 
is the stronger flexurally at elevated 
temperatures. Synthane Grades XX XP, 
XXXP-IR and P-25 have very good 
insulation resistance, and are easier to 
machine and cost less than the epoxy 
grades. Grade P-25 may be cold punched. 
Where there must be high impact 
strength as well as good insulation re- 
sistance Grade N-1 may be the logical 
choice. 


Applications: Among the high insula- 
tion resistance applications of Synthane 
laminates are wiring cards for com- 
puters, printed circuits for television, 
switch rotors, automation circuits, au- 
tomobile dashboard wiring. 

You are urged to write directly to us 
or to call in a Synthane representative 
for help in choosing the proper grade 
for your application. 


[SYNTHANE] 


conpenncann Te CAKS, PENNA. 
Laminated Plastics for Industry 








Sheets, Rods, Tubes, Fabricated Parts 
Molded-laminated, Molded-macerated 
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IN PRODUCT AFTER PRODUCT AFTER PRODUCT 
--. WEIRTON HOT- AND COLD-ROLLED SHEET 


Is your product as complicated as automobile sheet metalwork? Or 
as tough to form as a portable TV cabinet? Or as dependent on good 
looks as laundry equipment? —_,~ 


Then Weirton hot- or cold-rolled sheet is for you, too. It brings you WeinTow 


the triple advantages of uniform gauge, uniform strength, uniform | STEEL | 
L company J 


ductility. It holds up under your toughest fabrication steps, helps you 
* turn out a better product at lower cost. And it'll prove itself in your 


product, just as it has in thousands of others. WEIRTON STEEL COMPANY 
WEIRTON, WEST VIRGINIA 
Weirton produces top quality sheets to serve the needs of modern @ division of 


fabrication. For prompt and complete information, just phone or ' 
write Weirton Steel Company, Dept. G-4 Weirton, West Virginia. NATIONAL STEEL am CORPORATION 





IT PAYS TO STANDARDIZE ON STANSCREW 


ee 


Stanscrew service prevents problem 


for manufacturer of journal bearings 


The wise manufacturer eliminates any possi- 
bility of fastener breakage before it can become 
a serious and expensive field problem. 


As a prime example, a leading manufac- 
turer of sealed cartridge journal bearings was 
concerned about the cap screws used to hold 
one essential part—the thrust cap—in place. 
They knew the lateral movements of a railroad 
car resulted in thrust on this cap, imposing 
extremely heavy loads on these fasteners. 


A call to their industrial distributor soon had 
a Stanscrew fastener specialist on the job. He 
recommended continued use of a torque wrench 
and worked out the proper setting so that each 
fastener carried its tea teed. Su uent lab- 
oratory tests proved these recommended torque 
settings insured against fastener breakage. 


The manufacturer accepted these recommen- 
dations . . . and thus eliminated a potentially 


serious problem before it could develop. The 
torque settings and a a developed by the 
Stanscrew representative have been incorpo- 
rated in the company’s instruction and main- 
tenance manual to insure proper maintenance 
procedures. 

Technical assistance like this is just one of 
the ay seen more and more manufacturers 
are standardizing on Stanscrew. Trained special- 
ists, backed by an outstanding engineering staff, 
can solve your particular fastener problem. In 
addition to assuring the dependability of your 
— often they can save you money... 

or example by substituting a standard fastener 
for a costly “‘special’’. 


Call your Stanscrew distributor today for the 
answers to your fastener problems. He will see 
that the Stanscrew Fastener Specialist visits you 
without delay. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, lilinois 
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This way out...of bottlenecks 


AIRESEARCH MANUFACTURING Divisions of The Garrett Corpo- 
ration had the problem facing industry today . . . how to cut inventory 
to a minimum yet maintain production in the face of costly changes 
and vendor delays. The premium transportation then used was slow 
and undependable. Production bottlenecks occurred. 

Management decided to move al! critical parts by Emery Air 
Procurement Service. Emery’s round-the-clock, door-to-door service 
proved to be fast, dependable and, at weights moved, it cost about 
the same as other air freight. 

Perhaps Emery can help you in your procurement, distribution or 
promotion. Call or write us today. Offices in all major cities. 





‘SEE WHAT YOU SAVE!’ 


2500 Mi. 


1700 Mi. 


700 Mi. 


hit hit | Aur 
| Emery Express | Emery Express | Emery —_ Express 


50tb.|823.54 $39.70 |819.38 28.50)813.27 #1250 
100 tb.| 38.90 77.40] 31.20 $5.00/ 19.10 23.00 
200 tb.| 69.00 154.80| 53.00 110.00 29.80 46.00 











*Rates apply to most commodities between mos! major cities 


EMERY ar FREIGHT CORPORATION 


General Offices: 801 Second Avenue, New York 17, N. Y.— Domestic and International Service. 
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brush! 


See the 


Apply Rust-Oleum 769 Damp-Proof Red Primer 
directly over sound rusted surfaces. Saves 
costly surface preparations—lasts and lasts. 


Rust-Oleum, in its many forms, resists rain, 
fumes, heat, moisture, sun, and general weath- 
ering to stand up over the years. 


The specially-processed fish oi! vehicle in the 


primer penetrates rust to bare metal—as 
proved in radioactive tracing studies. 


Up to 30% more coverage with Rust-Oleum, 
depending upon the condition and porosity of 
the surface. Another Rust-Oleum difference. 


many Rust-Oleum 
DIFFERENCES 


SCPE BCeeeeeeeseeeeeeeees 


yourself! 


A few easy strokes of the brush proves more than a thou- 
sand words . . . see how smoothly Rust-Oleum flows on .. . 
no pull, no drag . . . and it dries free of brushmarks. See, 
too, how much more coverage Rust-Oleum gives you . . . 
up to 30% more area depending upon the condition and 
porosity of the surface. 


If your metal surfaces are rusty— simply brush or spray 
Rust-Oleum 769 Damp-Proof Red Primer right over the 
sound rusted metal after scraping and wirebrushing to 
remove rust scale and loose rust. The specially-processed 
fish oil vehicle in the primer penetrates rust to bare metal— 
driving out air and moisture. Easy as that to Stop Rust— 
and save time, money, and metal. 

For lasting beauty —follow up with a Rust-Oleum finish 
coating in the color of your choice —from grays, greens, 
blacks, and aluminums to yellows, blues, whites, or browns 
—or from the many popular pastel shades. 


That is the Rust-Oleum System‘of primer and finish coat 
for maximum over-the-years protection. A system that is 
measured by the money you save. Specify Rust-Oleum 
for maintenance, new construction, and re-modeling. Your 
Rust-Oleum Industrial Distributor maintains complete 
stocks for prompt delivery . . . he will be happy to consult 
with you on your coating problems. 


A matter of excellence. 
Distinctive as your own fingerprint. 


Rust-Oleum primers and finish coatings are easily applied 
by spray. Flows smoothly . . . may be used in conventional, 
hot spray, or high pressure air-less spray. 


What is your coating problem? What color do you need? Get lasting 
beauty in the color of your choice. Mail coupon for color charts. 


r—— SEND FOR FREE TEST SAMPLE! ATTACH TO YOUR LETTERHEAD! — 


Rust-Oleum Corporation 
2981 Oakton Street, Evanston, Illinois 


Please send me the following at no cost or obligation: 


()_sFree test sample of Rust-Oleum 769 Damp-Proof Red Primer 
for rusted metal surfaces. 


Complete literature with applications and color charts. 


| 

| 

| 
Information on matching special colors. 
Thirty-page report on Rust-Oleum fish oi! penetration. 7 
J 
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helps tell 


how she’s doing! 


Ballistic missile success hinges on 
intelligence obtained in test firings. 
Tracking data — reporting velocity, 
direction, altitude, temperature, etc. is 
vital— when processed, it guides critical 
design changes. 


Heart of the intricate data process- 
ing system at Cape Canaveralisa Potter 
Magnityper —a high speed electronic 
printer that decodes raw material... 
then stores, collates, interprets and 
prints at 72 thousand characters per 
minute. Lightweight, non-magnetic 
aluminum is essential to its efficient 
operation —that’s why the Magnityper 
is made almost completely of Frasse 
aluminum. 


Frasse ships the required sizes 
quickly from stock—in the grades that 

















Peter A. |||| FTUSSE 



































contribute to its ease of fabrication and 
performance. For example, Frasse sup- 
plies 2024-T4 bars for strength and 
machinability, 5052-H34 sheet for 
formability and weldability and “775” 
tooling plate for dimensional accuracy 
with no distortion when worked. 


Perhaps these same qualities can 
increase the efficiency of your product 
—or reduce fabricating costs. It’s worth 
investigating—and a Frasse aluminum 
specialist will be glad to help. There’s 
no obligation — simply write or call 
your nearest Frasse office. You’ll be 
glad you did. 


Screw Machine Stock « Bars ¢ Rods « Wire 


Call FRASSE for ALUMINUM 4 pues Fug,» Vare» ‘Raion 


Tool and Jig Plate 


& Co., Inc. 


NEW YORK 13, N. Y.. PHILADELPHIA 29, PA. BUFFALO 7, N. Y. SYRACUSE 1, N. Y. HARTFORD 1, CONN. 
17 Grand St. 3911 Wissahickon Ave. P. O. Box K, Sta. B P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 
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1899/1959 fame 


Everything’s changed but the trademark 


UILT by the St. Louis Motor Car 
Co. in 1899, this car was the first 
equipped withTimken® tapered roller 
bearings. It’s still running. And today 
every make of American car but one 
uses Timken bearings. The things 
that the trademark “Timken” stands 
for haven’t changed. It still means the 
highest quality, the best-known name 
in bearings, and the kind of service 


TAPERED ROLLER BEARINGS @ 


on the bearings 


you can’t get anywhere else. It means 
better performance with longer life 
and less maintenance in machine tools, 
steel mills, heavy construction ma- 
chinery, farm implements and tractors 
—wherever wheels and shafts turn. 

“Timken” is a registered trademark 
that identifies all products of The 
Timken Roller Bearing Company— 
tapered roller bearings, fine alloy steel 


bars, seamless steel tubing and re- 
movable rock bits. 

It’s to your advantage to remember 
that'*Timken’ is not a type of product. 
It’s your assurance of the best in ta- 
pered roller bearings, fine alloy steels 
and removable rock bits. The Timken 
Roller Bearing Company, Canton 6, 
Ohio. Canadian plant: St. Thomas, 
Ontario. Cable: ‘““TIMROSCO”. 





REMOVABLE ROCK BITS « 


FINE ALLOY STEEL 


first in quality for 60 years 
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ow)...at no increase in price 
10% more HP... longer service life 
with Gates Vulco Ropes 


Gates brings you, through Specialized Research in V-Belts, another 
important cost-saving advance: 

Now —at no increase in price—the horsepower rating of Gates 
Vulco Ropes has been increased 40%. 

As replacements on standard drives, these V-Belts with 40% 
more load carrying ability will give longer service. Longer life reduces 
down-time, and cuts belt replacement costs. 

And.as the tag tells you: Belts labeled “Gates Vulco Rope” or 
“Gates Hi-Power” are identical in construction and can be used inter- 
changeably in matched sets. 


Available Now 
from your nearby Gates Distributor 
Today, all Vulco Ropes in Gates distributor and warehouse stocks 
have the new higher horsepower rating. 


See the Yellow Pages of your phone book for your nearest Gates 
V-Belt distributor. 


Designing NEW Drives? 


For new drives, Gates now offers you the new Super HC V-Belts and 
Sheaves — the most advanced concept in power transmission in 25 years. 


The Super HC Drive is far more compact ... takes up to 50% less space. 
Costs less, too. You save as much as 20% over present V-Belt drives. Ask 
your nearby Gates distributor for Handbook DH-900 entitled, ‘““The Mod- 
ern Way to Design V-Belt Drives.” 


The Gates Rubber Company Denver, Colorado 


World’s Largest Maker of V-Belts 
Gates Rubber of Canada Ltd., Brantford, Ontario 


TPA-412 


bail 
. cemecwmen A 
Gates “\'\°°'"* V-Belts 
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“QUALITY and ECONOMY... 
SPANG Steel Pipe gave us both” 


says Mr. Joseph Yanasheski, Piping Estimator for 
Joseph A. Rado, Mechanical Contractor, Berwick, Pa. 


“One of the biggest problems in our busi- 
ness is to do a first-rate job and still keep 
costs in line,” states Mr. Yanasheski. 
“With the help of SPANG CW Steel Pipe 
we were able to do just that at the Ber- 
wick, Pennsylvania, Hospital installation. 
Not only did SPANG Steel Pipe assure us 
of a reliable performance, but also the 
economy of using steel pipe helped us 
keep costs down. 

“Another advantage to using SPANG 
Steel Pipe is its good welding qualities. 
By welding instead of threading the pipe, 
we achieved a considerable savings in 


STEEL PIPE 


time costs and eliminated the danger of 
leakage at the joints.” 


KEEP YOUR INSTALLATION COSTS DOWN, 
TOO... WITH SPANG CW STEEL PIPE 


When you use SPANG CW Steel Pipe you 
get top-quality, money-saving perform- 
ance. Why? Because SPANG Pipe is qual- 
ity-controlled during manufacturing and 
thoroughly tested before shipping. Your 
SpanG Distributor can give you the fast, 
efficient service you require. Next job, 
make it steel. pipe . . . make it SPANG. 


THE NATIONAL SUPPLY COMPANY 
Subsidiary of Armco Steel Corporation v4 


TWO GATEWAY CENTER, PITTSBURGH, PA. 


20,000 feet of SPANG CW Steel 
Pipe fulfilled all the pipe require- 
ments for the Berwick Hospital... 
in the air conditioning and heating 
units, sterilizer room and laundry. 
Here in the 40’ x 65’ boiler room, 
the SPANG Pipe runs in the ceil- 
ing so that there is no interference 
with the concrete-laying operation 
during construction. 


Mechanical Contractor: 

Joseph A. Rado, Berwick, Pa. 

Architect: Noakes and Neubaver, 
Washington, D.C. 

Hospital Consultant: Gordon 
A. Friesen Associates, 
Washington, D.C. 

Mechanical & Electrical 
Consultant: Shefferman and 
Bigelson, Washington, D.C. 

SPANG Distributor: Busser 
Supply Company, Lewisburg, Pa. 





Everything you need in 
Dial Thermometers for 
Piping and Duct work! 
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A new and complete line of instruments: Dial 
thermometer of Marsh precision and accu- 
racy designed down to the last detail for 
piping and duct work . . . for use on heating 
and cooling equipment, air ducts, vessels and 
kilns, ovens and similar applications. 


Easier to read 


Illustrations tell the story. Four types, seven For piping 

ranges—72 stock combinations to meet every Dial 

condition. Big, legible 3%” and 4%" dials... sizes: 3%" and 414" 

easy to read in places where piping and duct Ranges: 

thermometers must be installed. Ease of @ 0° to 100°F for chilled 

reading further increased by provision for ver 

tilting and turning dials to any desired read- yj: ee eee 

ing angle. Line includes distant reading types 40° to 240°F and 100° to 

that take care of remote locations. 300° for hot water and do- 
mestic water 


Unbreakable—more accurate %4’ NPT connection 


All ranges, in both direct mounted and 
Instead of fragile difficult-to-read glass tube prema i che con oe 
thermometers you now have sturdy, un- 
breakable, legible Marsh Dial Thermom- 
eters. Guaranteed accurate to plus or minus 
one division of the scale, they have far 
greater readable accuracy than any glass tube ae 
type. All have the famous Marsh ‘“‘Recali- 7 
brator’’—to keep them accurate. ve oy 


All purpose Fa ie , 


“a rer. 
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Design provides for every on-the-job condi- i osm. For ducts 
tion. Separable sockets (‘“‘wells’’) simplify in- Dial sizes: 32” and 442” 
stallation—or removal for servicing. Exten- Ranges: — 40° to +120°F 
sion necks take care of insulation on piping Turn or tilt 0° to 160° F 

or ducts. Long stems in duct type put temp- to any angle 0° to 220° F 


one . . All ranges, in both direct mounted and remote 
erature-sensitive section where it belongs. - cobdiip tunes, Guiltabin aaaeanen oe. 


tension necks and stems shown in drawing 
below. 


Note the brief specifications opposite. Any 
thermometer is available from stock. 


Write for bulletin telling the whole story. 


Jas. P. Marsh Corporation 
Dept. G, Skokie, Ill. 


Marsh Instrument & Valve Co. (Canada) Ltd. 
8407 103rd Street, Edmonton, Alberta 


. a_J Also remote reading— 
. y 
1 Piping and duct thermome- 
| ters of same basic design 


available with 6 ft. of capil- 


DIAL THERMOMETERS lary tubing as shown. 




















a 
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small Gears eee Very small Gears. . . extremely small Gears... . 


PRECISION-MADE IN PRODUCTION QUANTITIES! 


We'll take off our hats to nobody when it comes to filling require- 
ments for Gears to 120 DP.—turned out in economical quantity 
runs—which meet the toughest specifications! Bevels, Helixes, 
Internals, Clusters—of steel or aluminum —miniaturize as you will, 
G.S. can design and produce the Gears you need for Instruments — 
Appliances — Missiles —Control Systems—and the like. Our ability 
to give spectacularly uniform performance on Gearing of small size 
or fine pitch has, perhaps, been our best-known specialty during 
our 43 years of dealing with demanding users (though today we 
do many other Gear-making jobs with equal facility and skill). 


Have you an application where precision in small Gears is a vital 
factor in smooth and satisfactory production in your plant, or 
trouble-free performance of your product in use? Then put the 
specially-trained, broadly experienced G.S. Gear Engineers, and the 
superbly equipped G.S.. plant, on your team. Today would be a 
good time to start! 


Specialties, Inc. ° 


SEND FOR G:S. illustrated folder! See where and how we mass-manufacture 
2635 WEST MEDILL AVENUE Small Gearing to uniformly fine tolerances. Folder contains 23 pictures of 
CHICAGO 47, ILLINOIS Small Gears, plant view, as well as Diametral and Circular Pitch Tables. 

Ask for your copy on company stationery, please! 


SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS * THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 


For More Information Write No. 182 on Inquiry Card—P. 32 
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Call in your 


Norton man 
for the latest facts on 


Magnified View of a man- 
made diamond. The extremely 
jagged surface provides a 
large, tight-holding contact 
crea for bonding. In the new 
Norton SD wheels this extra 
gripping power, teamed with 
odvancements in diamond 
wheel construction, reduces 
diamond loss and carbide 
loading to a minimum — 
typical of Norton leadership 
in getting the maximum 
working power out of all 
diamonds, mined or 
man-made. 


PuRCHASING 
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with Norton wheels 


using mined or 


man-made diamonds 


Norton diamond wheels — the most complete line 
for carbide grinding — are backed by pioneering never 
equalled, whether the diamonds used are mined or 
man-made. 

Norton began its leadership in diamond wheel de- 
velopment back in 1930... . introduced all three bond 
types (resinoid, metal and vitrified) of diamond wheels 
... does all its own sizing and checking of diamonds... 
duplicates wheel specifications with constant accuracy. 

Today Norton leadership continues with the use of 
man-made diamonds. Among the newest, most efficient 
materials produced for industry, man-made diamonds 
last longer in grinding wheels for many carbide grind- 
ing operations because they are more firmly anchored 
in the bond . . . and because their greater friability 
presents new cutting edges faster, thereby decreasing 
power requirements and speeding cutting action. 

These properties of man-made diamonds are used to 
their fullest advantages in the new Norton SD resinoid 
and vitrified wheels. This has been proved in more 
than a year of nation-wide, comparative testing... 
In 63% of hundreds of field tests the average service 
life of Norton SD diamond wheels was at least 25% 
longer than the life of wheels: using natural, mined 
diamonds, with no loss in cutting action. 


With each Norton diamond wheel, of mined or man- 
made diamonds, you get a certificate of the accuracy 
of diamond concentration. You can depend on this cer- 
tificate to mean exactly what it says and what you're 
paying for. 

You can depend on your Norton Man, too. This ex- 
pert Abrasive Engineer has kept close contact with the 
development of man-made diamonds for grinding ap- 
plications since the start. He can help you take a giant 
step forward in your carbide grinding — can show you 
how to get better grinding quality, longer service life 
and lower cost grinding for every dollar you spend on 
diamond wheels. NORTON COMPANY, General Offices, 
Worcester 6, Mass. Plants and distributors around the 
world. 





NORTON 


ABRASIVES 


Making better products... 
to make your products better 
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Information For Your Catalog Files 





BEARING UNITS 


Catalog BU-101-B illustrates and describes a line of 
take-up bearing units. Details of construction, di- 
mensional tables, and stock sizes are also included. 


Browning Manufacturing Company 
Write No. 1 on Inquiry Card—Page 32 


CARBIDES 


A 32-page catalog called “Cemented Carbides for 
Industry.” Gives information on brazed tools, car- 
bide inserts, tool holders, and blanks. Includes infor- 
mation about two new styles in the indexable insert 
line. 


Allegheny Ludlum Steel Corporation 
Write No. 2 on Inquiry Card—Page 32 


DIAMOND WHEELS 


An expanded revised edition of catalog ESA-290 
describes man-made and natural diamond wheels. 
The 48-page bulletin lists six new wheel shapes and 
many additions of diamond depths and concentra- 
tions, Also included is a table of recommended grain 
and grade specifications for common operations per- 
formed in sharpening carbide tipped tools and grind- 
ing cemented carbides. 


Simonds Abrasive Company 
Write No. 3 on Inquiry Card—Page 32 


FANS 


A 16-page two-color catalog describing a line of 
induced draft fans. Bulletin L-3 lists advantages and 
illustrates features through photographs. Also pre- 
sented are fully-dimensioned drawings and rating 
charts, plus schematic diagrams of installations. 


Fuller Company 
Write No. 4 on Inquiry Card—Page 32 


HOISTS 


Bulletin 920 describes a line of type F, low-headroom 
electric hoists. The 12-page catalog includes con- 
struction details, mounting option information, per- 
formance data, and dimensions. 


Robbins and Myers, Inc. 
Write No. 5 on Inquiry Card—Page 32 


INDUSTRIAL BELTING 


A 12-page booklet on nylon core belting. Includes a 
description of how nylon core is made and reasons 
for its application. 


L. H. Shingle Company 
Write No. 6 on Inquiry Card—Page 32 


LATHES 


Bulletin No. 580 describes a line of speed lathes. The 
16-page catalog illustrates and gives detailed data 
on bench and floor type lathes. A variety of accessory 
equipment is also presented. 


Schauer Manufacturing Corp. 
Write No. 7 on Inquiry Card—Page 32 


MILLING CUTTERS 


Catalog #591 describes new indexable insert face 
and shell end mills. Contains valuable information on 
different types of cutting tools. 


Viking Tool Company 
Write No. 8 on Inquiry Card—Page 32 


MOTOREDUCERS 


Bulletin 3100 describes a line of helical gear all-mo- 
tor and integral motoreducers. The 28-page catalog 
includes information on unit size and construction, 
typical installations, accessories, and special applica- 
tions. 


Falk Corporation 
Write No. 9 on Inquiry Card—Page 32 


PNEUMATIC CONVEYORS 


Bulletin 208 describes positive pressure pneumatic 
conveying systems. Included is a chart designed to 
help determine the horsepower and line size required 
for systems ranging in capacity from 1000 to 60,000 
Ibs./hr. 


Sprout, Waldron & Co., Inc. 
Write No. 10 on Inquiry Card—Page 32 


A fact book presenting information on rubber instal- 
lation and compounds. The 24-page catalog gives size 
numbers and dimensions of all common industrial 
O-rings. Also included are reference charts. 


Minnesota Rubber Company 
Write No. 11 on Inquiry Card—Page 32 


STAINLESS STEEL 


A 36-page book providing information on commer- 
cial stainless steel sheet and strip grades. Features 
comparative corrosion resistance tables of stainless 
steel types 302, 316, 430, and aluminum type 1100. 


Washington Steel Corporation 
Write No. 12 on Inquiry Card—Page 32 
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At Boyertown 

Aute Body Works, 
Youngstown Yoloy 
““E” Sheets are being 
fabricated into body 
sections for their 
commercial truck line. 


Oecent on Excellence 


Youngstown Yoloy “E” sheets 














Send for free technical 
bulletin on Youngstown 
Yoloy ““E”’ Steel. 


True value in Boyertown bodies is 
the trouble-free, year-in, year-out 
service they provide. It’s a value that 
starts with skilled craftsmanship— 
using only the best raw materials 
available. 


Boyertown Auto Body Works, 
Boyertown, Pa., specifies Youngstown 
Yoloy ‘‘E”’ Hot and Cold-Rolled 
Sheets as basic material for both the 
outside and inside panels, as well as 
for certain structural frame members 
such as rear corner posts and roof 
crowns, of their delivery truck line. 
They’ve found this versatile steel’s 
high strength -low weight ratio 
allows design of higher payload 
vehicles. 


Wherever high-strength steel becomes 
a part of things you make, the high 
standards of Youngstown quality, the 
personal touch in Youngstown service 
will help you create products with 

an “‘accent on excellence’. 


Youngstown 


‘oungstown, Onio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Carbon, Alloy and Yoloy Steel 





Buy shelving for what it can 
PRODUCE...like a machine tool! 


Penco builds its new boltless steel shelving to produce . . . produce 
up to 50% saving in installation time, produce better protection 
and easier handling of materials, more efficient inventory sys- 
tems. For example . . . two new channel clips eliminate nut and 
bolt assemblies, springs and tools . . . slip into place as fast as 
one man can pick them up. Get the full story on Penco planning 
and Penco savings; write for Bulletin B-40 today. 


Extra-strong Penco T-posts stay erect under for disassembly of shelving. Design simplic- 


severest load conditions . . . including 
weight, and stress of loading sway. Channel 
clips (circled) lock-slip onto posts, hold 
shelves in a rigid grip . . . slip out instantly 


a. 
? 


Even Penco finish is especially engineered 
to take a beating . . . with an extra, pre-paint 
phosphatizing step that prevents subsurface 


ity permits minimum number of standard 
parts. Penco offers four shelving strengths 

. another Penco economy, as you buy 
only according to load requirements. 


corrosion and provides tight enamel bond, 
tougher chip-resistant finish. Send for catalog 
today. Write direct to.. 


ALAN WOOD STEEL COMPANY 


aw PENCO DIVISION 
410 Brower Avenue, Oaks, Pennsylvania 


STEEL LOCKERS « 


STEEL CABINETS + STEEL SHELVING « 


BOOK CASE UNITS 


For More Information Write No. 185 on Inquiry Card—Page 32 
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Catalog Files 





TORQUE CONVERTERS 


Bulletin No. 496 covers torque con- 
verters for heavy industrial applica- 
tions. The 12-page catalog illustrates 
design and principle of operation. 


National Supply Company 
Write No. 13 on Inquiry Card—Page 32 


UNIONS 


Catalog U-2-58 describes forged 
steel unions. Provides detailed spe- 
cification data on all types, sizes, 
materials, and pressure ratings. The 
illustrated bulletin covers the latest 
additions to the W-S line. 


H. K. Porter Company, Inc. 
Write No. 14 on Inquiry Card—Page 32 


VALVES 


Catalog KS1-M discusses a line of 
series valves. The 20-page booklet 
contains parts ordering information, 
trim material, and recommen 
services. Also included is a figure 
number index for rapid reference. 


Kerotest Manufacturing Company 
Write No. 15 on Inquiry Card—Page 32 


VALVES AND FITTINGS 


A 58-page illustrated bulletin de- 
tailing bronze and aluminum valves 
and fittings. Catalog B-159 includes 
information on nozzles, hose swivels, 
fill caps, tank truck faucets, and line 
strainers. 


Milwaukee Valve Company 
Write No. 16 on Inquiry Card—Page 32 


VARIABLE SPEED BELTS 


Catalog V-173-B describes vari- 
able speed belts. Contains alpha- 
betical listing by model, interchange 
guide with other makes, numerical 
listing, and list prices, 


Browning Manufacturing Company 
Write No. 17 on Inquiry Card—Page 32 


WELDING 


The 32-page “Welding Guide and 
Catalog” describes both products 
and practices. Covers a line of stain- 
less, low-alloy, nonferrous rods and 
electrodes for manual, automatic, 
and semi-automatic welding. All 
products are given in chart form, to- 
gether with specific information on 
each brand name listed. 


Arcos Corporation 
Write No. 18 on Inquiry Card—Page 32 
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Link-Belt roller bearings compensate for misalignment of shafts and supports 


Link-Belt Series 400 roller bearings have won a 
reputation as “the designer’s choice.” These self- 


aligning, double-row roller bearings compensate 
for inaccuracies in machining and assembly of 
equipment while maintaining full load capacity 
throughout their long life. Their compactness 
promotes simplicity of machinery design—their 
easy mounting reduces installation costs. 

For complete information on the Series 400 
—and Link-Belt’s complete line of ball and 
roller bearings—send for our Book 2550. It’s 
available at any one of the 40 Link-Belt offices 
or your authorized stock-carrying distributor. 


Look under BEARINGS in the yellow pages of 
your phone book. 


Also available in these mountings: 


flanged ae cartridge hanger 
blocks cartridge blocks blocks 
blocks 


LINKi@}BELT 


SELF-ALIGNING BALL AND ROLLER BEARINGS 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants, Sales Offices and Stock Carrying Dis- 
tributors in All Principal Cities. Export Office, New York 7; Australia, Marrickville (Sydney); Brazil, Sao Paulo; Canada, Scarboro (Toronto 13); 
South Africa, Springs. Representatives Throughout the World. 15,193 
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RBM Relays 


Low cost, high quality relays: 
general purpose, open and 
hermetically sealed, motor start- 
ing, AC industrial contactors and 
starters for Communications, Elec- 
tronic and Appliance Industries. 


R-B-M Controls Div., Logansport, Ind. 


EQGDSEX 


SX Wire and Cable 


A complete line of appliance 
wiring material, radio, televi- 
sion and electronic hook-up wire, 
200°C high temperature Sil-X 
wire, automotive wires and 
cables, and flexible cords. 


Wire and Cable Div., Fort Wayne, ind. 


Coiled Cords, Cord Sets 


Plastic and rubber power supply 
cords. Terminations of all types 
(molded plastic and rubber). 
Complete line of Coiled Cords in 
HPN, Type SP and Types SV, SJ; 
covering full appliance range. 


Cords Limited Div., DeKalb, IMinois 


Across the board—Essex Single Source 
Service pays off! It’s a sensible approach 
to reduction of finished product costs. 
Close quality control is reflected in ab- 
sence of reject problems and tight pro- 
duction schedules are maintained as a 
result of dependable Essex delivery of 
integrated electrical components. 

Learn how Essex Single Source Ser- 
vice can work to your advantage. Call 
your local Essex application specialist 
today for details on this practical com- 
ponent purchasing plan! 


ESSEX WIRE CORPORATION 


Fort Wayne, Indiana 
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CLEVELAND 


6 FLUTE 
HEAVY DUTY END MILLS 


For heavy duty applications which re- 
quire larger radii in pocket bottoms 
and corners. 


Can be operated at higher feeds than 
2-flute end mills, with less vibration 
and tooth impact. 





Will remove maximum amounts of 
metal with a minimum of cutting edge 
wear. 


@ Give superior performance in both 
plunge cutting and traverse cuts. 


Special surface treatment Heavy web construction Teeth are machine notched and reliev 


On precision grinding equipment 


Sa 
& 
a =~ 
] | 
4 
Toughened 2°” Duo-Drive shank 
Two teeth ground to center and four teeth relieved close 


to center, to provide adequate plunge cutting and 


practically 6-flute cutting on traverse cuts 
ey 


x 

The complete line of 

| 4 \ CLEVELAND 
/ 


HEAVY DUTY 


we! % 
i j 4 END MILLS 
| with DUO-DRIVE Shanks 


For removing the maximum amount 
of metal at high feed rates, with 
minimum cutting edge wear, 

2 FLUTE 3 FLUTE 4 FLUTE 6 FLUTE 2 FLUTE 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
for CLEVELAND Oa Quality Tools... prompt delivery from stock 


o> 6m OF OF DAS DD OF. OB DL ao ty ab bp = 5 6 A of oF 
1242 East 49th Street - Cleweland 14, Ohio 


Stockrooms: New York * Atlanta * Cleveland « Detroit * Chicago * Dallas « Los Angeles * San Francisco 
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Full Line... 
Fast Service! 


Good service you can count 
on... our reputation is built 
on it. With the ever increas- 
ing demands of industry, a 
dependable balanced inven- 
tory is a foremost considera- 
tion. Screw and Bolt Corpo- 
ration of America meets all 
your needs—from a complete 
line of quality industrial fas- 
teners, personalized service, 
and with a network of lead- 
ing distributors and strategi- 
cally located warehouses. 
Keep us in mind, one call 
can do it all. 


VMA 6544 


“SCREW AND BOLT CORPORATION 
DPAMERICA ofc. 05. omg 


rs see. 
== FF 
Oa 2 
iT 


Formerly 
Pittsburgh Screw and Bolt 
Corporation 


America s Most Complete Line of Industrial f 





Letters To The Editor 





HERE AND THERE 


Dear Sir: 

I was interested to read the let- 
ter to the editor, “Quantity Dis- 
counts” in the February 16 issue. 
It seems to me that Mr. Kirkish 
puts his finger on a most im- 
portant point. 

All too often over here (and 
seemingly in the States also) the 
cost of an order is arrived at by 
totalling the costs of the purchas- 
ing department and dividing by 
the number of orders issued. Just 
recently I was present at a meet- 
ing at which a management con- 
sultant defended this practice on 
the grounds that although the re- 
sult was inaccurate it was better 
than no information at all. 

I submit, however, that this 
method gives so misleading a re- 
sult as to be valueless, and if one 
is going to use the cost of placing 
an order in a formula designed to 
assess when and how much to 
buy, such inaccuracy makes non- 
sense of the whole calculation. 

The costs of placing an order 
are related to the type of com- 
modity being ordered. For in- 
stance, a large spare part for a 
rolling mill will take many hours 
of a buyers’ time, while an order 
for a few drills is really a clerical 
operation requiring little more 
than the time of the typist. The 
cost of the latter will be only a 
few pence, but the former will 
run into many pounds. 

In my experience, the best 
course is to group purchases into 
categories which attract varying 
degrees of buyers’ time and work 
out the purchase department cost 
for each group. But this still does 
not give the cost of placing an 
order. 

One must consider the costs in- 
volved in requisitioning, in re- 
ceiving the goods, in passing the 
invoice, and in progressing deli- 
very. Here again the type of goods 
categorizes the amount of time for 
these operations. 

While it is a lengthy business 
to approach the problem in this 
way, it has only to be done once, 
and when it is done the results 
become realistic and can be used 


with confidence in calculations to 
determine when and how much to 
buy. 

A. L. Beard 

Chief Buyer 

The Steel Company of Wales Ltd. 
Port Talbot, Glamorgan 

Great Britain 


A P.A. BY ANY OTHER NAME... 


Dear Sir: 

The first question in your 
questionnaire [See Purchasing 
Opinion, March 16 issue] is the 
key to all of the answers. 

Before I can intelligently an- 
swer whether the materials man- 
agement concept is gaining wider 
acceptance in industry, I have to 
know what is meant by materials 
management. 

Many companies have individ- 
ual materials management philo- 
sophies which they have adopted. 
But the extent of management 
and the activities included as part 
of their materials management 
varies widely. 

Our company has had materials 
management under its manager of 
purchases for a good many years. 
Our traffic operations, salvage op- 
erations, the inspection and stand- 
ards operations have been a part 
of the purchasing responsibilities 
for a long time. Just within the 
past year we have become re- 
sponsible for inventory control. 
This has not always been so. in 
many other companies and now - 
that purchasing is being charged 
with these responsibilities, some- 
body decides a new name is in 
order—Materials Management. 

Some companies include receiv- 
ing, shipping, warehousing, and 
perhaps even production mate- 
rials control. As far as I am con- 
cerned, shipping, receiving, and 
warehousing are custodial activi- 
ties that certainly do not enhance 
the job of a purchasing manager. 
I can find no justifiable basis 
for the control of materials in 
process by anyone other than the 
production manager. Suggestions 
and advice, yes, but control, I am 
not so sure, 

So while I think the materials 
management approach may be 
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A new name for a dependable old friend 


On April 15, Pittsburgh Screw and Bolt share- 
holders voted to change their company’s name 
to Screw and Bolt Corporation of America. 

This new name clearly reflects our continuous 
expansion and diversification to service the ever 
increasing and rapidly changing needs of our 
customers. Today, with four major divisions and 
plants from Texas to Connecticut, our national 
scope of business has earned for us the reputation 
as producers of ‘“‘America’s most complete line of 
industrial fasteners.” 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation ° 


DIVISIONS: Pittsburgh 


AMERICA’S MOST COMPLETE 


* Gary Screw and Boit - 


LIne OF 


In keeping with this progress, our new, fully 
integrated Pittsburgh plant, covering—under a 
single roof—an area equivalent in size to ten 
football fields . . . offers the utmost in operating 
efficiency. It is representative of the modern facil- 
ities and up-to-date production techniques that 
keep our quality tops and our service prompt. 

We are happy to announce this name change 
to our many friends and look forward to serve 
you under our new banner. . . Screw and Bolt 
Corporation of America. MA 6710 


OF AMERICA 


P. O. Box 1708 | Pittsburgh 30, Pennsyivania 


Southington Hardware American Equipment 


INDUSTRIAL FASTENERS 
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FIR PLYWOOD 
PURCHASING GUIDE 


insist on DFPA 

Grade-Trademarks 
DFPA grade-trademarks attest qual- 
ity, performance and value. They ap- 
pear only on plywood manufactured, 
inspected and laboratory-tested under 
the DF PA quality control program to 
assure conformance to U.S. Commer- 
cial Standard quality requirements. 


2. Choose the right grade for each job 


DF PA quality-tested fir plywood 
comes in two types: 1. Exterior 
(waterproof glue for permanent out- 
door exposure) ; 2. Interior (moisture- 
resistant glue) for use indoors, tem- 
porary outdoor uses and sheathing. 


TYPICAL USE 


EXTERIOR-TYPE 
(Waterproof glue) 


Within each type are appearance 
grades to meet the exact needs of any 
given job. Most popular grades are 
shown below: (other grades including 
panels made of other western soft- 
woods, also available) 


INTERIOR-TYPE 
(Moisture-resistant glue) 





Where appearance of both 
sides important. Cabinet 
doors, single thickness 
walls, ete. 


ol EXT-DFPAA-A | 


oU/NTERIOR -A-A:DFPA 





Where only one side will \ ===] 
be seen. Siding, paneling, rs 
signs, fixtures. > 


PlyShield® 
(A-C) 


PlyPanel® 
(A-D) 





Special concrete form 
grades. Both faces sound, 
solid, smooth. >) 


i 


Ext. PlyForm® && 


Maximum Re-use 


Int. PlyForm® 
rorfeam (B-B) 
VQ Multiple Re-use 





Unsanded structural and 
maintenance panel. 
Sheathing, crating, temp- 
orary screening. 








= 


Exterior Glue 


ae 
(cD) > _— 


PlyScord® 











SIZES: Standard fir plywood thicknesses are from 1,” through 34”; standard size is 
4’ wide, 8’ long. Other thicknesses and sizes are also available, including “king-size” 


scarfed panels up to 30’ and 50’ long. 


TEXTURED FIR PLYWOOD — Fir plywood 
comes in several smart tontenell panels 
for sgoeiel decorative applications such 
as siding, paneling, displays and fixtures. 
These include Texture One-Eleven Ex- 
terior plywood (deep parallel grove 
pattern, shiplapped edges) and panels 
with attractive brushed, striated, or em- 
bossed surfaces. 


OVERLAID FIR PLYWOOD — is Exterior 
fir plywood with resin-fiber overlay per- 
manently fused to one or both sides of 
panel. High density is hard, glossy, abra- 
sion-resistant (use for long-lasting signs, 
shelving, concrete forms); Medium den- 
sity overlaid plywood is smooth, with 
texture similar to drawing paper (ideal 
paint base for signs, fixtures, siding). 








cial 





FREE WALL HANGERS — Handsome 18”x33” wall hanger. 
Handy fir plywood grade-use-specification guide. Order 
one for everyone in your firm who specifies fir plywood. 
Also available, specification portfolio. Includes detailed 
oan all grades, sizes, specialty panels, Commer- 

tandards requirements. Offer qoce USA only. 
Douglas Fir Plywood Assoc., Tacoma 2, 


ash., Dept. 192. 
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Letters 


getting more publicity and that 
more companies are changing 
titles to conform, I am not sure 
that any significant change in the 
way companies are operating is 
taking place, I say this in spite 
of all the very fine articles I have 
read in PurcHAstnc Magazine. 

Question No. 2 presupposes that 
the answer to the first question is 
“ves.” Since I cannot completely 
buy a “yes” I am going to hedge 
a little. It is an unhealthy trend 
when the purchasing head is not 
prepared to become the materials 
manager. He has either qualified 
himself for the broader responsi- 
bility or not. If he is not qualified, 
then in the best interests of his 
company he probably should be 
subordinated to someone who is 
qualified. If he is qualified, ob- 
viously his appointment enhances 
the whole position of purchasing 
since it makes known that the 
purchasing department is the 
channel through which manage- 
ment moves men to the top mate- 
rials responsibility. 

In answering Question No. 3, 
I think that all of the reasons 
given are significant and import- 
ant. I favor the idea that the re- 
sponsibility for materials is pin- 
pointed. 

As to Question No. 4, I do not 
see any disadvantages to mate- 
rials management where it be- 
comes the responsibility of the 
top purchasing man. Purchasing 
only loses stature under the ma- 
terials management concept (and 
this is regrettable rather than a 
disadvantage) when purchasing is 
not prepared to assume the 
broadened role. 

We at Detroit Edison have had 
a form of materials management 
as part of our purchasing opera- 
tions for many years. 

In reply to Question No. 6, I 
am sure that the most effective 
way for purchasing to assume a 
broader role in the materials man- 
agement picture is by perform- 
ance. Build a good organization, 
train competent people, and do 
the best job possible—that is the 
only way to convince manage- 
ment that purchasing can assume 
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FOR SAFETY’'S SAKE, BUY 
VACU-BREAK POWER PANELS 


Here are some basic facts why 
BullDog Power Panels with Vacu- 
Break* units are tops in safety and 
performance. Vacu-Break design 
minimizes destructive arcs because 
contacts are housed in compact 
chambers that extinguish the arcs 
immediately. Result: maximum 
safety . . . virtually no pitting or 
burning of contacts . . . minimum 
maintenance. Vacu-Break switch 
units are “quick-make, quick- 
break” with an interlocking safety 
mechanism. Contacts are directly 
attached to operating handle. No 
tricky toggles or springs. You get 
positive, safe switching always. And 
when the handle is in OFF position, 
you know the switch is off! 

The Clampmatic* design provides 
clamped-pressure switching con- 


tacts to prevent overheating at these 
points. Needless heat-generating 
areas are eliminated because there 
are no hinged, current carrying 
parts . ... and all conductors are 
silvered. BullDog switches also 
withstand severe fault currents. In 
recent tests, standard BullDog 
switches with Amp-Traps** were 
subjected to a 100,000-amp short 
circuit current. They were un- 
damaged! 

For safety’s sake—and superior per- 
formance—specify BullDog Vacu- 
Break Power Panels. 
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Dangerous flash explosion occurs at instant of 
“break” in open knifeblade switch . . 
blades to burn, pit, deteriorate. (This photograph 
and the one below are unretouched.) 


. causing 





BullDog Vacu-Break chamber smothers arcs before 
they can cause damage. Both are 100-amp, 600-volt 
switches, operating under 90-ampere, 440-volt load 
with 40% to 50% power factor 


BULLDOG ELECTRIC PRODUCTS DIVISION 


I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


® 
In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 Eost 40th St., New York 16, N.Y. 


*Vacu-Break and Clampmatic areregistered trademarks of the Bull Dog Electric Products Division. **Amp-Trap isa registered trademark of the Chase-Shawmut Company, 





STAINLESS 
STEEL 
STRIP 





THROUGH 
SUPERB FACILITIES... 
SUPERB QUALITY and 
DEPENDABLE DELIVERY 


What do Wallingford Steel’s new facilities— 
a new metallurgical laboratory, Sendzimir Mill 
installations, and automation gaging systems— 

mean to you, the user? 


‘They mean better flexibility in the scheduling and 
delivery of strip to help you schedule 
your production more efficiently. 


They mean Setter stainless steel and super metals with 
uniform quality and gage, lustrous finish, and 
exceptional resistance to high heat, corrosion and wear. 
Our exceptionally rigid quality control— X-ray 
gaging for strip thickness, sensitive elongation gaging 
for rolling operations—and laboratory sampling 
of our strip before shipping, assure you stainless 
strip which is unsurpassed. 


In summary, the stainless steel strip you need 
when you need it ! 


FACILITIES FOR WIDTHS UP TO 27”—THICKNESSES 
DOWN TO .001”—EXTREMELY CLOSE TOLERANCES 
MAINTAINED 

Write for complete data. 


THE WALLINGFORD STEEL CO. 


Progress in Metals for over 37 Years 


WALLINGFORD, CONN., U.S.A. 


COLD ROLLED STRIP: Super Metals, Stainless, Alloy 
WELDED TUBES AND PIPE: Super Metals, Stainless, Alloy 
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Letters 


the responsibility. 
As I have already mentioned, 

I think our management has a 
broader materials management 
concept than many companies 
have had, and we have had it for 
years. We have a vice president 
heading our operations so I do 
not know how much higher or 
how much more recognition we 
should expect. 

W. J. Pierce 

Staff Assistant 

Purchasing Department 

The Detroit Edison Company 

Detroit, Michigan 


A SPEED UP OF THE SLOW DOWN 
Dear Sir: 

One overlooked factor in the 
mounting costs of purchasing can 
be attributed to the curious and 
almost incomprehensible apathy 
which seems to have pervaded 
various sales organizations and 
clerical forces responsible for 
direct contact with customers. 

Requests for information, prices, 
delivery, etc. are, in many cases, 
either ignored entirely or only 
answered after several follow-up 
letters have been sent. 

We thought this practice would 
change in “recession times.” But 
the need for selling and servicing 
customers seems to have been 
overlooked by the rank and file 
of the hordes of clerks in di- 
rect proportion to “Parkinson’s 
Law.” 

It is surprising how many of 
the top names in every industry 
are guilty of the practice of either 
ignoring customer’s inquiries or 
delaying replies to the point of 
frustration. 

L. de Polac 
Purchasing Agent 
National Lead Company 
Tahawus, New York 


@ Mr. de Polac has hit upon 
something that seems to be both- 
ering a lot of purchasing people. 
PuRCHASING’s editors, in traveling 
around the country, have heard 
numerous comments along these 
same lines. We would be ezx- 
tremely interested in learning of 
any other experiences (pro or 
con) with this problem. 
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er 6 Exclusive H 


Savingest towel ev 


in a flash © Keep Nibro 
bone 5 Annual 
roc Hi-Dry Towels. 


is cut to the 
Next time get Nib 


Another Quality Pro 


See “Paper Towels” in Yellow Pages. 
e 


or write Dept 00, Boston for somples. 
iP ' 


PROCRASTINATION WON’T HELP 
YOU SAVE, BUT NIBROC WILL! MAIL 
THE COUPON today for samples, complete informa- 
tion and name of your nearest Nibroc dealer. Check 
also for a Customer Service set of 8 Washroom 
Posters that will help you cut towel consumption 
—reduce maintenance. 
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get NIBROC Hi-Dry Towels 


i > » soak up water 
i-Dry fibres truly { : 
ej Waste 


trong when wet 
ill show real savings © 


Ci 


I i AGS! SS 


c Towels extra s 


towel costs W 


duct of BROWN COMPANY 


Mills; Berlin and oo = 
' ’, 5 ston 14, 
| Sales Offices 150 Causeway Street, Bo: 
General 5@ 


c 
| BROWN COMPANY 
{ Towel Sales Division, Dept. NG-5, 150 Causeway St., Boston 14, Mass. 


' 
,O Send samples and complete information [] Send me set of Posters 


NAME ___ nuit TITLE 


| FIRM 
| STREET 
| CITY 
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POWER-UP! 


New Super Coilife gives rewound motors extra life 


Moisture, acids, alkalis and other contaminants are 
locked out once and for all with Super Coilife epoxy 
encapsulation. For full motor protection, Super Coilife 
can be applied to random wound stators, rotors and 
armatures. Super Coilife’s mirror-like finish will not 
crack or craze under severe operating conditions. 

Because of its unusually low viscosity, this new sol- 
ventless epoxy completely penetrates the interstices, 
through the slots, thoroughly coating and protecting 
the windings. Since 1953, when Westinghouse introduced 
Coilife* epoxy encapsulation, research, engineering and 
development have evolved this new and improved prod- 
uct—Super Coilife, an exclusive process. 


USE WESTINGHOUSE MODERN MAINTENANCE SERVICE... 


be eons EE: 


eT 


SEN 
| 2 A EE CR «ee 


Only Westinghouse Repair Plants can give the right 
“thin-wall” thickness for each type and class of winding 
to give maximum heat transfer away from the windings. 
Before you send out your next rewind call your West- 
inghouse representative for the complete story or write 
for Booklet B-7622: Westinghouse Electric Corporation, 
P. O. Box 868, 3 Gateway Center, Pittsburgh 30, Pa. 
*Trade-Mark J-95197-A 

you CAN BE SURE...16 IS 


| Westinghouse 


WATCH “WESTINGHOUSE LUCILLE BALL-DES! ARNAZ SHOWS” CBS TV MONDAYS 


SHOP REPAIRS... RENEWAL PARTS... FIELD SERVICE 
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Purchasing People in The News 


John T. Andrews has been 
named general purchasing agent 
of Bird & Son, Inc., East Walpole, 
Mass. He succeeds Howard S. 
Hanna who retired. Herbert W. 
Church has been promoted to as- 
sistant purchasing agent and 
Arthur E. Plummer assistant to 
the purchasing agent. Mr. An- 
drews’ career with Bird & Son 
started in 1927 in the company’s 
accounting department. After 


John T. Andrews 


serving sOme years as assistant 
cost accountant he transferred to 
the purchasing department in 
1949. He has been serving as as- 
sistant purchasing agent since 
January, 1953. Mr. Church came 
to the company in 1950 in the cost 
accounting department. He trans- 
ferred to the purchasing depart- 
ment in 1953. He was named as- 
sistant the purchasing agent in 
1955. Mr. Plummer joined Bird 
& Son’s purchasing depar‘ment in 
1955. He became a buyer in 1956. 
the position he has held until his 
recent promotion. 


Don Swanson has been pro- 
moted to an assistant buyer for 
the Maytag Company, Newton, 
Iowa. Mr. Swanson has been a 
general trainee at the company 
since last September. 


Dry-Brite Lighting, Inc., St. 
Louis, Mo., has announced the 
appointment of D. M. Baker as 
general manager of purchasing. 
The appointment is in line with 
the expansion of the company’s 
purchasing needs. Mr. Baker will 
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D. M. Baker 


coordinate and administer the 
purchasing activities of all Day- 
Brite plants while continuing as 
purchasing agent in St. Louis. 
M. F. Pilgrim has been added 
as purchasing agent at the Tupelo, 
Miss. plant. J. Coffey carries out 
the purchasing functions of the 
plant in Santa Clara, Calif. Mr. 
Baker came to Day-Brite in 1934 
from Lighting Specialties Com- 
pany, Chicago. His experience 
also includes railroad claims proc- 
essing and other traffic responsi- 
bilities. For a number of years 
he has participated in the affairs 
of the National Association of 
Purchasing Agents. He was presi- 
dent of the St. Louis Association 
in 1949-50. At present he is a 
member of the Steel Committee 
and the Educational Committee 
(Literature Review Division) of 
the National Association. 


Lawrence F. Baumgartner has 
been named purchasing agent of 


the Formica Corporation, Cincin- 
nati, Ohio. Mr. Baumgartner suc- 
ceeds J. Henry Heitbrink who re- 
tired April 1st. Mr. Baumgartner 
has been in the purchasing de- 
partment of the company for the 
past 19 years. He is a member of 
the Cincinnati Association of Pur- 
chasing Agents. 

Harry L. Wieck, formerly fore- 
man of the Formica Machine 
Shop, will assume Mr. Baumgart- 
ner’s duties as production mate- 
rial buyer. 


E. R. Humann, president of 
Airco Company International, the 
export division of Air Reduction 


E. R. Humann 


Company, Incorporated, has been 
appointed director of purchases of 
the parent organization. He will 
be located in the company’s New 
York City headquarters. 


A.S.R. Products Corporation, 
Staunton, Va., announced the ap- 
pointment of Howard A. Beiseigel 
as purchasing agent. Mr. Beiseigel 
who joined the corporation in 
1955, was most recently manager 
of product quality. Robert A. 
Skead, the present purchasing 
agent, will assume the duties of 
marketing coordinator for the 
company. He will be located in 
the New York City office. 





SEE PAGE 182 FOR MORE 
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Heart of the best printed circuits— 


CDF Di-Clad° 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Tefion*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON ge coF 


F 


CDF produces an unequalled range of electromechanical parts of 
Teflon* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Teflon Folders. 

*duPont trademark for its te.cafluoroethylene resin 


P curcont —— HIGH-HEAT 
| wv ELECTRICAL 
TAPES 
Flexible insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 


lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 


CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 


FIBRE = COF 

a... cELOROn® 
MOLDED 
PRODUCTS 


. fibre, Diamond® Vulcanized 
_ Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 
_ | tubes, strips, rolls, fabricated Ri deans i 

ium parts, and formed specialties. Celoron is a molded-macerated and/or combination lami- 

nated base bonded with phenolic resins. High strength, long 

life, and low cost are the characteristics of molded electrical 

or mechanical parts made from CDF Celoron®. Its good 

electrical properties make Celoron an ideal molded insulator, 

while its high mechanical strength makes it an excellent 

material for gears, couplings, intricate loom parts, etc. 


b Ree Ae a Write for Catalog DVF-58. 
LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 

Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 


Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 
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for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer. 


Phenolic 


RESINS AVAILABLE IN DILECTO: 


Epoxy Polyester 


Heat-resistant Phenolic Melamine Tefion* 


Silicone 


Glass Fabric 
Nylon Fabric 
Asbestos Fabric 
Cotton Fabric 


BASES FOR DILECTO: 
Glass Mat 
Felted Asbestos 
Non-woven Cotton Mat 
Paper (either cellulose or asbestos) 


CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C. 
*duPont trademark for its tetrafluoroethylene resin 





For a better motor or generator — 


MICABOND® 
INSULATING 
PARTS 


CDF mica V-rings and slot liners insulate America’s best-selling 
motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
backings of cotton, silk, paper, woven glass, and Mylart poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 

tduPont trademark 


Ores BY CDF 


SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 
rejects, waste. Undivided responsibility pays off for youl 
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THERE’S A CDF SALES OFFICE NEAR YOU 
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CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -A¥m4/ COMPANY «¢ NEWARK 41, DELAWARE 
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OVER 5 TIMES 
THE RATE 


ar 42 tess cost 


Another — of how 
Hubbell Cold Heading 





produces Better rus at 
Faster Speeds, at Lower Cost 





‘3 ™ 
MARVEY MUBBAELL, Inc. Machine Screw Dept. 
Bridgeport 2. Connecticut 

Kindly estimate on the enclosed 

Sample (Blueprint). Quantity ......... 








Address .. 
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FOB-“tilosoty of buying” 





A RE YOU one of those who 
more or less scoff at the idea that 
value analysis, standardization, 
etc. can be used effectively by 
small purchasing departments op- 
erated on limited budgets? City 
Purchasing Agent John Krieg of 
Cincinnati says it isn’t so and 
backs up the statement in his 1958 
Annual Report, just released. 
Among some of the more in- 
triguing items reported under 
savings: 

The department buys Reserpine, 
a drug used extensively in the 
treatment of hypertension. Norm- 
al “wholesale” price of the drug 
was $39.50 per thousand tablets. 
By developing the widest possible 
competition, the drug buyer 
brought the price to the city down 
to $7.50 per thousand. 

Certain city departments re- 
quire sod in their operations. Pur- 
chasing had difficulty in getting 
bids and delivery on the item. 
Analysis showed that it was being 
requisitioned in sizes that could 
not be cut by machine. Using de- 
partments were persuaded to 
change to standard dimensions. 
The city got greater competition 
and the cost of the sod was cut 
in half. 


FROM THE FILES: 

“Volumes have been written in 
recent years on salesmanship. All 
magazines cater to it, and even 
schools are organized to instruct 
salesmen as to the most approved 
methods of attack and approach. 
This has resulted in putting the 
P.A. on the defensive much of 
the time, as he never knows what 
new style of machine gun or 42 
centimeter will be unlimbered 
against him next. This is not as 
it should be. For true efficiency 
an article should sell largely on 
its merits, not on salesmanship 
alone, which at times is most un- 
scrupulous.” 

That indignant outburst ap- 
peared in the letters column of 
our second issue, back in 1915. 
Forty-five years later we recog- 
nize everything in it, except one. 
Gramps. what’s a 42 centimeter? 


App BILL SCHELBE to the 
list of purchasing executives pub- 
licized by their companies as key 
men in providing better quality 
and service to customers. A bro- 
chure, “Men of Wolverine 
(Tube)”, says Director of Pur- 
chases Schelbe “has an eye for 
quality and is constantly looking 
for improvements which will re- 
flect in better products for Wol- 
verine customers.” That search for 
value apparently is a full-time job 
with Bill—he’s also chairman of 
the Value Analysis-Standardiza- 
tion Committee of the Purchasing 
Agents Association of Detroit. 


T ueres NEWS in the con- 
struction field, but we’re having 
trouble deciding whether it’s good — 
or bad. An atomic blast and fall- 
out shelter has been built into a 
remodeled New York apartment 
house. The owner of the building 
told a reporter that he and his 
architect were just feeling their 
way on the shelter. “The impor- 
tant thing,” he said, “is to wake 
up the people.” Then he revealed 
that he is moving his family from 
his home in the Bronx to another 
Manhattan apartment house. It 
has no shelter. 


Tue BRITISH often compli- 
ment us Americans on our im- 
aginative, enterprising approach to 
things—and go quietly on being 
more imaginative and more enter- 
prising than everybody else. The 
latest move of the Purchasing 
Officers Association is a case in 
point. It has just treated itself to 
a Coat of Arms as an indication to 
the outside world, in the words of 
Director and Secretary John 
Blinch, “of the increased status 
and dignity which we feel pur- 
chasing has earned in Britain.” 

POA marked the event with 
what must have been a brilliant 
dinner at Stationers’ Hall in the 
City of London. Among the toasts 
was one to the President of the 
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United States. This was offered 
in deference to Captain D.C. 
Mackenzie, officer in charge of 
U.S. Navy purchasing in London, 
who recently joined the Associa- 
tion. President C. F. Huebner was 
chairman of the affair. 

We're sorry we can’t reproduce 
the brilliant red, blue, yellow and 
green of POA’s Blazon, or Coat 
of Arms, but there’s enough in the 
illustration below to give you the 
general idea. 


The bar across the center of 
the shield alludes to the Associa- 
tion’s concern with contract, be- 
ing an exact picture of the divi- 
sion of an indenture, the epitome 
of contractual relationship. The 
three purses on the shield sym- 
bolize that the purchasing officer 
is the instrument by which money 
is spent to acquire goods. 

The crest shows a richly vested 
(16th Century) hand and fore- 
arm holding a key with two 
wards, both in allusion to the 
Wardrobe. (The Association’s 
headquarters are at Wardrobe 
Court, in London.) 

The male griffins used as sup- 
porters are in legend guardians 
of treasure. Here they symbolize 
the care, vigilance and integrity 
that members of the Association 
exercise in their calling. They are 
further made distinctive by being 
charged with bezants or gold coins 
—alluding to the means by which 
the members carry on their work. 

The key and purse combined 
in the badge suggest careful dis- 
charge of the purchasing func- 
tions of members as well as re- 
sponsibility in regard to public 
money. They also repeat the allu- 
sions to the wardrobe. 

The motto, “Pactum Serva”, 
means “Keep thy Contract.” 
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we have it! 


If your call is for copper, call a nearby 
Hussey warehouse. Complete stocks of 
copper pipe, rods, bars, strip, sheets 
and many other necessities are ready 
for delivery in day-to-day quantities— 
or in production lots direct from the mill. 
Today's favorable copper prices make it 
easy to get the extra quality of copper as 
compared with other metals. Call Hussey 
today for mill or warehouse service on 
copper and brass products. 


C. G. HUSSEY & CO. 
(Division of Copper Ronge Company) 
Rolling Mills and General Offices 
PITTSBURGH 19, PENNA. 


A lw 


PITTSBURGH (19). 2850 Second Avenve 
CLEVELAND (3)... 5318 St. Clair Avenue 
CINCINNATI (37)........ 1045 Meta Drive 
NEW YORK, LONG ISLAND CITY (6) 
34-39 Thirty-first Street 
CHICAGO (18). 3900 N. Elston Avenve 
ST. LOUIS (1).. Central Terminal Building 
PHILADELPHIA (30). 1632 Fairmount Avenve 
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I-T-E TRANFO-UNIT 
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Believe it or not, the I-T-E TRANFo-UNIT illustrated at left 
is a complete secondary unit substation. It combines in one 
package the primary switch, transformer and secondary cir- 
cuit breakers. And it costs no more than hodgepodge arrange- 
ments of assorted gear. 


The TraNnFo-UNIr is ideal for bringing high voltage power 
right up to load areas in industrial plants or for incoming 
power in many commercial buildings. Because it’s completely 
self-contained, it’s safe without a fence. It saves floor space. 


First choice with electrical equipment manufacturers. A generally 
acknowledged fact about I-T-E molded case circuit breakers is 
their popularity with electrical equipment manufacturers. This 
important group of circuit breaker specifiers consistently chooses 
I-T-E more than any other brand. There are several reasons. 
I-T-E offers the broadest line. Extra quality in numerous engi- 
neering and construction details actually costs you no more. And 
experience proves that it pays off in superior performance. Installa- 
tion is particularly easy. Enclosures are available for individual 
breakers in a wide variety of indoor and outdoor types. 


Safe passage for bus conductor. I-T-E metal-enclosed bus is com- 
pletely protected from the hazards of dirt and weather... and 
from the normal risks of accidental damage. Unlike cable, it 
endures the sieges of time without wear or insulation loss. Ideal 
for linking transformer to switchgear, for connecting switchgear 
assemblies, and for channeling large amounts of power through 
factories and office buildings, I-T-E nonsegregated phase bus 
never needs attention. At the same time it can be easily tapped 
into at a later date. Because it is delivered prefabricated from 
I-T-E, installation is easy and performance is assured. 


And it gives a neat, clean appearance so important in modern 
buildings. Delivered complete, the TRANFO-UNIT simplifies 
ordering and reduces cost of installation. Available in ratings 
up to 3000 kva. 


All of the major components of the TRANFO-UNIT are prod- 
ucts of I-T-E. Marrying them together is the result of I-T-E 
engineering skill . . . and of our constant effort to offer you 
greater value in everything that bears the I-T-E name. Why 
not make us prove just how sincerely we can say this? 


High speed d-c protection. A fault on d-c circuits involving elec- 
trolytic processes can in most cases produce runaway currents. 
But I-T-E Model FB d-c circuit breakers interrupt fault currents 
before they get into the danger area. Interruption occurs in 
roughly 12 milliseconds. Currents with rate of rise of even 
15 million amperes per second are stopped at an approximate peak 
of 60,000 amperes. This means extra protection for all associated 
equipment from the damage that could result from even momen- 
tary persistence of such high currents. FB circuit breakers are avail- 
able in either single or double pole. Compact. Easy to install. 


1-T-E Circuit Breaker Company 
1900 Hamilton St., Philadelphia 30, Pa 


[] TRANFO-UNITS () Secondary unit substations 

C) Molded case circuit breakers _ ~ a 

CF D-c circuit breakers () Power switching centers 

_] Nonsegregated phase bus 

C] Metal-clad switchgear 
(4.16 and 13.8 kv) 


[] CorDon® circuit breakers 
(-] Other 

Name 

Company 

Street 


Zone State 


SEND COUPON OR WRITE 
Get complete, up-to-date information 
on I-T-E equipment. 


|-T-E CIRCUIT BREAKER COMPANY 
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YOU 


Electric 
Truck 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





Equip any electric industrial truck 
with an Exide-Ironclad Battery... 





...and you boost its work capacity 
...earn a bigger investment return. 


EXTRA POWER IN EXIDE-IRONCLAD GETS YOU 
MORE WORK FROM YOUR PRESENT SIZE FLEET 


Put a more powerful battery in any elec- 
tric industrial truck and you boost its 
work capacity. Multiply the boost by 
the size of your fleet and you get an 
idea of just how much more valuable 
Exide-Ironclad Batteries can make your 
trucks. 


Each Exide-Ironclad Battery now packs 
at least 25%, up to 44%, more power 
than the most powerful truck batteries 
previously sold. So if you want more 
truck work capacity, you can get it from 
your present size fleet. Equipped with 
new Exide-Ironciad Batteries, each of 
your present trucks can handle more 
per shift, move it farther, work longer 
hours . . . in other words, they can 
do more, much more, than they ever 
did before. 


improved battery construction 


Exide-Ironclad tubular plate batteries 
have proved their superiority in thou- 


sands of applications. Today they 
feature new, more advanced tubular 
construction that dramatically improves 
performance and extends life potential. 
This is the latest step forward in the 
50-year progress of Exide-Ironclad 
Batteries. The new armored porous 
tubing holds the active material even 
more firmly captive against loss. Greater 
porosity improves access of electrolyte 
for sustained high-load capacity. And 
inside, where vital current flows from 
the positive plates, Exide’s patented 
Silvium alloy resists corrosion as much 
as 100% longer than other commonly 
used alloys. 


Now each positive plate in Exide- 
Ironclad Batteries packs more power 


For more details on the new Exide- 
Ironclad Batteries, write for a copy of 
our 8-page, illustrated brochure # 6230 


into the same battery space. Battery 
materials are used more efficiently for 
greater power per dollar. Here, truly, 
is today’s outstanding battery value for 
electric industrial trucks. 


50 years of constant improvement have 
gone into today’s Exide-Ironclad Battery. 
Latest advance is the improved tubular 
construction of the positive plate. Skillful 
application of the most modern, virtually 
ageless, materials means longer -lasting 
battery power in industrial truck service 
than has ever before been possible. 


Exide Complete Power Package...includes chargers too 


For all the value and economy Exide can 
offer you, make sure you get chargers 
from Exide too. That way, you get the 
complete Exide power package. New 
Exide vertical-design chargers are spe- 
cifically designed for industrial truck 
use. Available in a full range of ratings 
for all trucks, and with operating fea- 
tures unmatched in the field. They save 
two-thirds in floor space required. Can 
be wall mounted. Operate cleaner, so 


they need less upkeep. In addition, you 
get the advantage of reliable, thorough 
and regular Exide service for both 
batteries and chargers. Write for new 
brochure giving complete information. 


Exide 
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Highlights of This Issue 





“ New Blood for Purchasing 


When a division’s purchases jump from a few 
million to over 100 miilion dollars a year within 
a relatively short time, strong, competent pur- 
chasing leadership is a must. Our latest com- 
pany study deals with just such a situation and 
the steps that were taken to meet it. You'll get 
a good idea of what’s in this comprehensive article 
from the section headings: When an Engineer 
Takes Over Purchasing; Purchasing Wants Sup- 
pliers That Act Like Buyers; Equipment Buying 
—A Job for Experts; How to Handle Some 
Touchy Purchasing Problems; A Plan for Pur- 
chasing Education. 

See page 69. 


“ Purchasing On Trial 


Every time a newspaperman or radio commenta- 
tor splashes a business scandal across the pages 
or over the airwaves some of it spills onto the 
purchasing profession. Regardless of the facts, a 
large portion of the public still looks on all P.A.’s 
as the source—or at least the focal point of all 
evil in business shenanigans. Some suggestions 
for fighting this false impression are provided in 
an outspoken article. 

See page 78. 


“ The Scope of Expediting 


If expediting is important to you, you should 
know exactly who is doing it and how well, when 
it is being done, and how it is being done. Sound 
elementary? It is—but you’d be surprised how 
many P.A.’s don’t know the basic facts about 
this essential function of the purchasing depart- 
ment. An expert gives the when, why, what and 
how of expediting in this issue. 

See page 84. 


or Hot Air? 


Mercifully, the amount of humbug in advertising 
is declining. But there probably will always be 
some that will trap the unwary. One of our 
legal experts discusses the validity of advertising 
claims, the courts’ distinctions between “puffs” 
and deliberate misrepresentation, and the legal 
implications for buyer and seller. 

See page 95. 





Special Notice 
Watch for PURCHASING’S armual Value 
Analysis Issue on June 8 . . . Practical 
advice from experts on how to use pur- 
chasing’s most profitable technique .. . 
Hundreds of cost-saving case histories. 
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TUBULAR 
ad 


UP TO 7” LONG 
IN BETWEEN DIAMETERS 
SPECIAL HEADS 
SMALL or LARGE RUNS 
STAINLESS +» MONEL 
INCONEL + ANY METAL 


Long or short, we can 
supply your tubular 
rivet requirements 
economically and 
promptly. 
MANUFACTURERS 
SINCE 1850 


ifettrell 
sounn Hassall inc. 


P. O. Box 2268 Westbury, 
Long Island, New York 
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...good-will builder in the washroom 


© Fort Howard Paper Company 


a @ Fort Howard Paper Company 


Green Bay, Wisconsin 
America’s most complete line of paper towels, tissues and napkins fey e] <s— 
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EDITORIAL 





The 
Silent 


Servant 


Purchasing Magazine 
May 11, 1959 
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Iw RESPECT to advertising, it was a worldly, skeptical board of 
judges. I was privileged to serve on it, along with marketing and ad- 
vertising executives of some of our top companies. We had been asked 
to pick winners in the annual “Best Seller’ competition of the National 
Industrial Advertisers Association. Prizes were awarded to those in- 
dustrial advertisers whose programs best showed “the effectiveness 
of advertising as an integral and essential part of successful market- 
ing.” 

The experience was a liberal education for all of us. A thorough, 
all-day study of almost 70 programs and their documented results 
gave us new insight into the problems of industrial advertising and 
new respect for its accomplishments. These are some of the lessons 
we re-learned: 


Modern industrial advertising, for the most part, is 
carefully, studiously prepared, and skillfully and intelli- 
gently presented, Competition is forcing the advertiser 
to replace colorful but flimsy claims with facts. 

There is an enormous amount of helpful information 
in this type of advertising. Exhibit after exhibit in the 
N.1.A.A. competition contained letters from engineering, 
production and purchasing people revealing that they 
had first learned of important new developments by read- 
ing ads in business magazines. 


No company can exist very long without some form of 
advertising. Engineering may design a superior product, 
purchasing may procure the best materials at the best 
price to go into it, and the sales force may get it into 
the market. But they all might as well close up shop and 
look for work elsewhere if their efforts aren’t backed up 
with well-planned, consistent advertising programs. They 
get results. 


The chronic complainers about “too much advertising” or the “high 
cost of advertising” are out of touch with reality. Our industrial so- 
ciety is too large and too complex to function effectively without it. 

Advertising spurs competition among suppliers by bringing you new 
ideas, new help. It improves your company’s competitive position. A 
purchasing agent couldn’t ask for more. 
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Sheet and strip—more than 20 kinds— 
and Ryerson delivers fast! 


You name it—Ryerson has it. 

Hot and cold rolled sheets. Pickled and oiled sheets. 
Tight-coated galvanized and galvannealed sheets that 
won’t flake or peel when you form them. Stainless sheets. 
Ryex expanded metal. Perforated sheets. And many 
others, all in a wide range of gauges and pattern sizes. 

Need special sizes? Modern equipment cuts them 


I-V BM 
Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


to your specifications quickly and economically, in 
blanks, straight lengths or coils. 

Ryerson also offers a complete line of metalworking 
machinery and tools to meet virtually every require- 
ment. 

When you want sheet and strip, give Ryerson a call 
—it pays! 


RYERSON STEEL 


Member of the <Q)» Stee! Family 


Principal Products: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing— aluminum, industrial plastics, metalworking machinery, ete. 


PLANTS AT: NEW YORK + BOSTON + WALLINGFORD - 


PHILADELPHIA - 


CHARLOTTE - CINCINNATI + CLEVELAND - DETROIT - PITTSBURGH 


BUFFALO. « INDIANAPOLIS - CHICAGO - MILWAUKEE « ST. LOUIS - DALLAS - HOUSTON + LOS ANGELES - SAN FRANCISCO - SPOKANE * SEATTLE 


For More Information Write No. 202 on Inquiry Card—Page 32 


68 


PURCHASING 





<> 


Less THAN twenty years ago 
the purchasing department of 
Dow Chemical Company’s Texas 
Division was made up of two men 
and a girl. Its office was in a new 
magnesium plant just completed 
on what had been grazing land 
outside Freeport, Texas. 

Seven years ago the department 
had grown to about 45 people. 
Today it has over 70. It is housed 
in a strikingly beautiful adminis- 
stration center that stands on the 
site of a World War II trailer 
camp for Dow contractor em- 
ployees. It buys over $120 million 
worth of supplies and services for 
one of Dow’s largest manufactur- 
ing installations—a division that 
has expanded tremendously into 
production of more than 40 basic 
chemical products. 

The nature of the purchasing 
department has changed along 
with its size. Originally, the head 
of the department at Freeport 
was designated purchasing agent 
and reported directly to Dow’s 
Texas Division management. 
Close liaison was maintained with 
corporate headquarters in Mid- 
land, Mich. Rapid growth gen- 
erally brings growing pains, 
and the division was no dif- 
ferent from others in its posi- 
tion. Purchasing organization had 
not kept up with expansion. As 
late as 1951 none of the major 
raw materials were negotiated by 
purchasing. None of the equip- 
ment needed for new construction 
was negotiated by purchasing. 
Some critical operating supplies 
were being bought outside pur- 
chasing. 

In 1952 a major move was made 
to strengthen and broaden the 
scope of purchasing. A director 
of purchases was appointed, with 
full authority in all areas in- 
volving purchases of materials, 
supplies and services. The new di- 
rector of purchases, Robert W. 
Loomis was also responsible to 
Texas Division management with 
status equal to the purchasing 
group at Midland. 
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Texas Division purchasing staff meeting begins in conference room. 


Purchasing At 


Dow Chemical’s 
Texas Division 


How strong, aggressive leadership and imaginative 
methods helped a purchasing department meet the 
challenge of booming growth 


Loomis’ present organization is 
made up of four sections. The 
Project Procurement and Labor 
Services Section, headed by J. V. 
Stark, handles the procurement 
coordination on major main- 
tenance and new construction 
projects, including labor. The 
Equipment and Supplies Section, 
headed by J. R. Lane, buys elec- 
trical and mechanical equipment, 
instrumentation, fabricated proc- 
ess equipment, pipe and structural 


steel, and all operating and main- 
tenance supplies. The Raw Ma- 
terials and Containers Section is 
under Loomis’ general super- 
vision. In this section C. E. Cox is 
in charge of organic and petro- 
chemical raw materials, D. F. 
Beard of fuel gas, and C. W. 
Arnold of inorganic materials and 
containers. The Purchasing De- 
partment Office Management and 
Expediting Group is headed by 
R. H. Brewer. 
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Assisting Loomis are two staff 
members, C. S. Frink, consultant 
in charge of special projects (de- 
partmental training is one), and 
W. H. Hillyer, staff assistant work- 
ing on purchase analysis. 

The Texas Division purchasing 
department maintains close liaison 
with the home office purchasing 
staff group in Midland. There is a 
frequent exchange of information 
and ideas among all Dow divisions 


DIRECTOR OF PURCHASES Bob 
Loomis is a convert to purchasing. 
And like a lot of converts he’s as 
zealous about his new beliefs as 
he was about his previous doubts. 

When Assistant General Man- 
ager Jack Stein offered Loomis 
the job in 1952, the first answer he 
got was no. Loomis had traveled 
far in the Texas Division since 
getting his B.S. degree in chemi- 
cal engineering from Texas A & M 
in 1940. He had been superinten- 





which is coordinated at Midland 
by the staff purchase analysis 
section. Typical of the coopera- 
tive projects undertaken is a cur- 
rent study on consolidating pur- 
chases of certain items on a 
company-wide basis—e.g. various 
items of work clothing. Such 
studies have revealed instances 
where different divisions have 
paid different prices to the same 
supplier for the same item. 


three years, consultant on special 
assignments evaluating capital ex- 
penditures for new plants, and 
secretary of the Texas Division 
Operating Board. (He is now a 
member of that board). When the 
Korean War broke out and Dow 
began a huge capital construction 
program, he was made manager 
of priorities and allocations. 
Loomis admits frankly that 
throughout all that experience he 
had rather a dim view of pur- 


































To the outside observer, the 
most striking thing about the 
Texas Division’s purchasing de- 
partment is its vitality. It’s highly 
competent, strong, and intelligent- 
ly aggressive. There’s an air of 
confidence about the people in it 
—confidence in themselves and in 
the function. Why it exists and 
how it has paid off in better buy- 
ing for Dow is discussed in the 
articles that follow. 





greatly exposed to it,” he says, 
“but still I didn’t care for it. I 
didn’t want to go into purchas- 
ing.” 

Two things changed his mind. 
Management convinced him that: 
they recognized the value of good 
purchasing and wanted a strong 
department. And they acceded to 
Loomis’ terms—that he would be 
given a free hand in areas that 
rightfully should be under pur- 
chasing’s jurisdiction. 









































































































































































































dent of production control for chasing. “I hadn’t really been Loomis, once convinced, at- 
Purchasing 
Special Projects Purchase Analysis 
i | ] 
Project Procurement Supplies and Equipment Raw Materials Office 
ma Management 
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Labor | Equipment Supplies [| Containers | | fpeliting 
Contracts : | road Cars 
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Organization of the Texas Division purchasing department. 
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PURCHASING 


tacked the job with the vigor and 
frankness that are written all over 
him, “I had been given the go- 
ahead signal,” he says, “and I was 
determined to do just that. I did 
some things too fast, made some 
mistakes, created some fears and 
antagonisms. But all the time I 
never stopped learning. I learned 
that purchasing involves some 
complex personal relationships, 
that you’ve got to keep the pres- 
sure up if you want to do a job, 
but you also have to know when 
to back off.” 

If increasing purchasing’s au 
thority required a lot of effort on 
the outside, it also called for ma- 
jor changes within the depart- 
ment. Three principles have 
guided Loomis in building his de- 
partment: you never can be 
sure you have the right organiza- 
tion until you’ve literally taken it 
apart, experimented with it and 
built it up again; you have to 
know exactly what you are look- 
ing for in a buyer and try to pick 
people with common characteris- 
tics, qualifications and back- 
ground; you must maintain the 
enthusiasm of your people by 
making the job attractive finan- 
cially and otherwise, and by keep- 
ing them convinced that purchas- 
ing is an interesting and impor- 
tant function. 

Educational Requirements for 
Buyers: Every major branch of 
engineering is respected in the de- 
partment, and Loomis is looking 
for even more technically trained 
people. A college degree is his 
absolute minimum requirement 
and he prefers those with special- 
ized training—chemists or chem- 
ical engineers in raw materials, 
EE’s for the electrical section, 
ME’s in the mechanical section, 
etc. The requirement isn’t abso- 
lute, however. A chemical engi- 
neer may be the ideal man for 
buyer of fabricated vessels, for 
example, but an otherwise qual- 
ified metallurgical engineer would 
be acceptable, 

“We're not looking for the real- 
ly dedicated engineers, though,” 
declares Loomis. “We want peo- 
ple with, technical training who 
have only an average interest in 
engineering and who would feel 
challenged by purchasing. We’re 
looking for people with broad gen- 
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Director of Purchases Loomis: “You've got to keep the pressure up if you 
want to do a job, but you also have to know when to back off.” 


eral interests who can get along 
well with other people. It’s in- 
teresting to note that the engi- 
neers who come to us after being 
around a little bit admit they used 
to shun purchasing because they 
thought it wouldn’t use their tech- 
nical knowledge and training.” 

Raising the Level of Purchas- 
ing. The battle to get the right 
people into purchasing and keep 
them there had to be fought on 
two fronts. First Loomis had to 
persuade management to raise the 
general salary level of the depart- 
ment, which he had considered 
inadequate. The rapid growth of 
his group was an advantage here. 
No precedents on function and re- 
sponsibility had been firmly estab- 
lished so that he could estimate 
what a man was worth and put 
him in a new bracket. 

Once salary levels had been 
equalized with the engineering 
and operating departments, the 
second part of Loomis’ effort was 
relatively easy. Qualified people 
were convinced that they would 
have as much opportunity in pur- 


chasing as anywhere else in the 
company. They would be in a 
department that had stature and 
authority. They would work for 
a boss who by word and action 
had blasted any notions that pur- 
chasing was a dead end, or a dull 
place to work. 

Experimenting With Organiza- 
tion. As he brought new blood in 
from outside and inside Dow, 
Loomis began shaking up the 
structure of the department. He 
put new emphasis on project pro- 


curement and on equipment buy- 


ing. A brand new section was 
established to handle procedures, 
paperwork and expediting, in an 
attempt to cut down on clerical 
work and encourage creativity. 
Buying assignments were shifted, 
titles changed and responsibilities 
switched and the reasons for the 
changes were made bluntly clear. 

The career of Ben W. Smith in 
the department offers a rather 
neat case history of the applica- 
tion of these three ideas. Smith 
had been a plant superintendent 
who became available during a 
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Purchasing in Style 


Dow’s Texas Division has one of the most at- 
tractive and best laid out purchasing facilities in 
the country. These photos taken during a normal 
working day show the purchasing department’s 
own reception room (upper left); main hall 
off which buyers’ private offices are located 
(above); Mr. Loomis’ office, with Secretary 
Norma Scott waiting for a signature; the depart- 
ment’s central files; and the clerks area in the 
equipment buying section. 





cutback in the 1954 recession. 
Loomis knew him and brought 
him in as a staff man. He put him 
to work streamlining procedures 
and internal operations. 

After Smith had directed the 
simplification of Dow’s filing and 
paperwork and speeded up the 
flow of information within and 


without the department he was 
named purchasing agent for sup- 
plies and equipment. Then Loomis 
“lost” him. A new division was 
being set up in Louisiana, and 
management wanted a strong pur- 
chasing group for it. Loomis 
agreed to send Smith—along with 
four other good men, including a 


chemical engineer who had just 
come into purchasing from re- 
search, an assistant purchasing 
agent, an assistant office manager 
in charge of expediting, and a 
project engineer. Living up to his 
own precepts, Loomis wouldn’t 
stand in the way when his people 
had a chance to move ahead. 


THERE’S NOTHING really sen- 
sationally new about blanket or- 
ders. Dow’s Texas Division has 
used them in one form or another 
for a number of years. And 
they’ve experienced the usual in- 
ternal results: less paperwork, 
more time for analytical buying. 
(See box) 

What’s unusual about Dow’s 
blanket order program is how the 
supplier’s role is interpreted and 
how frankly it’s explained to him. 
Dow carries 18,000 central stock 
items and a heavy percentage of 
them are bought from the many 
distributors serving the Gulf 
Coast area. One of the major 
goals of the blanket order pro- 
gram is simply this: to order 
many of these items less fre- 
quently by depending more upor 
distributors’ stocks. To achieve it, 
Dow has developed what it calls 
a “vendor stocking plan.” 

Dow uses blanket orders only 
on those items normally stocked 
in the area. An order, on the 
average, will cover six months’ 
requirements, Whether a vendor 
stocking arrangement is necessary 
or not on a given item is deter- 
mined by purchasing and the 
stock department on the basis of 
the value and anticipated usage 
of the item, available storage 
space, etc. Normal lead times on 
commodities are figured into 
Dow’s minimum stock levels. Un- 
der the stocking plan, the vendor 
is expected to maintain this mini- 
mum stock in his warehouse for 
Dow’s exclusive use. Meanwhile, 
Dow issues releases against the 
blanket order for its normal re- 
quirements. (The order not only 
shows how much Dow will buy 
in a given period, but also in- 
dicates how much of the item was 
used in the previous six months 
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Three-page data record is kept on all major suppliers. Buyer’s 
appraisal of vendor is reviewed and updated periodically. 





or a year.) There is no risk to 
the distributor. If the order is 
cancelled or not renewed, Dow 
accepts shipment of all outstand- 
ing releases and all material held 
in reserve stock. 

At first, Dow’s blanket order 
system wasn’t universally under- 
stood or acclaimed by suppliers. 
A certain amount of unhappiness 
developed — particularly among 
those distributors who weren’t 
getting blanket orders. Loomis de- 
cided to make things clear. 

First he called in those who 
complained of loss of business and 
explained the facts of purchasing 
life to them. He explained what 
the blanket order was and what 
Dow wanted to get out of it. “If 
you’re not getting the business,” 
he said, “it’s because you’re not 
giving the right kind of service. 
Ten to fifteen years ago you were 
good suppliers and we took care 
of you. But Dow has grown and 
you haven't,” he added, “so you’re 
losing out. The suppliers who are 
getting the business are those who 
have grown with Dow—the ones 
who have expanded warehouse 
space, added more lines, increased 
their service.” 

“We're delegating some of our 
procurement probiems to you” he 
told the distributors. “The blanket 
order makes you an extension of 
cur buying arm. We want you to 
go back to the manufacturers and 
tell them you represent us, that 
you’re our authorized buying 
agent.” 


Everybody Saves With Blanket Orders 


Forty-four steps are required in the internal handling cycle of a 
regular Dow purchase order. A blanket order takes only 11. In a 
six months’ test Dow kept accurate records on nine commodities 
which were placed on 11 blanket purchase orders. Items included 
manila rope, wire rope, galvanized fastenings, wrenches, abrasives, 
paint brushes and cutting tools. They involved more than 1600 dif- 
ferent items. In the 6-month period 328 releases were made cover- 
ing more than 2700 items valued at about $120,000. At least 275 
purchase orders would have been needed to do what the 328 re- 
leases did. At 44 steps each, that would have required more than 
12,000 operations. The 328 releases, with 11 steps each, required 
3,608, or 75% fewer, operations. Dow thinks it’s logical to conclude 
that suppliers have also benefitted by a reduction in detail and in 
sales effort, and in more effective use of sales time. 
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THE MARRIAGE of technical 
skill with sound purchasing to 
produce the best buy is a P.A.’s 
pious dream in many companies. 
At Dow’s Texas Division it’s a 
reality. 

Take electrical equipment buy- 
ing for example. Where the equip- 
ment is for a new construction 
project, purchasing gets into the 
act early. Procurement engineers, 
working in the Project Procure- 
ment and Labor Services group, 
are members of a capital project 
team made up of people from 
process, engineering, construction, 


74 


purchasing and a management 
staff group. This team is responsi- 
ble for setting a completion date, 
keeping costs down consistent 
with that schedule, and generally 
handling the problems inherent in 
any major construction project. 
The procurement engineer on the 
team represents purchasing. It’s 
up to him to have the structural 
steel, process equipment, electrical 
and mechanical equipment on the 
job site when the field crews 
need them. 

Commodity experts in the 
Equipment and Supply group 


actually negotiate for the ma- 
terials and supplies required. This 
enables them to consolidate re- 
quirements and get the advantage 
of quantity buying. Conflicts be- 
tween this group and the pro- 
curement engineers are few, but 
when they do arise they are 
resolved by Loomis, Stark and 
Lane. 

The electrical equipment buyer 
and other commodity experts are 
given total estimated require- 
ments by the Project Procure- 
ment section as early as possible. 
They then start their preliminary 
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investigations. Information is fed 
to procurement engineers, who in 
turn handle formal communica- 
tions with other members of the 
team. It’s up to the procurement 
engineers to see that deliveries 
are coordinated with project re- 
quirements, check progress re- 
ports with Expediting, confer with 
equipment buyers on “need date” 
for bills of materials and specifica- 
tions, and determine—with the 
construction department — the 
actual “need dates” in the field. 

“Our project procurement ap- 
proach has whipped a lot of prob- 
lems for us” according to J. V. 
Stark, who heads the group. “We 
have everything planned in ad- 
vance and we have people with a 
personal interest in the project to 
see that the various plans mesh. 
The procurement engineer is in- 
formed on every phase of the 
project, With our system, the 
project proceeds in an orderly 
way—the foundation first, then on 
up to the chimney.” 

Electrical equipment buyers— 
most of whom are electrical engi- 
neers with experience in Dow's 
engineering departments—go to 
work on preliminary specifica- 
tions immediately. They try to get 
needless cost out of a product. 
Working with the project engi- 
neers, they try to eliminate extra 
components, extra manufacturing 
operations, non-standard ratings 
and dimensions—any special fea- 
ture that doesn’t contribute value. 
Frequently they call in manufac- 
turers and encourage them to sub- 


Director of Purchases Loomis and Project Purchasing Agent on a tour of 


new construction areas. 


mit alternate proposals where 
they think a change in specs will 
give Dow a better product. 

Quotations and recommenda- 
tions are requested from approved 
sources and reviewed with the 
project engineers. Only then is 
any consideration given to price. 
Prices and delivery estimates are 
tabulated and a supplier selected 
and the order placed. 


Some times, because of the 
nature of the job, the order is 
really only a letter of intent and 
further negotiations or specifica- 
tion changes may be necessary. 
The buyer will often visit a fac- 
tory in this case to brief the sup- 
plier’s engineers on Dow’s re- 
quirements, and review produc- 
tion schedules and drawings to 
forestall later problems. 


An industrial purchasing de- 
partment can get itself into some 
difficult positions that are embar- 
rassing at best and extremely 
dangerous at worst. Director of 
Purchases Bob Loomis has some 
strong ideas about problems of 
this sort. His approach to them 
is something of a paradox. He has 
had to be tough, but tactful. He 
has had to temper “the law” with 
a tolerant understanding of the 
foibles of human nature. Here 
are some of the approaches to 
universal purchasing problems 
he’s used: 
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Lunches With Visitors: Dow 
policy is to encourage “Dutch 
treat” as far as humanly possible. 
No business visitor, Loomis’ in- 
struction to Texas Division pur- 
chasing personnel reads, “should 
be permitted to pay for the lunch 
of departmental personnel, either 
in the company cafeterias, Dow 
Hotel, or at local restaurants.” 
The injunction against purchas- 
ing people picking up the check 
is a little more elastic. They 
should not pay for lunches of reg- 
ular weekly or monthly visitors. 
But... if a buyer or anyone else 


in the department feels it’s the 
right thing to do, he can pay 
for a lunch and submit an ex- 
pense report for it. (Officially 
stated: “Where the social ameni- 
ties of the occasion justify it .. .”) 

Christmas Gifts: The Texas 
Division flatly and publicly is 
against Christmas gift giving as 
a business practice. Each year, all 
suppliers are formally notified 
that “Dow has adopted the posi- 
tion that none of its employees 
should accept business gifts at any 
time from persons or firms now 
doing or desiring to do business 
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Supplier representatives check in with receptionist in the Texas Division’s main 
lobby before going to the purchasing department’s reception room. 








Purchasing Manual Committee 


Dow’s purchasing personnel have little excuse for not know- 
ing or caring what’s in the department manual. The manual 
isn’t written or revised in some ivory tower and then im- 
posed on the group, as in some companies. It’s kept up-to- 
date by a manual committee on which the whole depart- 
ment has representation. The committee is made up of a 
representative from the Purchasing Department Office 
Management section (who is permanent secretary), and a 
representative from the Supply, Equipment, Raw Materials 
and Project Procurement groups. Each man serves on the 
committee for six .months. 

Regular meetings are held to develop topics for inclusion 
or revision to current material. A topic is introduced, dis- 
cussed briefly, then assigned to a member of the committee. 
He writes up a suggested insertion, or change. He may cir- 
culate this informally before the next meeting of the com- 
mittee if he wishes. The committee reviews it at its next 
meeting and tries to bring it close to final form. But before 
it is OK’d, committee members will take it back to their own 
groups for study and possible suggestions. At a third com- 
mittee meeting it gets final approval, is cleared for inclu- 
sion in the manual by Director of Purchases Loomis, then 
is prepared on a lithograph master and distributed to man- 
ual holders. 

“The things we put in the manual are for everyday use,” 
says Loomis. “We don’t try to put in it things that are 
available elsewhere. Policy, for example, is the thinnest 
section.” 








with us.” Loomis has gone further 
than most P.A.’s with similar poli- 
cies. He has warned suppliers that 
violation of the rule will endanger 
the business they get from Dow. 
He follows a reasonable course 
in carrying out this part of the 
policy, and won’t hang anybody 
for an honest mistake, But it’s 
a matter of record that Dow cut 
off a fairly large supplier for ob- 
viously and consistently making 
light of the gift rule. 


Personal Purchases. Dow’s pol- 
icy on personal purchases is based 
on its concept of what a purchas- 
ing agent’s basic job is: “to use 
his and suppliers’ time, knowl- 
edge and effort to the maximum 
benefit of the company.” Buying 
for Dow employees could restrict 
him in carrying out that job, it 
is felt. This quite comprehensive 
list of what Dow considers pos- 
sible results from personal pur- 
chases just about rules out the 
practice altogether: 

e@ Loss of business to local 
merchants; 

@ Violation of trade customs or 
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Buyer M. J. Lucy of the Pipe, Valves and Fittings section with 
Clerk Jeanette Danford. 


In conference room at weekly staff meeting: (1. to r.) R. H. Brewer, 
W. H. Hillyer, and C. E. Cox. 
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marketing policies of the manu- 
facturer; 

@ More work for vendors, par- 
ticularly distributors; 

@ Disclosure of price informa- 
tion; 

e@ Loss of warranty or guar- 
antee service to employee avail- 
able only through retail channels; 

e@ Ill will among employees if 
buying help is available to some 
but not to others; 

@ Violation of good ethical 
business practice. 


A Plan for Purchasing 
Education 

As you’d expect in a progressive 
purchasing department, continu- 
ing buyer education is an impor- 
tant part of the Texas Division’s 
program. But the system has had 
to be pretty much custom-made. 
Freeport is a good haul from any 
large city and from colleges and 
universities. 

In broad outline, the educa- 
tional program is organized this 
way: 

A course will run from 12 to 18 
months. Separate meetings and 
schedules are arranged for two 
groups—those in the upper 
bracket of responsibility, and 
those who are dispersed through- 
out the rest of the department. 
Subject matter is developed ac- 
cordingly. 

Two hour sessions are held 
weekly in the department con- 
ference room from 7 to 9 in the 
evening. Since as many as 50-60 
people will attend a meeting, they 
are broken down into four groups. 
“Students” will have already been 
given an outline of the scheduled 
discussions and reading assign- 
ments in the textbooks used. 

Subjects are discussed first 
from the theoretical angle, then 
on the basis of actual Dow prac- 
tice. The differences are analyzed 
and Dow’s approach is critically 
appraised. “With four groups go- 
ing through this process, you may 
get four answers to specific prob- 
lems,” according to C. S. Frink, 
who supervises the program. “We 
take these possible answers, try to 
consolidate them, and see if we 
can come up with a conclusion 
that will help us improve opera- 
tions. If so, we get to work on 
it right away.” 
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Is the P. A. a genuine materials manager or is he 
just a clerk whose major skill is the ability to 
distinguish the difference between prices. The 
test comes in soft markets when suppliers start 


cutiing prices. 


By Roger E. Bremer 


Topay’s cost-price squeeze has 


made the purchasing job tougher 
than ever before and has created 
new challenges. But it has also in- 
creased opportunities for estab- 
lishing purchasing as a_ profit- 
making function in the industrial 
organization. 

One of the most important chal- 
lenges to the profession is the re- 
cent wave of editorial material 
and publicity which infers that 
purchasing agents have become 
price shoppers looking for “clear- 
ance sales”. These articles would 
have us believe that buyers are 
out to take advantage of soft mar- 
ket conditions and select sources 
strictly on price, 

As an example, one recent busi- 
ness publication article says that 
“by shcpping around, a buyer can 
do as well as list price less 35% 
depending on the quantity and 
type . . . he wants.” The article 
refers to products in one of the 
many industries that are sweating 
out soft market conditions today. 

By implication, the article sug- 
gests that purchasing agents are 
ready to stampede in the direction 
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of this single consideration .. . 
lowest price. It also implies that 
when prices are soft, purchasing 
men no longer concern themselves 
with value. If these things were 
true, the steady rise of purchasing 
as a profession since World War 
II would have been wiped out by 
the first showing of a soft market. 
The fact is the modern buyer 
buys on the basis of values re- 
gardless of the state of the market 
with which he is concerned. He 
insists that his suppliers conform 
to these “ten commandments” for 
value buying in soft markets: 


(1) ENFORCE STRICT QUAL- 
ITY CONTROL. 


Assure yourself that the sup- 
plier makes no compromises on 
quality. Does he have a formal 
quality control program backed 
up by job specifications and writ- 
ten standards, practices and pro- 
cedures. Does he use such tech- 
niques as statistical inspection 
with frequencies programmed to 
insure emphasis on the important 
quality aspects rather than dilut- 
ing inspection effort by poorly 


planned checking of unimportant 
items. 

Don’t overlook savings through 
quality level certification pro- 
grams as a means of cutting down 
your receiving inspection costs 
and many intangible penalties. Be 
sure quality is a living thing with 
programs for continual improve- 
ment. 


(2) INSIST ON DELIVERY 
PERFORMANCE. 


Make certain in soft markets 
that business taken by new sup- 
pliers falls into planned produc- 
tion schedules and undergoes 
careful backlog analysis and prop- 
er programming. Can your sup- 
plier now afford effective ex- 
pediting, followup and coordina- 
tion of activities with his ven- 
dors? Does he maintain good 
records to know where your order 
stands at all times. One day's de- 
lay in delivery can many times 
wipe out a year’s savings at arti- 
ficial price levels. 


(3) DEMAND OPTIMUM IN- 
VENTORY PERFORMANCE. 


Having what you need when 
you need it without carrying ex- 
tra high cost inventory is impor- 
tant. Review cost penalties of ex- 
cessive inventories, return on cap- 
ital invested, cash-flow require- 
ments, floor space, obsolescence, 
taxes, freight, insurance etc. These 
can total much more in aggregate 
than the soft price advantage. 

Work with those suppliers who 
have the know-how and facilities 
to help you develop economic or- 
der quantities and use modern 
methods of inventory control; i.e. 
scientific forecasting of inventory 
requirements and a balanced pro- 
gram for stock replacement. 
Establish open-end orders and a 
delivery schedule for these re- 
quirements with a supplier who 
will plan his production accord- 
ingly. You will both benefit from 
resulting cost savings. 


(4)REQUIRE BALANCED 
SERVICE PERFORMANCE. 


Select the supplier who has flex- 
ibility to adjust to changing re- 
quirements. Specification changes 
and last minute requirements are 
one of your biggest headaches and 
a slow moving vendor in these 
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situations is a handicap. 

Your supplier can be the best 
source to keep you informed of 
latest developments in his indus- 
try. If he is a leader you will 
benefit. If you must spend your 
time to push him along, you will 
be neglecting other important 
areas. When you have questions 
or problems, a supplier who is re- 
sourceful in getting the answers 
and performing, is worth more to 
your company than temporary ad- 
vantages of soft market prices. 


(5) INVESTIGATE PRODUCT 
DEVELOPMENT RECORD. 


Avoid those suppliers who feel 
that their shelf stock should sat- 
isfy your needs. Select those who 
will work cooperatively with your 
engineers in designing quality in 
and costs out on new product 
applications. This is the best way 
to beat today’s cost-price squeeze. 
Work with companies whose or- 
ganizations are geared to seeking 
better manufacturing practices 
through improved designs, more 
economical machinery, and the 
use of new metals and materials. 
Make sure your supplier is not 
one who has made drastic cut 
backs in resources to meet distress 
prices. Rather he should be build- 
ing for the future through facility 
modernization planning, employee 
training programs and constant 
upgrading of both technical and 
management personnel. 


(6) REVIEW ENGINEERING 
SERVICE CAPABILITIES. 


Unless your company can afford 
engineering personnel who are ex- 
perts in every detail of the busi- 
ness, make certain your supplier 
can and will provide engineering 
help on his product line. Will he 
review your “specs” for best cost 
and best product application and 
make recommendations? Will he 
investigate performance problems 
in the field and make necessary 
adjustments and corrections? 


(7) DEMAND SOUND ADMIN- 
ISTRATIVE PERFORMANCE 

Make certain the supplier knows 
how to service you in every 
way. Does he help you budget 
your time? Are his sales calls con- 
structive and helpful or merely 
social? Does he help reduce the 
number and frequency of your 
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purchase orders, communications, 
and costly paper work throughout 
your company? Does he handle 
credit memos, invoices, etc. on a 
sound business basis? Are his cus- 
tomer service methods up to date, 
utilizing data processing and other 
modern business equipment? All 
of these services reduce your 
costs. 


(8) STUDY SUPPLIER’S 
TREATMENT OF FRINGE 
BENEFITS. 


In measuring value in a soft 
price market, the supplier’s prac- 
tice in handling, shipping, ware- 
housing and distributing his prod- 
uct is of prime importance. Does 
he have adequate inventories or is 
he bleeding his stocks to meet 
price deals? Does he have ade- 
quate number of strong industrial 
distributors as a part of his team 
along with warehouse stocks stra- 
tegically located? Can he move 
these stocks and fill your orders 
on the most economical basis; does 
he palletize, package and use other 
modern material handling meth- 
ods which help reduce your costs? 
Does he maintain rough and 
finished stocks to protect you 
against work interruptions and 
periods of extraordinary demand? 


(9) ESTABLISH SUPPLIER 
INTEGRITY AS PRIMARY 
REQUIREMENT. 


Is he interested just as much in 
your business during periods of 
high volume as when business is 
soft? Are his commitments as in- 
violate for soft prices as for those 
with better profits? Can he 
weather the impact of soft market 
conditions and come out as a 
strong, solid supplier for the fu- 
ture? Are his business practices 
sound—does he deal with all on 
the same basis or favor a few for 
expediency? 


(10) BASE FINAL DECISION 
ON VALUE ANALYSIS. 


Does your supplier know what 
this means and how it works in 
your company, either on a for- 
mally programmed basis or in- 
formally in articulating good com- 
mon sense decisions? Does he use 
it himself in his operations and 
can he coordinate it into your pro- 
gram? This wraps up the con- 
sideration of all the preceding 


Ex-P.A. Now Exec V.P. 


Roger E. Bremer 

Roger Bremer is one of the 
few top managers that really 
understands purchasing. Before 
joining Ohio Injector Co. as 
executive vice president, he was 
vice president in charge of pur- 
chasing and product planning 
for Studebaker-Packard Corpor- 
ation. Before that he was a pur- 
chasing agent and manager of 
purchase analysis for the 
Lincoln-Mercury Division of the 
Ford Motor Co. 





commandments along with myriad 
other factors associated with this 
increasingly popular purchasing 
technique. It is the final acid test 
to soft prices. 


Facts of Life 


The true purchasing executive 
knows that the economic facts of 
life rule that no supplier can live 
up to these ten commandments 
faithfully while engaging in un- 
sound pricing practices. Mainte- 
nance of an organization and fa- 
cilities to provide these important 
elements of value must be sup- 
ported by a realistic cost vs. sell- 
ing price relationship. 

Suppliers who are suffering 
from “soft” market conditions 
can’t continue price competition 
indefinitely. The smarter ones are 
beefing up the values they have 
to offer in the areas of service, 
delivery and extensive support to 
your value analysis program. It 
pays to look carefully beyond the 
price at the bottom of the bid. 
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The Finger of Suspicion 


Points at Purchasing 


The P.A. is in a vulnerable spot when a business 
scandal breaks. As the man who issues the orders he’s 
looked on by the public as the man who’s getting the 
rake-off To get rid of this false image we have to get 
over our head-in-the-sand attitudes. 


By Paul V. Farrell 


‘TL uere IS a problem in ethics 
facing the purchasing profession. 
But what is it? That purchasing 
agents are morally inferior to the 
rest of the population? That 
they’re more susceptible to sin 
than baseball players, actors, win- 
dow cleaners, or Congressmen? 

Of course they’re not. As a mat- 
ter of fact, from personal obser- 
vation of thousands of them I'd 
say that as a group they’re equal 
in probity and rectitude to any 
other group in the country. 

The problem is this: for better 
or for worse, business itself is on 
the spot as far as the general pub- 
lic is concerned. The public is in- 
terested in business—what it’s 
doing, what it’s planning, and how 
it’s behaving itself. There’s basic- 
ally nothing malicious in this in- 
terest. It’s part of the price we 
pay for living in a democratic 
society in which advancement is 
largely based on personal ability 
and initiative rather than on class, 
caste or family. 

Inevitably the beam from this 
spotlight of public interest falls 
on the purchasing agent. As the 
man who issues the order he’s im- 
mediately branded as the boy 
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who’s getting the rake-off. A flood 
of Countess Mara ties, Fruits-of- 
the-Month, and Playboy subscrip- 
tions may sweep through engi- 
neering, quality control and the 
front office of a given plant dur- 
ing the Christmas season. But who 
gets tagged as the freeloader? 
The production manager? No. 
The quality control engineer? No. 
The president? Heavens, no. It’s 
the purchasing agent! 


The Plot Thickens 

The situation gets a little more 
sinister and distasteful as we 
move from ten and twenty-dollar 
gifts into the area of big kickbacks 
and the more sensational activities 
so skillfully exploited by Mr. 
Murrow and the Columbia Broad- 
casting System. No matter how 
outraged we—who know the facts 
—are about the exaggerated im- 
plications of the scandal mongers, 
the fact remains that some half- 
truths are getting across to the 
public. And the public can’t quite 
bring itself to completely dis- 
believe them. 

The fine distinctions between 
different types of buyers, between 
different kinds of businesses, are 


blurred in the press and over the 
air. The only well-defined idea 
that emerges is that purchasing 
agents in general are having one 
hell of a time for themselves. 

The situation is serious. Not 
only for the purchasing agent as 
an individual, respected member 
of the community, but for the 
purchasing agent as a representa- 
tive of American business. The 
cornerstone of our entire econom- 
ic and enterprise system is per- 
sonal and corporate integrity. If 
there’s a lack of confidence in 
these, the whole structure is 
weakened. 

It’s difficult to pin down sta- 
tistically but I think it’s clear that 
there has been a general decline 
in the moral climate of the nation. 
Perhaps the disruption caused by 
war is responsible. Nevertheless 
it is up to the business man not 
only to keep himself above sus- 
picion but to do everything in his 
power to improve the moral stand- 
ards of the whole community. 

We have to develop more pub- 
lic confidence in the basic integ- 
rity of businessmen in general 
and purchasing agents in particu- 
lar. We have to continue and ex- 
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pand the remarkable work of the 
National Association of Purchas- 
ing Agents and its members in 
raising the standards of the pro- 
fession in the past few decades. 
During my research on the his- 
tory of N.A.P.A. I was made ex- 
citingly aware of what the efforts 
of dedicated men could do to 
eliminate most of the questionable 
practices that had plagued their 
profession. The question is how 
to maintain that splendid record 
and make it clear for the world 
to see. 


Face Up fo Life's Facts 

A basic step, I think, is to face 
up to the facts of life. No matter 
what organization you look at— 
the American Bar Association, 
the American Medical Associa- 
tion, the F.B.I., your church— 
you'll find it’s made up of the 
glorious, and foolish, and strong, 
and weak creatures called people. 
Purchasing agents are no differ- 
ent—an1 there are proportionate- 
ly as many rotten eggs among 
them as there are in the other 
groups. The reasonable thing 
would be to admit it, explain it, 
and try to keep it to a minimum. 
But a fairly large group of pur- 
chasing people seem to prefer a 
head-in-the-sand approach. 

A rather personal example 
comes to mind. About September 
each year we begin to think of 
doing a feature on “The Christ- 
mas Gift Problem.” And each 
year we seriously consider some 
P.A.’s claims that the topic is a 
dead horse, that there’s nothing 
more to be said about it, that this 
sort of thing only casts reflections 
on purchasing, and that nobody’s 
interested in it anyway. Yet every 
time we run something on the 
subject it gets greater attention. 
Our readership scores go up and 
demand for tear sheets reaches 
a new high. 

Last year we jumped the gun 
and did a special issue in Septem- 
ber on the whole question of eth- 
ics. The immediate reason was a 
spate of charges from outside the 
purchasing profession that kick- 
backs and excessive gift-giving 
were on the rise. 

The issue in which this ap- 
peared was tremendously popu- 
lar. But again we got complaints. 
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“What you say might be true but 
why say it” was one theme. “It 
just isn’t true . . . discussions like 
these are not suitable for your 
magazine . . . etc., etc.,” were 
others. One local association offii- 
cial publicly questioned the taste, 
authenticity and by implication 
the aim of one of the articles in 
that issue. Actually, we printed it 
with the same goal in mind as 
that professed by the official: to 
help do away with the practice of 
business gift-giving at Christmas. 


Where to Now? 

Once we've recognized the 
problem and admitted our respon- 
sibilities, where do we start 
toward a solution? 

Despite some rather spectacular 
attempts it appears that you can’t 
cornpletely change human nature. 
What little success the race has 
had in combatting evil is the re- 
sult rather of trying to give the 
good side of human nature a 
chance to flourish and starving 
the bad side. There are many 
ways to do this—rewarding virtue 
and punishing villainy, for ex- 


ample. But for our purposes I ' 


think the most effective is to re- 
duce temptation. You don’t have 


to be a moral theologian to ap- 
preciate why the Church has al- 
ways stressed avoidance of the 
“occasions of sin.” It has an ex- 
alted view of man, but it knows 
his weaknesses and tries to help 
him help himself by advising him 
to stay away from the occasions 
of sin. 

Some of the most successful 
programs for keeping purchasing 
on a high ethical plane are based 
on just this principle. And the 
P.A.’s who turned the trick found 
these were the ways to do it: 

1. Select morally responsible 
people for your department and 
pay them well. You can’t do one 
and not the other. It’s unfair and 
dangerous to choose a good man, 
pinch pennies when you pay him, 
and then expect him to display 
heroic sanctity when temptation 
appears. On the other hand, 
money doesn’t cure everything, 
despite what some people believe. 
Certain persons won’t be able to 
resist temptation no matter how 
much they have. Occasional scan- 
dals among well-paid purchasing 
people prove that. Character 
comes first and adequate remu- 
neration next. 

(Please turn to page 172) 
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“... Lexpected you to come back from the convention loaded . 
with purchasing ideas. . .” 








identification Please! 


“So many salesmen call on us, that until they’ve 
come back two or three times it isn’t easy to associ- 
ate their names with the proper company, product 
or salesman’s face. Sometimes our lobby gets pretty 
cluttered up with salesmen, and we find ourselves 
talking to two or three vaguely familiar faces in- 
stead of just the one we stepped into the lobby to 
meet. Under these conditions we have interviewed 
salesmen who not only committed the cardinal sin 
of failing to ask for an order—they even forgot to 
give their names, companies and products! Maybe 
they thought they were sitting in the lap of the 
competition, but if they had identified themselves, 





they would have known—and we would too.” 








Buying 30,000 Items — 
A few at 


By P. G. Nolte, Purchasing Agent, 


National Automatic Tool Co., Inc., Richmond, Indiana 


Tus YEAR 4000 salesmen will 
call at the purchasing department 
of National Automatic Tool Co., 
Inc., Richmond, Ind., many of 
them for the first time. A lot of 
the newcomers will go away shak- 
ing their heads. They'll be puzzled 
that a company of this size, ap- 
pearance, and D & B rating buys 
in such small quantities. 

But they keep coming back. 
They learn that orders which 
come in frequent bits and drib- 


bles can build up over the year 
into plenty of business. And part- 
ly it may be a matter of pride. 
There’s a challenge in working 
with a company where buying is 
never routine. 

To understand why, you have 
to understand something of the 
special machine tool business. 
Natco builds drilling, boring, tap- 
ping and facing machines for 
metalworking plants. Each of 
these is built to a specific order. 


P. G, Nolte, purchasing agent of National Automatic Tool Co., Inc. studies 
a blueprint. From it he will select the vendors to quote on tooling. 


82 


a lime 


Even the so-called “standard” 
machines are standard only in 
major components, and will ‘con- 
tain many modifications to suit 
the customer. Almost everything 
is one of a kind. 

Thus the purchasing function 
differs radically from that of a 
maker of off-the-shelf items. It 
has a lot more in common with 
purchasing for a research labora- 
tory. 


Blueprint Buying 

Sixty per cent of the buying is 
done directly off blueprints. The 
buyer not only has to know how 
to read blueprints; he frequently 
has to read the engineer’s mind as 
well. Even when purchasing 
knows that an order has been 
placed for a standard tool, there’s 
rarely an opportunity to get the 
jump on the engineering depart- 
ment. Vendors can’t even be 
called in for estimates until the 
prints come down. The device the 
engineers thought they would 
need on Monday may have turned 
into something entirely different 
by Wednesday when the draw- 
ings begin to take shape. 

So, there’s seldom enough time. 
A purchasing department rule 
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says that no order will be held 
more than 24 hours. But few are 
ever held that long, even when it 
means an across-the-country hunt 
to find a supplier. 

In the ideal situation purchas- 
ing gets 30 days procurement lead 
time. But all too often, buying 
has to be done for immediate de- 
livery. 

Every means—train, bus, plane, 
truck, mail, company car—is 
used to get parts into the shop on 
time. Nobody is trying to be 
funny when an order gets stamped 
“Very Rush”, or at the height of 
crisis, “Emergency!” On more 
than one occasion, schedules have 
been so tight that key parts have 
had to be shipped directly to a 
customer’s plant to meet the in- 
complete machine when it arrives. 


Across-the-Board Responsibility 
The man who places the order 
is responsible for it from the 
time it is placed until it arrives 
in the shop and is in running 
order. So, in addition to making 
purchases, buyers have to be ex- 
pediters, as well as experts in in- 
spection and judgment of parts 
that have to be rejected or sal- 
vaged because of the time element 
involved. Purchasing gets charged 
(against its operating budget) for 
labor and delays resulting from 
parts that fail to meet the speci- 
fications or prove defective. 

When things go smoothly it may 
be good luck, but in purchasing, 
the lucky people are usually 
those who know their jobs. The 
three-men in the purchasing de- 
partment are fortunate in this re- 
spect. They share 81 years of pur- 
chasing experience among them. 

This wide experience certainly 
plays an important part in keep- 
ing costs down. Actually, each 
order averages only $6.50 in over- 
head (clerical work, handling, 
postage, phone calls, etc.). 

It would be a lot more if the 
faithful salesmen didn’t keep 
calling. Each salesman is seen by 
at least one of the three execu- 
tives in purchasing. The sales- 
man is an important man: An es- 
sential factor in Natco’s ability to 
compete in the machine tool busi- 
ness. He does much more than 
expedite purchases. He brings 
news of business conditions, of 
new products and processes, and 
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R. D. Garrett, buyer, checks a casting dimension. Most of Natco’s castings 
are special, of intricate design and are purchased in quantities of one, two 


or three. 


of additional sources of supply. 

He deserves courteous and fair 
treatment, and if there’s no sale, 
he deserves an explanation of 
why his product is not suitable. 
Then, when he leaves, even if he 
carries an order for only one 
screw in his briefcase (and it has 
happened), he becomes another 
ambassador for the company. 

When a purchasing department 
buys 30,000 items ranging from 
one or two ounces to 16,000 Ibs. 
apiece, and buys them a few at a 
time, it pays to take advantage of 
even the smallest price breaks. A 
typical order might be upped 
from five items to six to catch a 
price break on the half-dozen. 
Salesmen perform an important 
service in pointing out savings at 
all levels. 

Although it sounds like a nickel 
and dime business, the salesmen 
who have the stamina to keep 
coming back know there are prof- 


its to be made from it. For in- 
stance, last year Natco bought $1 
million worth of gray iron cast- 
ings alone, 70 per cent of them 
from blueprints, and virtually no 
two alike. The company also buys 
the tools that will be used with 
each machine, so that when it is 
installed in the customer’s plant, 
it will be ready for work. Ninety 
per cent of these tools are spe- 
cial and purchased to blueprint. 

Probably no student of pur- 
chasing would ever recommend a 
similar system; but it’s one of the 
facts of life in the special machine 
tool business. The system can be 
kept from getting out of hand 
through long buying experience, 
meticulous attention to detail, a 
bird-dog nose for scenting out 
new sources of supply, and a firm 
conviction that a hard-working 
salesman is a purchasing agent’s 
best friend. 
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Expediting—the Professional Way 


Many P.A.’s regard expediting as a minor offshoot of their 
buying jobs. But proper expediting can often mean the dif- 
ference between on-time production and costly shutdowns. 
Here’s a complete analysis by an expert of how, when, and 
why expediting works. 


By Walter J. Brooking 


Tue TERM expedite is used 
frequently—and often used loose- 
ly. It implies following something 
through to completion and hurry- 
ing it by special attention. 

However, expediting, as it ap- 
plies to the functions of the pur- 
chasing department, should be 
more clearly defined. The defini- 
tion should encompass who does 
the expediting, when it is done, 
and how it is done, 


A Good Definition 


Here is a concise, yet applica- 
ble, definition of expediting: a 
persuasive effort to obtain de- 
livery of goods or services earlier 
than the supplier’s normal deliv- 
ery date. This definition includes 
a number of situations which 
arise in the administration of ex- 
pediting in a purchasing depart- 
ment, It also excludes, by in- 
ference, many other occasions. 

These are some typical situ- 
ations that call for expediting: 
(1) When there is a special rea- 

son for hurrying construction 
of facilities. 

(2) When it is necessary to ac- 
celerate deliveries in order to 
meet an expanding produc- 
tion schedule which is grow- 
ing faster than had been 
originally planned. 

When special effort is re- 
quired to obtain delivery as 
a result of an unexpected 


Mr. Brooking is assistant director of purchasing of 
Foote Mineral Company, Philadelphia, Pa. He has 
written numerous articles on purchasing for 


84 


~~ 


To hasten the completion of these 40-foot-thick tanks, expediting 
was required on two fronts—the tanks themselves and the founda- 
tions. Vigorous expediting resulted in delivery six months ahead 


of the originally scheduled date. 


change or delay in the sup- 
plier’s schedule. 

(4) When extra effort is needed 
because a general supply sit- 
uation becomes unusually 
tight. 

Not Routine Follow-Up 

The term expediting should not 
be applied to the routine follow- 
up of regularly planned produc- 
tion. This requires merely a rather 
routine clerical approach. Regu- 
lar routine follow-up of purchase 
orders can be kept simple if the 
following conditions—inherent in 

a well run purchasing program— 

are followed: 

(1) Orders are placed according 
to well laid plans. 

(2) Vendors are reliable. 

(3) Proper lead time and deliv- 


ery arrangements are spec- 
ified. 
(4) Products are satisfactory. 

If these conditions are met, only 
a minimum of routine follow-up 
should be necessary. Little or 
none of the nagging and frenzied 
efforts to insure delivery will be 
needed. 

Real expediting is a selling job. 
If it is important enough to at- 
tempt to persuade a supplier to 
speed up his services or product, 
then it is important enough to put 
a man of maturity, stature, and 
understanding on the job rather 
than a clerk. 


Preparations For Expediting 
When it becomes evident that 
an item or service needs to be 
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expedited, the man who will ac- 
tually do the work must thor- 
oughly prepare himself before he 
contacts the supplier. He must 
know the details and history of 
the order including the answers to 
these questions: 

(1) What is the order number, 
when was the order placed, 
exactly what items did it 
cover when was it promised, 
and who was the salesman or 
contact in the supplier’s or- 
ganization? 

Were the specifications clear 
and complete? 

Were there services (such as 
engineering drawings or spec- 
ifications’ that needed ap- 
prova: before fabrication 
could start? If so, what is the 
status of them? 

(4) Are there any special mate- 
rials involved? 

(5) How is the item or service 
to be made or performed. 

(6) Does the vendor buy part of 
the product or is all the proc- 
essing done by his own or- 
ganization? 

(7) Where is the supplier’s plant? 
Is it at a different location 
from the sales office? If engi- 
neering is involved, is the en- 
gineering done at the fabricat- 
ing plant or at the sales 
office? 

With this information already 
collected, the expediter can ask 
the supplier questions that have 
meaning. The solution of the real 
problem of speeding the delivery 
may then be approached quickly. 


Who to Contact? 


When the expeditor is thor- 
oughly prepared and begins his 
contact with the supplier, he 
should start with the salesman 
who took the order and learn 
what still has to be done. If it is 
engineering work, he shoud diplo- 
matically ask to see the chief 
engineer, If it is fabrication, he 
should find out where the work 
is being done, by whom, and the 
name of the man to contact, This 
information is usually easily avail- 
able, if requested with a forth- 
right explanation of why it is im- 
portant that the delivery be 
speeded up. 

How the contact is made is dic- 
tated by the degree of importance 
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Preparation Before Expediting 


A good expediter should be well-prepared with certain basic 
facts before he goes to work on a particular job. This back- 
ground information should include: 

(1) The order number, when the order was placed, the 
items it covers, when it was promised, and name of salesman 
or contact in the supplier’s organization. 

(2) Were the specifications clear and complete? 

(3) Were there services (such as engineering drawings or 
specifications) that needed approval before fabrication could 
start? If so, what is their status? 

(4) Are there any special materials involved? 

(5) How is the item to be made or the service performed? 

(6) Does the vendor buy part of the product or is all the 
processing done by his own organization? 

(7) Where is the supplier’s plant? Is it at a different loca- 
tion from the sales office? If engineering is involved, is the 
engineering done at the fabricating plant or the sales office? 








and the distance to the supplier. 
A telegram carries more of an air 
of urgency than a letter; a tele- 
phone call provides greater per- 
sonal contact and a better oppor- 
tunity for salesmanship. If the 
material is of sufficient importance 
and geographical limitations allow 
it, a personal call to the supplier 
in his office or plant is the most 
impressive technique and usually 
the most productive. 

The personal call demonstrates 
your interest and the importance 
you attach to the goods. It con- 
fronts the supplier with prima- 
facie evidence of your concern. By 
calling on him you take your 
problem out of the realm of the 
usual hurry up telephone call and 
give your request an air of ur- 
gency. You also get a personal 
impression of the supplier’s at- 
titude, and a more complete pic- 
ture of the status of the order. 


The Expeditor's Attitude 


The attitude shown by the ex- 
peditor in his contacts with the 
supplier is probably the most im- 
portant single element in the fol- 
low-up process, He must approach 
the vendor with an air of urgency 
and the hope that the supplier 
can do something extraordinary. 
He must, however, also exhibit 
an attitude of reasonableness 
about a joint problem requiring 


the cooperative effort of both 
parties. 

The experienced expeditor 
knows that he will defeat his own 
purpose if he openly criticizes 
mistakes made by the supplier’s 
organization. If there have been 
delays, mistakes, or unexpected 
conditions in the supplier’s or- 
ganization, a conscientious repre- 
sentative will be aware of it with- 
out the expeditor’s criticism. He 
probably will work more con- 
structively towards solving the 
problem if short-comings are not 
dwelt upon. 

Emotional “table pounding” and 
verbal thumping of a supplier in 
an expediting situation should be 
employed only as a last resort. 
These maneuvers usually antag- 
onize the supplier and serve no 
useful purpose. Such tactics may 
be colorful in creating the concept 
of the hard-hearted expeditor, 
but in actual practice they are a 
waste of time and money. 


The Starting Point 


The expeditor should start with 
his contact in the supplier’s or- 
ganization. He should learn the 
status of the order on that par- 
ticular day, and forget past mis- 
takes. He should concentrate all 
his efforts on speeding the ship- 
ment until delivery is finally 
made. (turn page) 
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Expediting saved six to eight months in the construction of this 
mining equipment maintenance shop. A steel supplier’s willingness 
to cooperate after a personal visit by an expediter was the key 


factor. 


The expeditor should tell the 
production manager, plant super- 
intendent or chief engineer of the 
supplier’s organization exactly 
what the problem is. Once he 
knows that, he will probably be 
able to give greater assistance in 
working out a solution. 


The Right Man 


If the expeditor can personally 

meet the man responsibile for 
‘ producing the item, he can usually 

quickly discover the exact status 
of the order. He can show his 
good faith by trying to help the 
supplier in these ways: 

(1) Offering to help locate mate- 
rials, to expedite and coop- 
erate (if feasible) in making 
substitutions, 

(2) Analyzing the supplier’s pro- 
duction problem, always with 
an eye to the possibility of 
overtime work. 

It must always be remembered 
that the supplier has other cus- 
tomers to whom he has responsi- 
bilities. He cannot rush one order 
if it will put him in a position of 
jeopardizing his position with 
other customers. 


Discussing the Details 


During this discussion of the 
details of the order the expeditor 
checks these points: 

(1) Is some of the work sub-con- 
tracted? 

(2) Is some particular machine or 
facility the potential bottle- 
neck? 

(3) What is the present schedule 
and how might it be re-ar- 
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ranged? 

Afte: this initial contact and 
survey, the expeditor should not 
camp on the supplier’s doorstep. 
If the supplier is responsible he 
will welcome your suggestions, 
but will want to handle his own 
work. 

The expeditor should convince 
the supplier of his willingness to 
come at any time to help out. 
Usually, however, the follow-up 
can be handled by telephone. 


Prompt Processing 


Expediting should begin as soon 
as there is evidence that the sup- 
plier’s delivery date must be bet- 
tered. Sometimes this happens 
even before the order is placed. 
Often it is desirable to attempt to 
accelerate the delivery or to pay 
particular attention that the ac- 
celerated delivery promise is met. 
Attention should be given early 
to expediting in order to insure 
prompt processing of the order 
through the supplier’s sales office, 
engineering office, and production 
facilities. 

The feeling of urgency should 
start when the order is placed. 
Often a telegraphed order num- 
ber and brief description, followed 
by a confirming order, is the 
fastest way to get it through the 
sales organization of the supplier. 


Expediting Shipments 


Expediting should continue 
while the product is processed 
through the supplier’s plant. Care- 
ful study should be given to ship- 
ping arrangements. There is little 


satisfaction in expediting an item 
to the hilt, having it ready to ship 
on Friday, and letting it remain 
in the plant over the weekend 
while waiting for dispatch by 
some transportation agency. There 
is even less satisfaction in hurry- 
ing it and having the unit put into 
a mixed carload of items, thereby 
having it take several days longer 
to arrive than would be the case 
with a more rapid type of trans- 
portation. 

When expediting is justified, the 
difference in receiving the item 
several days ahead of time fre- 
quently far outweighs the extra 
cost of shipping by a faster meth- 
od of transportation. All of these 
methods should be explored care- 
fully before the item is ready to 
be shipped. Once it is shipped, the 
supplier should be instructed to 
wire the carrier’s waybill, name, 
truck or car number, and other 
pertinent data so that the move- 
ment of the carrier can be ex- 
pedited. 

Meticulous care should be taken 
to quickly expedite all matters 
within the buyer’s organization. 
Nothing causes a supplier’s in- 
terest to fade faster than unrea- 
sonable slowness by the purchas- 
ing department in approving 
prints, supplying engineering data, 
or responding to important ques- 
tions. 


Case History 


Here’s an example of the effec- 
tiveness of this approach to an ex- 
pediting job: a large piece of 
processing machinery was pur- 
chased for an expansion of pro- 
duction facilities at an Eastern 
plant. The supplier, whose factory 
is located in Utah, promised de- 


_ livery in 18 months. Shortly after 


placing the order, it became evi- 
dent that if the expansion could 
be completed within a year, the 
six months of additional produc- 
tion would have a economic re- 
turn high enough to justify the 
expediting efforts. 

The expeditor prepared himself 
on the subject and arranged ap- 
pointment with the president of 
the supplier’s organization at the 
supplier’s plant in Utah. The ex- 
peditor stressed the urgency of 
the situation explaining that he 

(Please turn to page 172) 
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A Simple Way to Control 
Blanket Order Paperwork 


One of the problems with any blanket order program 
is maintaining cor*rol without creating excessive 


paperwork. Here’s the way one purchasing depart- 


ment cut paperwork 50% by using blanket orders 


and yet purchasing has more control than ever. It’s 


a simple low-cost system that can be used by almost 


any purchasing department. 


By H. P. Waldron and F. J. Tompkins 


Editor's Note: There’s nothing new about blanket orders 
—which is what this article is about. What makes this story 
of interest is that it describes in detail how a General Electric 
plant efficiently handles the paperwork in its blanket order 
program. For the P.A. who may be somewhat less than satis- 
fied with his current method of handling blanket orders, there 
are some valuable tips. And for the purchasing executive 
who doesn’t use blanket orders but is thinking about it, the 
article describes how G.E. started its program and how its 


paying off. 


Arter A thoughtful look at 
our purchasing operation, it was 
clear to us that there just was too 
much paperwork. It was taking 
too much time, costing too much 
money. A thorough analysis of the 
purchasing cycle showed that the 
best way for us to streamline our 
operation was to buy on a blanket- 
order basis. 

As a result of this switch, we, 


Both Mr. Waldron and Mr. Tompkins are with the 
General Electric Company's Capacitor Department, 
Hudson Felis, N.Y. Mr. Waldron is purchasing 
agent while Mr. Tompkins is product l 
analyst. 


control 
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(Capacitor Department, General 
Electric Co., Hudson Falls, N.Y.) 
have reduced paperwork 50%. 
Control, accuracy and efficiency 
have all been improved. 

Before we adopted blanket or- 
ders for both production and non- 
production items, all orders re- 
quired six separate steps. This was 
true evon with repetitive items. 
Basically, here’s the way our rou- 
tine purchases were handled. 

(1) In the production office, 
variable information such as quan- 
tity and date required and con- 


stant information were recorded 
on a travel order card. 

(2) A copy of the travel order 
card was sent to purchasing. 

(3) Purchasing rewrote the in- 
formation on a purchase order. 

(4) Two copies of the purchase 
order were forwarded to the ven- 
dor, who retained one copy, and 
returned the other to General 
Electric as an acknowlegment. 

(5) One copy of the order was 
sent to production for its records. 

(6) Four copies of the order 
were sent to receiving. 

When the material arrived, the 
receiving clerk used one copy as a 
transportation ticket to move the 
material through inspection and 
into stock. The second copy was 
sent to production as an “arrival 
notice”; the third was sent to ac- 
counts payable, and the fourth to 
purchasing to close out the order. 

Each of these steps was per- 
formed by a different person in 
a different place. 


Switch to Blanket Order 
By switching from this cumber- 
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Fig. L. This pre-printed form helps 
keep shipping release paperwork to 
a minimum. 


Fig. I. Vendors’ packing slips are 
specially designed to permit them 
to be used as receiving reports. 


some system to blanket orders, we 
streamlined our paperwork dras- 
tically. There was very little cost 
involved in making the change 
and it’s the kind of system that 
will fit any purchasing operation. 
Here’s how it works. 

First, vendors are requested to 
quote on specific repetitive items. 
Vendor selection is made on the 
basis of competitive quotes, qual- 
ity, service and reliability. 

Conditions and terms are work- 
ed out to the mutual satisfaction 
of both vendor and purchaser. A 
contract (purchase order) is is- 
sued listing the agreements, speci- 
fication, price, etc. After the ac- 
knowledgment is received from 
the vendor, the blanket order goes 
into effect. The right source, right 
quality and right price are estab- 
lished. All that remains is to get 
the right quantity at the right 
time. 

Requests for purchase are re- 
ceived in purchasing from the 
various production sections on 
travel order cards. These cards 
have repetitive information al- 
ready filled in to save time for the 
production clerk. The buyer re- 
views the requirements, and re- 
leases the order to the selected 
vendor in one of two ways: 

(1) The release may be sent by 
TWX teletype directly to the ven- 
dor. The single TWX copy be- 
comes purchasing’s record. 

(2) Or the release may be 
mailed to the vendor on prepared 
forms (See Fig. I). This form has 
all constant information pre- 
printed on it. Only the variable 
information (quantity and deliv- 
ery requirements) is added. No 
other paperwork is required. 
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The vendor meets the delivery 
date specified, and sends three 
copies of special serially-num- 
bered G. E. packing slip with each 
shipment. 

The packing slips (See Fig. Il) 
are used as receiving reports. 
The receiving clerk checks the 
material received against the 
packing slip, adds whatever in- 
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formation may be needed, i.e., pro- 
number and charges and distrib- 
utes the packing slip as a receiv- 
ing report. One copy goes to the 
production office as an “arrival 
notice’, another goes to purchas- 
ing. The third copy goes with the 
material as a “move” ticket to 
send the material through inspec- 
tion and on to the stockroom. 
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This chart graphically illustrates the flow of paperwork involved in blanket 
orders via mail service. Similar procedures are followed \, .en TWX is used 


to inform the vendor. 
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pected the startling benefits 


showed that: 


from three to one. 
@ There was a 50% 


was lowered from three to two. 





What's the Payoff on Blanket Orders? 


General Electric’s Capacitor Department realized that switch- 
ing to a blanket order procurement system was the answer to 
its previously unwieldy buying procedure. But they hardly ex- 


that were actually achieved. 


Careful study of the results of switching to blanket orders 


@ Purchasing paperwork was cut 50%. Typing time was 
also cut in half and the number of order typists was reduced 
from three full-time girls to one part-time typist. 

@ Expediting was cut 70%; number of expeditors was cut 


reduction in incoming invoices. In- 
voice checking became a part-time job. 
@ Clerical work in receiving was slashed 30%. Receiving 








With blanket orders there is no 
need for receiving to keep any 
files. Nor does the receiving clerk 
have to prepare extra receiving 
reports for partial shipments. 


Bypass Receiving 


Because receiving records are 
eliminated, it is not even necessary 
to have all material go through re- 
ceiving. Instead, many items are 
delivered directly to stock where 
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the clerk forwards the packing 
slips to purchasing and produc- 
tion. 

The same vendor may make as 
many as three shipments per 
week. He issues only one invoice 
per month, itemizing the ship- 
ments by packing slip number, 
quantity and date. Once a month, 
purchasing matches this invoice 
with copies of the packing slips. 
After being checked out, both in- 
voice and packing slips are for- 


warded to accounts payable for 
payment. By eliminating incom- 
ing invoices for each shipment, 
incoming as well as outgoing pap- 
erwork is greatly reduced. 

The vendor assumes full re- 
sponsibility for meeting the de- 
livery date specified on the re- 
lease. If he is unable to meet a 
specified date, he notifies purchas- 
ing per agreement, and a new date 
is worked out with production be- 
fore the original due date is 
reached. As a result, expediting 
is markedly reduced, and the ven- 
dor’s shipping promises are more 
reliable. 

Non-production items and shop 
supplies are handled in the same 
manner as production items, ex- 
cept that the request for mate- 
rial form that comes from the 
originator is mailed to the vendor 
by purchasing (or telephoned in 
a rush situation) without any typ- 
ing operation. The vendor re- 
turns the Request for Material 
form to the originator via pur- 
chasing, supplies the item or items 
along with the three copies of 
the packing slip to serve as re- 
ceiving reports.* (The purchasing 
copy of the P.O. is priced.) Once 
a month the vendor sends an 
itemized invoice to purchasing. It 
is understood that the supplier 
will always be competitive and 
periodic audits are made by pur- 
chasing to make certain they are 
getting the best prices available. 

This simplified purchasing pro- 
cedure has resulted in faster, more 
efficient and less costly order 
processing. It also gives purchas- 
ing more complete control. Ven- 
dors, too, benefit from reduced 
paperwork and are unanimous in 
their praise of blanket orders 
when they are handled this way. 
In fact some vendors are trying 
to interest other General Electric 
Departments in adopting the sys- 
tem. 

Several suppliers have installed 
TWX and are very satisfied with 
the results. As for ourselves we 
have found that TWX gets our 
order to the vendor faster than 
telephone. In addition, it gives 
both us and the vendor a record 
including the confirmation and al- 
lows purchasing personnel more 
time for other jobs. It is also less 
expensive than telephone. 
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One Buying Department 


Saves for Ten Plants 


Another case where a company found that the solution 
to its multi-plant purchasing operation was centralization. 
Have one central-buying department save time, money 
and manpower. 


By Leonard Sloane 


Lr YOU WERE the purchasing 
director of a diversified, multi- 
plant company that bought around 
$25 million worth of material an- 
nually, how would you set up 
your organization? 

Many P.A.’s might feel that a 
decentralized approach would be 
best, with each plant purchasing 
agent responsible for his own buy- 
ing. Others might support a cen- 
tralized operation, with some lim- 
ited authority for buyers at the 
individual plants. 

However, Frank J. Jakes, di- 
rector of purchases for Sun Chem- 
ical Company, makes use of a sys- 
tem that takes advantage of what 
he calls his “clinical group.” All 
purchasing for Sun’s plants within 
a 200 mile radius of the corporate 
headquarters in New York is done 
by Jakes and his four P.A.’s None 
of the ten plants have any pur- 
chasing agents or buyers. 


Buying Specialists 


Jakes feels that centralization 
has many advantages for his 
company (a major producer of 
graphic arts materials, chemicals, 
paints and finishes). One of the 
obvious benefits of centralized pur- 
chasing is that it makes it possible 
to cash in on volume discounts. In 
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addition, Jakes has been able to 
staff his department with com- 
modity specialists who really 
know their business. He’s also 
able to get along with fewer 
people than would be the case 
if he had to have a buyer at each 
plant who in many cases would be 
duplicating the work of the head- 
quarters’ staff. 

The company issues from 36,000 
to 40,000 purchase orders a year 
for over 3,000 separate items. Req- 
uisitions from the plants clear 
through Jakes’ 13-man depart- 
ment. This makes it possible for 
him to keep tabs on everything 
purchased by Sun’s plants. 

To assist his buyers—along with 
executives in production, engi- 
neering, and other departments— 
Jakes periodically issues two bul- 
letins. The first is a raw material 
bulletin, designed to provide up- 
to-the-minute information about 
the materials purchased by Sun. 
It’s based on Jakes’ knowledge of 
market conditions and the ex- 
perience he’s gained from 35-years 
in the chemical industry. 


Price Changes 


The other bulletin is a monthly 
price change list. Changes are 
listed by the code number set up 


for each class of items purchases. 
The list tells how much the price 
of each item is expected to go up 
or down and alerts buyers and 
requisitioners to impending price 
hikes. 

Jakes is personally responsible 
for all long-term contracts with 
vendors. These are generally nego- 
tiated for one year, with quarterly 
protection provided. The buyers, 
each a specialist, handle products 
in these general fields: one man 
for colors, solvents, and oils; one 
man for resins, waxes, and chem- 
icals; one man for containers, lab- 
oratory supplies, and special proj- 
ects; and one man (a trainee) for 
printing and miscellaneous equip- 
ment. 


Inventory Clerks 


Does Jakes find it inconvenient 
not to have purchasing agents at 
the plants? Not at all. “The plants 
are all close enough to process 
their requisitions through us and 
get good service,” says Jakes. 
“Naturally we need P.A.’s at our 
Chicago and San Francisco plants. 
But for the rest of our operations, 
all the purchasing can be done 
right here at headquarters. When- 
ever it’s necessary for the P.A.’s 
to visit the plants, they do so.” 
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One reason trips to the plants 
can be held to a minimum is the 
fact that there are inventory 
clerks at each location. These 
clerks receive copies of the re- 
ceiving reports and handle all 
normal expediting with suppliers. 
They are also permitted to ad- 
vance the date of delivery or push 
it back one week. However, they 
cannot increase or decrease the 
amount to be purchased—this can 
only be done by the P.A.’s at head- 
quarters. 

Whenever Sun makes an acqui- 
sition of a company within 200 
miles of New York, Jakes has a 
regular procedure for integrating 
the purchasing personnel into his 
cverall operation, For some time, 
the purchasing department of the 
acquired company is unchanged. 
P.A.’s from headquarters maintain 
constant liaison with the new de- 
partment and are available for 
consultation and aid. 

After the new company is firmly 
implanted as a member of the Sun 
family, the actual purchasing op- 
eration is moved to corporate 
headquarters. 

Jakes, who has been blind since 
1940, has a fantastic memory for 
detail. This is especially impor- 
tant in the chemical industry, with 
its host of specifications, prices, 
and future guarantees that change 
from day to day. Jakes uses the 
association method to keep track 
of the thousands of items he must 
remember. 


Error in the Specs 


He is able to recall most of the 
correspondence, requisitions, and 
purchase orders which are read to 
him daily by his secretary. He al- 
Ways carries a small pad and 
pencil with him to write down 
anything he hears that’s impor- 
tant. He seldom forgets. 

For example, after one reading 
he was able to detect an error in 
the specifications of a resin that 
had been in the producers’ hand- 
book for over a year. According 
to the specs, the solvent was to 
be “xylol plus 5% of butanol.” 
Jakes asked a simple question 
that left the salesman all shook 
up: Did the 5% apply to the sol- 
vent or to the total solution? It 
seems no one had ever asked 
about that in the eight years the 
product had been on the market, 
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IN TEROFPICE CORRPSPONDENCE 


SUN CHEMICAL CORPORATION 


asia F. J. Jakes 


RAY MATERIAL BULLETIN WO. 125 


PRICE ADVANCE STERL CONTAINERS 


The effective date of the price increase has bean postponed 
from September 15 to October 1. This means that the cane 
precautions should be taken for inventory replenishment as 


wae recommended in our Raw Material Bulletin dated September 5. 


Hovever, you will have until next Wednesday to accomplish 
this. It ie important that, should you have received de- 
liveries on or after September 15, either the prices before 
the announced advance apply, or that you receive credit if 
you were invoiced at the higher level. All suppliers have 
announced their intent to be competitive until October 1. 
Hovever, it is still desirable to check any deliveries in 
the second half of this month to be sure that new prices were 
not applied inadvertently. 


PRICB INCREASE ISOPROPYL ALCOHOL 
Bffective October 1 all grades will advance .05 per gallon. 
ETEYL ALCOHOL PRICE INCREASE 
Regular and Anhy@rous Alcohol grades will advance .06 per 
gallon. Special formulations, such as number 40, will 
increase .06 per gallon, effective October 1. 
PRICE ADVANCE CYCLOHEXANOL AWD CYCLOHEXANONE 


Aleo, effective October 1 both of these products will advance 
+02 per pound. 


INVENTORY PRECAUTIONS 





1—Sun’s raw 
material bulletin 
contains current 
data about the 
items brought by 
the company. 
Director of pur- 
chases Jakes 
prepares it for 
his P.A.’s and 
other depart- 
ments in the 
company. 
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and the salesman just didn’t know. 
Jakes is always ready to listen 
to new ideas presented to him by 
salesmen, Since he lost his sight, 
he has felt an obligation to sales- 
men who have kept him informed 
about new products and services. 
Salesmen, too, have a high regard 
for his integrity and fairness. 
His summary of the qualifica- 
tions for a good purchasing agent 


can be stated simply: “Unceasing 
inquisitiveness, eternal doubt, and 
infinite capacity for detail.” And 
his method of operating his de- 
partment? “I always say to myself 
‘How would the boss do it if the 
company was smaller and he 
could do it himself.’” 

Obviously Mr. Jakes tries to 
carry out these principles in his 
day-to-day work. 
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A quick look at some worthwhile 
ideas and suggestions for improv- 


ing your 


purchasing practice, 


developed by purchasing people 
in both industry and government 








The Specifications, Tests and lnypec 
tions Section has imued a new specifica 
tion for Fohage Green Enamel Paint for 
final coating on all bridges and struc 
tures of our State highway system. The 
new formulation was developed after 
conuderable wudy and tows to inure 
minimum low of the original glow and 
color over an extended period of time. 


Our Laboratory has furnished us with 
2 final report an the comparison of stand 
ard fedkeal specifications for varnishes 
with brand name products. The analysis 
shows that varnish of quality equal to 
federal specification costs $5.65 per gal 
lon for brand name products agains 
$2.44 per gallon when purchased direct 
from pant manufacturers. This an 
other example of the tremendous savings 
reahzed in purchasing by competitive 
bidding from prime manufacturing 
source 


The Inspection Section is maintaining 
a constant check om th: aluminum |i 
cense tag stock as it ® recenved at the 
Prison Shop to insure proper quality con 
trol. This section will also participate im 
controlling quality in the production of 
200,000 sets of precoated aluminum hi 
cense plates at the Custo Made Products 
Corporation, Lonoke, Arkansas 


A study « now being made on the 
powubshey of umng paper wipers. instead 
of No. | white wiping cloths in our in 
dustrial shops and motor vehicle inspec 
tion stations. The wiping cloths have 
been causing conmderable trouble because 
of non-umformuity of texture and weight, 
resulting im material losses and high in 
spection costs. If the paper wipers can 
be used, as s done in industry, better une 
tormuty, greater savings and increased ef 
fhevency can be expected. The State High- 
way Department and the Motor Vehicle 
Bureau are now testing the paper wipers 


and we hope to have final informa ion 
by the time our April issue gors to prs 


NEW PRODUCTS — One of the in- 
teresting mew materials to come to our 
attention #5 CURON, 2 flexible foam 
plastic which has many different charac- 
teristics and end uses. Half the weight 
and with twice the tenule and tear 
strength of lates rubber, CURON is an 
tdeal maternal tor institutvonal mattresses 
It w tough and has a great infinity to 
normal acid and alkalai solutions. Addi- 
tionally, it will not support bacterial 
growth. CURON is non-allergenic and 
non-tonc, and has excellent fire retardant 
abilitses. It can also be laundered or dry 
cleaned without advers: effects. 


The Curtis-Wright Corporation is now 
manufacturing CURON for several end 
use products, including matiresses, pul- 
lows, blanket and clothing interlinng 
maternal, carpet cushion, general cushion- 
ing. and a highly decorative, acoustical 
and thermal wall and ceiling covering 
The product is available in 20 pastel 
colors in tle of roll form 


Another interesting application of 
CURON iss its ability to be laminated to 
surface tabrcs for uses such as mattress, 
chair or table pads and place mats. Its 
open mulucellular structure allows it to 
“breathe,” which not only makes it an 
ideal insulation but provides far more 
comfortable cushioning 


CURON is the registered trade name 
for the Curtis-Wright Corporation's syn- 
there foam. 

If more information is desired on this 
new maternal, write to Curon Division, 
Curtiss-Wright Corporation, $0 Rocke- 
feller Plaza, New York 20, N. Y., of if 
you are in New York, visit their perma- 
nent display at 61 West 49th Street. 

A. E. WATOV, Section Chief 








News of 


Purchasing 


Purchasing problems, activities, 
and plans of the Division of Pur- 
chase and Property, State of New 
Jersey, are aired in a monthly 
8-page publication. Charles F. 
Sullivan is director of the divi- 
sion. Deputies John R. Morgan 
and Herman Crystal are associate 
editors of the bulletin, “The Pur- 
chase Panel.” Material is aimed 
at members of the division and 
requisitioning departments, 
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News for 
Newspapermen 


The newly formed National As- 
sociation of Newspaper Purchas- 
ing Executives has lost no time 
in demonstrating their aptitude 
for their employers’ specialty— 
communication. The first edition 
of their new bulletin carries news 
notes, classified advertising (for 
five press units), and the text of 
a talk on newsprint conditions 
and outlook by T. A. Corcoran of 
the Courier-Journal and Louis- 
ville Times. 
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Buying Directory—for Requisitioners 


Purchasing directories for visiting 
vendors are fairly common. But 
Esso Research and Engineering 
Company has come up with one 
designed especially for the people 
who requisition items in the 140- 
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odd general classifications bought 
by the purchasing department 
headed by Harold Shahnazarian. 
(One of the more intriguing 
items: Bombs—Sample.) The at- 
tractive 24-page 434” x 7” booklet 


lists the classifications, gives spe- 
cial instructions on how to re- 
quisition, how to handle local 
cash purchases for urgent re- 
quirements, and a great deal of 
other important information. 
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In buying extruded and 
lathe-cut rubber parts, 
buyers often spend more 
than is necessary be- 
cause they specify toler- 
ances that are tighter 
than what is actually re- 
quired. 


How to Save Money 
| Buying Rubber Parts 


By Alvin O. Wolf 


Won RUBBER compounds 
costing from 10 to 75 cents a 
pound, buying lathe cut or ex- 
truded rubber parts is a tough 
and serious job for any purchas- 
ing agent. 

Unless he knows what he is do- 
ing, he may end up paying a 
premium for parts which meet 
close tolerances when his needs 
can be met with wider tolerances, 
at a reduced cost. 

The buyer of extruded parts 


Mr. Wolf is sales engineer for B.F. Goodrich In- 
dustrial Products Co., Akron, Ohio 


meets with greatest success when 
he is able to furnish his supplier 
an exact, detailed picture of how 
any given part is to be used. With 
all facts at hand as to service con- 
ditions, the supplier then is in a 
position to furnish the right part 
at the right price. 

It is advisible, too, to buy stand- 
ard grades when conditions per- 
mit. When you get into special 
grades and special make-up items, 
costs go up accordingly. 

In many instances, however, 
there is a definite need for spe- 


cial make-up items. Some are ex- 
truded and others are hand built. 
In both cases, it is necessary for 
the supplier to develop special 
compounds, techniques or equip- 
ment. 

The following check list was de- 
veloped by B. F. Goodrich to help 
purchasing agents develop de- 
tailed specifications for practical- 
ly all lathe cut or extruded rub- 
ber parts. Use this list to assure 
yourself of better products at fair 
prices consistent with service re- 
quirements. 





Check list for Purchasing Agents Buying Lathe Cut or Extruded Items — 


What is the function of the part? 
a. Does it turn or is it stationary? 
b. Does it drive something, if so—what speed? : 
c. Does it seal something, if so—where is the seal, ID, 


OD, or edge? 


On what kind of equipment is it used? 


a. Is it for office use? 

b. Is it for industrial use? 
Does it operate in or around Oil? 

a. If it does, what kind? 

b. Is there high temperature? 
Are there any acids involved? 


a. If so, what is the concentration? 
Is there a high temperature involved? 


a. If so, is it intermittent or constant? 


b. Is it dry or liquid? 
Is there abrasion? 
a. If so, is it wet or dry? 


What physicals are needed? 


a. Durameter 


b. Tensile 

ec. Elongation 

d. Compression Set 

e. Is there an ASTM spec involved? 
Must the part be non-marking? 
Is there pressure involved? 


Must OD be concentric? 
a. If so, should the grind be smooth? 
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Advertising Claims: 


How Far Can the Seller Go? 


Purchasing agents are the logical targets 


of a great many sales presentations, prod- 
uct catalogs and advertising messages. It’s 


only natural that a company will try to 
put its best foot forward in describing its 
products but there is a difference between 
“puffing” a product and making a mis- 
statement of fact. Here are the details of 
a number of court decisions relating to 


this problem, 


Iw THE catalog of a wire rope 
manufacturer there were state- 
ments to the effect that the wire 
rope described was “unequaled in 
strength by any other wire rope 
of the same size for the same pur- 
pose. It is a safe rope for hazard- 
ous work and its lasting qualities 
eliminate the frequent changing 
of wornout rope thereby affording 
a great saving. 

“Tn all the years of logging with 
wire rope in every section of 
timber country and under all the 
various conditions [the wire rope] 
has held place as the most thor- 
oughly efficient logging rope man- 
ufactured. It possesses in the 
greatest measure all the essentials 
for this class of service. We con- 
struct the rope to fit the condi- 
tions.” 

Relying on these catalog claims, 
a Pacific lumber company pur- 
chased some of this rope. Within 
sixty days defects appeared. The 
lumber company’s camps had to 
be shut down while the defective 
lines were repaired 


Express Warranty 
From an award of judgment to 
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this lumber company for damages 
the rope manufacturer appealed. 
In upholding the judgment, the 
Supreme Court of the State of 
Washingion said in reference to 
these catalog statements: 

“The agent of the manufacturer 
carried along with him and de- 
livered to the purchaser the man- 
ufacturer’s own printed matter 
containing almost the same guar- 
antees that were made to the pur- 
chaser as to the quality of the 
wire rope and its ability to stand 
use. The affirmations contained in 
the catalog constituted express 
warranties when the purchaser 
had knowledge thereof and acted 
thereon. 

“We consider it immaterial 
whether the guaranty be that 
shown by the statements and 
representations made in the cata- 
log of the manufacturer or those 
made by the salesman. They were 
to all intents and purposes the 
same and induced the purchase.” 


Misstatements of Fact 


Neither instances of this type 
nor the law imposing penalties 
for such violations, are new. In 


By Albert Wocdruff Gray 


New Hampshire, many years ago, 
a steam heating equipment manu- 
facturer issued a pamphlet which 
stated that the company’s boilers 
“.. Should be durable in all con- 
struction and not liable to require 
early repairs.” 

Of the effort of the manufac- 
turer to evade the consequences 
of these misrepresentations in 
their defense to a suit brought 
by a purchaser for breach war- 
ranty, the Maine court said, 

“The representations of the 
manufacturers contained in their 
pamphlet and distributed by their 
authorized agent are as binding 
on them as though orally made by 
them to the purchaser or included 
in their bill of sale, the object of 
the pamphlet being to recommend 
their goods to the favorable con- 
sideration of purchasers.” 

In another instance of this char- 
acter the printed catalog of a 
wagon manufacturer was shown 
to a purchaser in Harrisburg, Va. 
The catalog stated that the wagons 
unequaled in quality and further 
stated: “We warrant our wagons 
to be well made, of good, thor- 
oughly seasoned material and of 
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sufficient strength to carry the 
weight mentioned in our cata- 
logue.” 

After the wagons were pur- 
chased, they were found to be 
not only below the standard out- 
lined in the catalog but inferior 
both in material and workman- 
ship. Claims of the purchaser for 
damages due to the misrepresenta- 
tions in these catalogs were sus- 
tained by the Virginia court. 

“All the wagons were ordered 
upon the representations set out in 
the catalog and in the catalog they 
were expressly warranted to be 
‘well made, of good thoroughly 
seasoned material’ and of sufficient 
strength to carry the weight men- 
tioned in the catalog. It is certain 
that the purchaser was induced by 
it to enter into the contract in 
question and she had a right to 
rely upon it. It is therefore, as 
it purports to be, a warranty.” 

Facts and Opinions 

The St. Louis Post-Dispatch a 
few years ago carried the adver- 
tisement of a hardware store: 
“Sensational Factory Purchase of 
‘Safety First’ Ladders. In de- 
signing our ladders the upper- 
most consideration was safety— 


and that’s exactly what you'll 
find in these splendid ladders. 
Imagine! A combination steplad- 
der and straight ladder. Simply 
raise back section and you have 
a straight ladder. Drop the back 
section and you have a ‘Rid-Jid’ 


reinforced _stepladder. 
strong and durable.” 

Showing this advertisement to 
a clerk a customer asked about 
the strength of the ladder. He was 
assured that the ladder was tested 
for two hundred pounds and that 
“it was very good wood.” He pur- 
chased the ladder. Shortly after- 
wards the ladder collapsed and the 
purchaser was injured in the fall. 

On an appeal by the victim of 
this accident from an adverse 
judgment, the dealer contended 
that these representations, both 
the advertisement and the assur- 
ances of the salesman, were but 
dealer’s talk, In its award of 
damages to the injured buyer the 
Supreme Court of that state said 
of this defense, 

“The seller’s privilege to puff 
his wares, enhance their quality 
and recommend their value, even 


Mighty 
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to the point of exaggeration, is 
unquestionable so long as his 
salesmanship remains in the field 
of dealer’s talk, commendation or 
mere expressions of opinion. Par- 
ticularly do the obligations of 
warranty not apply when the 
seller’s talk is confined to expres- 
sions of opinion and not affirma- 
tions of fact. 

“Also dependent on the circum- 
stances, assertions in hand-bills 
and advertisements as to the qual- 
ity or conditions of chattels may 
not, as a matter of law, be con- 
strued as warranties and certainly 
not if they do not become a part 
of the contract of sale. But the 
seller’s protection lies in the fact 
that his is the choice of language 
and action. 


Restrictions on Language 
“The tendency is to restrict the 
meaning and interpretation of the 
seller’s language, especially as to 
the untruthful puffing of his wares 
and hold ‘positive statements of 

quality affirmations of fact.’” 
Then of this particular adver- 
tisement and its unfortunate con- 
sequences the court continued, 
“But for the affirmation to con- 
constitute a warranty against so 
specific a defect it is not neces- 
sary that the defect be named. 
If there was a specific affirmation 
or representation of fact that the 
ladder was safe or sound, there 
was an express warranty of safety 


or soundness which includes and 
covers the defect of cross-grained 
wood. 

“Here assuming that the words 
‘safety first’ in the headline de- 
scribing the factory purchased lad- 
ders, were merely a trade name 
and ignoring them, the next sen- 
tence says, ‘In designing our lad- 
ders the prime consideration was 
safety—and that’s exactly what 
you'll find in these splendid lad- 
ders! 

“I describing the specific lad- 
der the advertisement concluded, 
‘A Rid-Jid Reinforced Stepladder. 
Mighty Strong and Reliable.’ Con- 
sidering all the circumstances of 
the sale and particularly the 
quoted words, the ladder was sold 
with a positive affirmation of safe- 
ty and soundness, an express war- 
ranty which included the latent 
defect of cross-grained wood.” 

Circumstances somewhat sim- 
ilar were involved a few years be- 
fore in an action in a federal court 
in Pennsylvania. Printed adver- 
tising material had been delivered 
by a manufacturer to a dealer, 
implemented to the stimulation of 
sales of heating equipment. 


Sales Puffing 
Of a new heating regulator it 
was asserted in this pamphlet that 
its exclusive features placed it 
“far beyond competitive devices 
in quality of manufacture, depend- 
ability and precision of opera- 


"YOUR CATALOG SAYS 
YOUR LADDER WAS TESTED FOR 200 POUNDS. 
\'M A 97-POUND WEAKLING." 


"THAT STUFF ABOUT 
A 200-POUND TEST 
WAS JUST DEALER TALK.” 


The courts hold that a seller may exaggerate the merits of his product 
so long as he is dealing in expressions of opinion—not affirmations of 
fact. In most cases when a seller makes a claim dealing with fact, the 
claim in effect becomes a warranty. 
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Get SEE-THROUGH, SAFETY and SAVINGS by installing 
PLEXIGLAS® acrylic plastic glazing in plant doors, windows, 
skylights and partitions. It resists twisting, shock and 
vibration. Withstands chemicals and weather, installs easily. 
Look for the name of your nearest authorized dealer under 
PLEXIGLAS in the Plastics section of telephone directories 
in major cities. 

In Canada: Rohm & Haas Co. of Canada, Lid., West Hill 

Crystal Glass & Plastics, Ltd., Toronto 


PP} Chemicals for Industry 
ROHM £ HAAS 
— COMPANY 
j WASHINGTON SQUARE, PHILADELPHIA 5, PA. 





See how PLEXIGLAS “gives” under the force of a blow! 


CALL YOUR AUTHORIZED PLEXIGLAS DEALER 


PROMPT DELIVERY * TECHNICAL ADVICE © FULL RANGE OF SIZES AND COLORS 
For More Information Write No. 203 on Inquiry Card—Page 32 
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tion” and that in it there was the 
“same mechanical dependability 
that distinguishes all other prod- 
ucts bearing the G. E. monogram.” 

Contending that these advertise- 
ments were statements of fact, 
a purchaser sued both the dealer 
and the manufacturer, recovered 
a judgment against the manufac- 
turer which was promptly re- 
versed on appeal. 

“A careful examination of the 
matter contained in the advertis- 
ing broadside does not in my 
judgment disclose any statement 
of fact upon which an action for 
deceit can be founded,” said the 
appellate court, “It is elementary 
that mere commendatory state- 
ments called ‘dealer’s talk’ or 
‘trade talk’ are not actionable be- 
cause these are generally regard- 
ed as mere expressions of opinion 
not likely to be over strongly re- 
lied upon, especially where the 
parties deal upon equal terms. 

“Of course the dealer’s immun- 
ity from responsibility for such 
statements is not absolute and a 
number of recent decisions seem 
to go to a considerable distance 
in cutting it down. The limits of 
such immunity are not sharply 
defined and whether in any given 
case a misrepresentation is or is 
not actionable must depend upon 
the particular circumstances in- 
volved.” 


Don't Believe It 

An advertisement for a vacuum 
cleaner stated that it was abso- 
lutely perfect in even the smallest 
detail, a necessity which everyone 
could afford, so simple a child of 
six could use it, the only sanitary 
portable cleaner on the market 
and that perfect satisfaction would 
result from its use. 

In a suit brought by a purchaser 
it was maintained that these state- 
ments were fraudulent representa- 
tions. Characterizing such sales 
talk the federal court said: 

“There are some kinds of talk 
which no sensible man takes seri- 
ously and if he does he suffers 
from his credulity. If we were all 
scrupulously honest it would not 
be so but as it is neither party 
usually believes what the seller 
says about his own opinions and 
each knows it. 

“Such statments like the claims 
of campaign managers before elec- 
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“Let the buyer beware” has been a long-standing doctrine. However, 
more and more, the courts seem to be tending toward the belief that 
the doctrine of “let the seller beware” should be an equally important 


tenet. 


tion, are rather designed to allay 
the suspicion that would attend 
their absence than to be under- 
stood as having any real rela- 
tion to objective truth.” 

In a Cleveland, Ohio newspaper 
a motor truck dealer’s advertise- 
ment read: 

“Used Truck Bulletin, Do you 
know that a high grade used truck 
rebuilt and renewed is a better 
buy and of more substantial value 
than a cheap new truck? A rebuilt 
Packard is practically a new truck 
as far as wearing qualities and 
operating efficiency is concerned. 
A rebuilt Packard carries the 
same warranty as a new truck.” 

As a result of this ad, a buyer 
paid $4200 for a five-ton rebuilt 
truck. A few months and he had 
spent a thousand dollars in re- 
pairs and sued the sales company 
on the guarantee he claimed was 
represented in the advertisement. 

The Ohio Supreme Court held 
that the buyer was entitled to re- 
cover. “When a man buys a 
horse,” asserted that court, “he 
hardly needs a warranty that it 


is a horse or that it is not a mule 
or a camel, It may be urged that 
this is a substantial modification 
of the old doctrine—let the buyer 
beware. Is it not high time how- 
ever, that that doctrine should be 
somewhat modified, at least that it 
should have no higher place in 
business life than the doctrine— 
let the seller beware. 

“There is entirely too much dis- 
regard of law and truth in the 
business and social and political 
world today. I am using this term 
in its broad sense. Constitutions, 
sound legal and ethical principles 
are becoming little more than 
mere scraps of paper not only. 
between individuals but among 
states and nations. 

“Tt is time to hold men to their 
primary engagements to tell the 
truth and observe the law of 
honesty and fair dealing. Such a‘ 
change, in my judgment, would 
not be so much in the line of 
revolution as in the line of rea- 
sonable reform, Honest men need 
not fear it, Dishonest men should 
be kept in fear of it.” 
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Now...from Durkee-Atwood 


DA 358 


V-BELTS 


Introducing the entirely new 
V-Belt concept for compact, 
Plus-Power Drives 


From Durkee-Atwood, pioneer manufacturer of 
high quality V-Belts for industry, comes the great 
new “DA 358” V-Belt, opening up completely new 
opportunities for highly compact, economical multi- 
ple V-Belt drives. ““DA 358” V-Belts are engineered for 
unprecedented power transmission as compared with 
conventional V-Belts . . . with the ability to transmit 
more horsepower in a given area, at less cost, and 
with fewer belts, smaller, lighter sheaves and shorter 
center distances. They are manufactured with the 
quality and precision for which Durkee-Atwood is 
famous—quality which we invite you to test. Manu- 
factured in 3V, 5V and 8V sizes. 


SPECIAL: Durkee-Atwood’s new ‘‘Red 
Shield’”’ V-Belts now have a horsepower rating 40 
per cent higher than former Standard V-Belts— 
part of a major V-Belt upgrading program for 
improved drive design. 


We invite you to test DA 358 V-Belt 
against all other V-Belts 


Write on your letterhead giving data, and we will 
forward to you our engineering recommendations. 


Write 


DURKEE -ATWOOD 
COMPANY 


MINNEAPOLIS 13, MINNESOTA 


Look for the | 3 ON your V-Belts 
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Distributor Training Program Really Pays Off 


A NEW concept in distributor 
training has been established by 
Parker-Kalon division of Gen- 
eral Transportation Corporation, 
Clifton, N. J. 

The company—manufacturers 
of self-tapping screws and other 
fasteners—has set up a fastener 
specialist training program. This 
one-week course trains distribu- 
tor salesmen to become specialists 
in selling all types of fasteners to 
purchasing agents. 


Selling Through Distributors 


Parker-Kalon created this new 
program when it found that its 
distributors were losing orders to 
companies that sold directly to 
purchasing agents (P-K sells only 
through _ distributors). Many 
P.A.’s_ for original equipment 
manufacturers felt that they were 
paying extra money to the dis- 
tributors even though Parker- 
Kalon was shipping directly to 
them. 

A two-pronged attack was de- 
vised by president W. T. Ylvi- 
saker to solve this problem. First 
—through a bulk stocking pro- 
gram—commissions for a key nu- 
cleus of 250 distributors were in- 
creased from 10% to as much as 
25%, thereby encouraging them to 
promote sales of Parker-Kalon 
products. The company was able 
to make up the difference through 
increased volume and a sharp re- 


100 


Distributor salesmen who participate in Parker-Kalon’s one-week 
fastener specialist training program learn all the angles of screw 


manufacture. 


duction in the number of small 
orders. 

The second part of the plan was 
the establishment of the training 
program. Key salesmen for P-K 
distributors throughout the coun- 
try come to the company’s head- 
quarters for an intensive course 
in fasteners. About 50 salesmen 
in the five classes that have al- 
ready completed the program 
learned how fasteners are man- 
ufactured, sold, and used. They 
become the specialists in the 
fastener line for their distributors 
when they return. 


Increased Production 


Distributor salesmen who have 
completed the course are able to 


give purchasing executives the 
same kind of service that any 
manufaciurer can, This has re- 
sulted in many more orders—and 
a large increase in Parker-Kalon 
production and sales. 

Complete expenses for the 
training program are paid by 
Parker-Kalon, Distributors pay 
only the transportation costs for 
their salesmen. 

The company has_ received 
many letters from fastener sales- 
men who have discovered in re- 
cent weeks how much the course 
has helped them. Their comments 
about greater acceptance from 
P.A.’s indicate the value that both 
Parker-Kalon and the distributors 
have realized from this program. 
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OVERHEAD 
PRODUCTION 
COSTS COME 
DOWN...YOUR 
PROFITS GO UP 





YALE’S 4 NEW LINES OF 
' MAJOR ECONOMIES IN YOUR 


NEW YALE LIGHTWEIGHT TROLLEY HAND HOIST CUTS COSTS 4 WAYS! 
Economical because it offers up to 95% efficiency—lifts V2 to 12 tons with 
amazing speed for a hand hoist—has shielded bearings prelubricated for 
life—fewer parts to maintain. Synchromatic load break spells extra safety. 
Light aluminum casing provides greater maneuverability. Trolley an effi- 
cient headroom saver of maximum flexibility. For all its lightness, this new 
Yale hoist is durable—depend on it to give year-after-year-after-year service. 





NEW YALE SELECTRON 5-SPEED HOIST CONTROLLER CUTS COSTS 
THROUGH LOW INITIAL INVESTMENT—PREVENTS LOAD DAMAGE. Ex- 
clusive design of- hoist motor and controller combination permits precise 
speed control at cost, unavailable before except with high-cost, elaborate 
systems. 5 independent speed points from creep to high! Assures smooth 
starting of delicate or heavy inertia loads! Gives multi-speed regulation 
where constant or variable loads must be accurately spotted. For hoisting 
or crane operation on Cable King Electric Hoists. 
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LOAD KING HAND HOIST. 
Rugged, lightweight, portable. 
High mechanical efficiency. 
Capacities: V2 to 12 tons. 
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FOR THE MOST ECONOMICAL, 


CABLE KING ELECTRIC HOIST. 
Exclusive air-cooling system 
for continuous heavy duty. 
Capacities: 4 to 15 tons. 


DEPENDABLE AND DURABLE OVERHEAD 


LOAD KING ELECTRIC HOIST, 

wire rope models 4, 2 and 

1 ton capacities. Link chain 

models %, 2, %4, 1 and 
A 1/2 ton capacities. 


HANDLING EQUIPMENT AVAILABLE, 








HOISTS WILL EFFECT 
OVERHEAD OPERATIONS 





NEW YALE LINK CHAIN MIDGET KING ELECTRIC HOIST CUTS COSTS 
THROUGH SPEED! This electric hoist speeds production for only a few 
pennies a day. Flexible, maneuverable link chain lets you reach out for a 
load instead of having to be right over it. Easy-to-operate one-hand grip con- 
trol. Two-brake safety—motor brake for spotting and inching—Weston-type, 
self-actuating load brake acts as lowering speed governor, sets automati- 
cally in event of motor brake failure. Safety limit stops—fracture-resistant 
hooks—lifetime alloy gears—precision ball bearings. Capacities: Ve to 2 tons. 
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NEW YALE AIR HOIST CUTS COSTS BY MINIMIZING HAZARDS! Air-cooled 
motor cannot overheat—explosion-proof—lessens fire hazard. Smooth lifting 
and lowering protects against spillage and property damage. Motor cannot 
burn out. Maintenance minimized by fewer moving parts. Automatic brake 
locks when power is off. The safety and maintenance features of this quiet- 
operation hoist pay off because they're economy features, too! Capacities: 


% to 1 ton—hook or trolley models—roller or link chain—lever pendant or 
pull cord control. 





RAIL KING TRACTOR TROLLEY 
—motor driven. Push-button 
control—puils any type equip- 
ment. Capacities: 1/2 to 3 tons. 


CHOOSE FROM 


MIDGET KING ROLLER CHAIN 
HOIST with 2 brake safety—motor 
brake and load brake. Ye, 4, V2, 
1 and 2 ton capacities. 


PUL-LIFT— portable. Roller- 
chain models % to 15 ton 
capacities—link chain models 
¥% to 3 ton capacities. 


VYALE’S COMPLETE LINE OF ELECTRIC, AIR AND HAND HOISTS, PUL-LIFTS AND TROLLEYS 














A GOOD MAN 
TO KNOW 

.. YOUR 

YALE HOIST 
DISTRIBUTOR 


He carries the finest, most complete line of 
overhead materials handling equipment avail- 
able—the Yale line. 


He is a well-established, responsible business- 
man interested in his community—and your 
overhead production problems. 


You can depend on his knowhow in advising you 
as to the best hoist for the job. 


His men are skilled and trained—often graduate 
engineers. They know hoists and overhead pro- 
duction problems. 


You can depend on him for prompt, efficient 
service. 


You can depend on him for prompt and courte- 
ous attention to your order. 


You can depend on him for prompt delivery. 


And to supply him promptly and keep him ade- 
quately stocked there is the vast Yale field 
organization which maintains 65 conveniently 
located parts depots and 24 repair centers. 





For further information contact your Yale Dis- ® 
tributor (he’s listed in the Yellow Pages) or write YA L z 
to Yale & Towne Mfg. Co., Yale Materials Han- 
dling Div., Philadelphia 15, Pa., Dept. ZH-4-H. 

INDUSTRIAL LIFT TRUCKS 


TRACTOR SHOVELS - HOISTS 


Yale Materials Handling Division, a division of The Yale & Towne Manufacturing Company. 

Manufacturing Plants: Philadelphia, Pa., San Leandro, California, Forrest City, Arkansas. 

Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks + Worksavers + Hand YALE & TOWNE 
Trucks » Warehousers « Industrial Tractor Shovels » Hand, Air and Electric Hoists 














From 1 set 
of die castings Brumberger makes 
geet 2 different products 


MT. VERNON FILES 


If you like to project color transparencies, these two More than that, Brumberger has made full use of 
new automatic Brumberger* 35 mm, low silhouette, Mt. Vernons’ complete four-fold service: coordinated 
slide projectors will dazzle you. They are priced much designing, die making, casting and machining facilities 
lower than other automatic projectors and eliminate all under one roof in 200,000 square feet of manufac- 
the additional expense of slide magazines and extra turing space. 
carrying case. And when you plan to make a better product at 
These are fine examples of keen engineering per- lower cost by resorting to die castings, we can also 
ception, for all the inherent advantages of die casting give you invaluable help. Just call in your nearest 
have been applied with those of metal stampings and Mt. Vernon sales representative for fast service 
plastics to produce competitively priced photographic 
products of outstanding eye appeal and performance. 
As you can see, these aluminum die castings are in- 
tricate. All the necessary slots, channels, pins, gratings, ii iss 
bosses, holes, compartments, handle holes and various nT rT a 
recesses are incorporated into the shells so that simple, wets Hy 3H ope SH TED i 
rapid assembly and minimum finishing operations of i WO: 
the final product result. > & 
Heat from the projection lamp will not warp or ww T Vv £ R WN o MM 
weaken the castings, and correct alignment of the op- bd 
tical system is maintained at all times by the thin but DIE CASTING CORP. 
rigid, lightweight sections. For Brumberger, die cast- 


. TAMFOR NNECTI T 
ing has proved to be a supremely advantageous manu- : oO jallied . nes 
facturing method. 


*Brumberger — Brooklyn, N. Y. 


RESEARCH 
BIRMINGHAM, ALA.: Mr. |. B. Armstrong, Jr., P. 0. Box 2244 QUINCY, MASS.: Mr. Edmund W. Libby, 91 Merrymount Rd. 
SALES BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St. ROCHESTER, WN. Y.: Mr. William Sauers, 101 Briarcliff Rd. 
CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. SKANEATELES, N. Y.: Mr. Jerome J. Theobald, 9 E. Genesee St. 
R IV 
EPRESENTATIVES GUILDERLAND, N. Y.: Mr. David H. King, 75 Willow St. STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 


LUTHERVILLE, MD.: Mr. C. Mcintosh Gordon, Box 55, R.R. No. 1 VALLEY FORGE, PA.: Mr. G. T. McMaster, P.0. Box 115 
PITTSBURGH, PA.: Mr. Andrew W. Anderson, 300 Pasadena Drive So. 
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Automatic feeding and setting with 


RIVETS 4 AT A TIME! Special quadruple riveting unit, incorpo- 
rating two Model “RR” Twin Rivitors, mounted on a special 
welded steel base. Equipped with air-operated hold down 
mechanism and a safety air trip arrangement. Tooled for riveting 
left hand and right hand automotive muffler bracket assemblies. 


SPECIAL TWIN RIVITOR! 
Tooled for 6 station indexing 
fixture, incorporating automatic 
clamping and ejecting mechan- 


isms, for riveting laminated 
armature assemblies. 





T-)_ CLINCHOR adapted to a 
wide range of clinch nut setting 
problems. Gravity Feed model 
shown here. 


You'll realize faster assembly ... reduced labor costs immediately, when 
you use T-J Rivitors and Clinchors for your production line. These 
performance-proved machines are Recaned so do a wide range of assem- 
bly jobs for aircraft, automotive, farm machinery—riveting jobs of a// 
kinds. 

T-} RIVITORS automatically feed and set solid rivets with high 
production. Electrically powered Rivitor sets solid steel rivets up to %” 
long. Throat depths 8” to 36”. 

T-} CLINCHORS set clinch nuts with fully automatic operation, con- 
trolled by a single foot pedal. Available in Underfeed and Gravity Feed 
models, throat depths 8” to 36”. 

Send today for these helpful references: Rivitor bulletins 646 and 555 
...Clinchor bulletin 555. The Tomkins-Johnson Co., Jackson, Mich. 


TOMKINS-JOHNSON 
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Improvements in 


Radial Drills 





Improvements in its one, two, 
and three H.P. precision radial 
crilling machines have been an- 
nounced by I. O. Johansson Co., 
Skokie, Illinois. Rear work plat- 
form has been enlarged to 21% 
in. x 24 in. and is equipped with 
three 42 in. T-slots. Adjustable 
table at front of machine has three 
T-slots and is now available in two 
sizes, 20 in. x 28 in. and 20 in, x 
40 in., ground to an accuracy of 
.004 in. over the entire surface. 
Sliding redial arm can be moved 
to within 5 in. of column or out 
to drill to center of 5 foot circle. 
Upright column is now a one- 
piece casting, and vertical move- 
ment of column permits maximum 
of 53 in. from spindle to working 
surface, minimum of 3% in. New 
control panel consolidates all con- 
trols to left of drilling head, and 
speed ranges now extend from 60 
to 2400 RPM. 

Write No. 19 on Inquiry Card—Page 32 














PuRCHASING 





ONLY MEAD 


OFFERS YOU THIS 
900,000 


Every Mead Bonded Container is guaranteed to equal or exceed the 
specifications set up by Rule 41, Uniform Freight Classification and 

Rule 5, National Motor Freight Classification. If Mead Bonded Containers do 
not meet these specifications, Mead will pay the full cost of the 

defective containers or rush replacements to you. 


Want to know more about Mead Bonded Containers, M 
Mead Containers research and design facilities? Wire or call collect the EAD 
Mead Containers office nearest you. Bono 


MEAD CONTAINERS, INC. Containers 


Executive Offices, 4927 Beech St., Cincinnati 12, Ohio 


National Sales Offices, 230 Park Avenue, New York 17, New York 
containers 6124 N. Milwaukee Avenue, Chicago 46, Illinois and in principal cities. 


Subsidiary of THE MEAD CORPORATION 
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MOUNTING 
VERSATILITY 


Cradle bases, both solid and resilient, allow 
rotation within base 

You can rotate the Form G motor 

within the cradle base to take advan- 

tage of its drip-proof design, or you 

can position the motor with the ca- 
pacitor at various 
angles for tight- 
squeeze applica- 
tions. Or, you can 
remove the cradle 
base if you don’t 
need it for your ap- 
plication.G-E Form 
G mounting versa- 
tility can mean 
greater design flex- 
ibility for you! 


GENERAL @@ ELECTRIC 


FAST ROTATION 
CHANGE 


Now you can reverse Form G shaft rotation 
in less than 10 seconds 


No need to specially order motors to 
meet your rotation requirements. 
G.E.’s Form G motor features a new 
wiring method that lets you change 
rotation in seconds. 
Quick connectors 
make the change 
fast and positive. 
Just interchange 
the two motor 
leads on the termi- 
nal board. That’s 
all. Require fast, 
easy rotation 
change? The Form 
G is your motor! 


GENERAL @@ ELECTRIC 


EASY, DIRECT 
MOUNTING 


Close end shield tolerances allow direct 
mounting without costly machining 
General Electric standard Form G’s 
can be mounted directly on your 
product without expensive machin- 
ing or costly brackets. Close end 
shield tolerances, 
plus inherent shaft- 
to-end shield con- 
centricity, lets you 
mount General 
Electric’s Form G’s 
withsimplethrough 
bolts. This feature 
could be a real 
money saver for 
you. Why not in- 
vestigate it today? 


GENERAL @® ELECTRIC 


JUST ASK YOUR GENERAL ELECTRIC SALES ENGINEER 
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Cut costs with General Electric 


FAST VOLTAGE 
CHANGE 


Unique sliding plates on terminal boards 
make voltage change simple 
Reduce inventory, simplify order- 
ing! You can change General Elec- 
tric Form G motors from 115 v to 
230 v operation (or vice versa) in 
1/5th the time, 
without confusion 
and error. No spe- 
cial tools required! 
A screwdriver is all 
you need. Just 
loosen the four 
screws, pivot the 
plates to the new 
position and tighten 
the screws. That’s 

all there is to it! 


GENERAL @@ ELECTRIC 


ALL-ANGLE 
OPERATION 


Special bearing and oil retention system 
permits mounting in any position 
Mount it horizontally, vertically— 
even upside-down—the new Form 
G has the versatility to match the 
design and space requirements of 

your product. An 


advanced bearing . 


and full oil reten- 
tion system allows 
you to mount the 
Form G in any po- 
sition and still be 
sure of getting 
faithful motor per- 
formance. In any 
position, Form G’s 
do the job! 


GENERAL @@ ELECTRIC 


Form G motors... 


MORE VERSATILE 


COMPLETE 


Full line of Form G's means the right motor 
for every application 
There’s a standard Form G motor to 
meet your exact product require- 
ments. No need for costly specials. 
Over 850 basic models—and thou- 
sands of variations 
—are available on 
a mass-production 
basis. Let your 
General Electric 
Sales Engineer 
show you the all- 
around versatility 
of Form G motors 
and how they can 
provide important 
savings for you! 
702-95 


GENERAL €@ ELECTRIC 


ABOUT THE NEW FORM G “EXTRA VALUE” FEATURES 


For More Information Write No. 209 on Inquiry Card—Page 32 
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ALUMINUM FASTENERS 


lengthen product life... improve product quality 








unas dal ' rC 


..and are the fasteners 
for use with aluminum components 


One of the easiest ways to improve your product quality, and 
increase product life is to fasten all aluminum parts with aluminum 
fasteners. Fasteners of dissimilar metals can cause corrosion, rust, 
deterioration and weakened product performance. Coated fasteners 
are often damaged in the fastening process, and just cannot assure 
fastener—and product—quality. 

Aluminum screws, nuts, washers, bolts, rivets and nails also offer 
many exclusive benefits with non-aluminum materials—wood, 
plaster, textiles and plastics, for example. Never rusting to cause 
stains, aluminum fasteners don’t weaken, do provide a sure, good- 
looking fastening. Products and parts stay attractive, and are firmly 
held. No other fastening metal or material can offer these benefits 
at aluminum’s low cost! 

The next time you specify fasteners, consider aluminum. If you 
have fastener problems or would like further information on 
aluminum in fastener applications, write to the Reynolds Metals 
Company, Box 2346-NB, Mtkmond 18, Virginia. 


i 
$ 


Watch Reynolds Television show—“*WALT DISNEY PRESENTS "—every week over ABC-TV 


' The Finest Products 
Made with Aluminum 


For More Information Write No. 210 on Inquiry Card—Page 32 
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Try Linpe’s New “SIGMETTE” Torch! 
-PORTABLE, COMPACT 


WELDING CURRENT GUIDE TUBE 
LOCKING KNOB 


Guide tube locking knob rc'eases guide 
A R G 0 N G A S$ tube for quick and easy replacement. 


FEED ROLL 


TRIGGER 


Pull the trigger, and the fiow of shielding gas 
Starts. Strike the wire to the work to establish 
the arc and start wire feed. Release the trig- 
ger, and the entire operation stops. 


WIRE SPOOL 
WIRE FEED MOTOR = Wire spool positioned for balance and 


visibility. Holds .030, 3/64, or 1/16 
in. aluminum wire, and .030 in. car- 
bon steel wire. 


INCHING SWITCH 


Here’s the torch that goes to the job—lets you work in any 
position . .. in confined spaces . . . at distance remote from 
the power source! 

Designed for Sigma welding of light metals, the “Sigmette” 
torch is compact and sturdy. Notice the thin silhouette and 
position of the spool for complete visibility. Torch and con- 
trol are completely insulated and grounded —the operator is 
protected from electrically “hot” parts. And the only main- 
tenance tool needed is a screwdriver! 

Find out how Linde’s new “Sigmette” torch can speed your 
operations, bring new economies through its advanced de- 
sign features. For a free demonstration and detailed informa- 
tion, mail the coupon today or call the nearest Linde Office. 
Complete unit—torch weighs 3 pounds, 1 0z.; control 


weighs 19 pounds, 2 0z.; Current rating, 125 to 200 amp.; 
Welding power, direct current reverse polarity 


Dept. PC-52, Linde Company 

Division of Union Carbide Corporation 

30 East 42nd Street, New York 17, N.Y. 

[] Please send complete facts on the new “Sigmette” torch. 


(_] Please arrange to let me try it. 


Name_ 





Firm Name 


Street_ 


etl ite). 


intle Atte) = 
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meet 
your 


LUSTRA 
man 


a. Lighting Specialist wh 
you how to LUSTRA-lite for great 
est economy’ 


At last! The First Color-True 
Fluorescents... LUSTRA NORTHLITE 


Here's the engineer's dramatic light- 
ing answer to the color control prob- 
lem—Lustra Northlite—the first 
fluorescent to approximate the de- 
sirable lighting of the artist's sky- 
light. This unique lighting permits 
every industry, every store, every 
producer of color-true products... 
in printing, textiles, or plastic...in 
department stores, dress salons, 
furriers, milliners, haberdasheries 
...In sales areas, work areas, dis- 
play areas...to change from the 
present over-blue or over-red lamps 
to 24-month-guaranteed Lustra 
Northlite, approximating 5500°K. 
temperatures to a point where your 
color guess-work is ended. Now 
available in all standard sizes... 
for your present standard fixtures! 


Send immediately for the full tech- 
nical details on the amazing new 
LUSTRA NORTHLITE fluorescents! 


LUSTRA-LITE NOW FOR MORE SALES! 
Dept. P-3 
LUSTRA CORP., 32-33 47th Ave., L.1.C., N.Y. 


LUSTRA—AMERICA’S DATED LAMPS ‘1108 
For More Information Write No. 212 
on Inquiry Card—Page 32 
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Carriage, Machine Bolts 


Stanscrew hex head machine 
bolts and carriage bolts are avail- 
able in a broad range of over 500 
different sizes. The full body hex 
head machine bolts are supplied 
either with or without finished 
hexagon nuts and have a mini- 
mum tensile strength of 55,000 
PSI. Stock sizes include diameters 
from 44” through 144” and lengths 
from 144” through 24”. Stanscrew 
carriage bolts are offered in sizes 
from +10 through 34” in diam- 
eter, and in lengths from %” 
through 18”. Stanscrew Fasteners, 
2701 Washington Blvd., Bellwood, 
Ill. 


Write No. 20 on Inquiry Card—Page 32 


New High Capacity 
Space Filter 


A new space filter with high 
dust-carrying capacity is available 
from Mine Safety Appliances Co., 
Pittsburgh. Equipped with long- 
lasting replaceable filter elements, 
it is designed for product and 
process control and for personnel 


protection in handling toxic met- 
als and radioactive materials. At 
least 99.97% efficiency in remov- 
ing particles of 0.3 micron diame- 
ter is achieved. The versatile fil- 
ter is used for high humidity serv- 
ice in research laboratories, food 
processing pharmaceutical photo- 
graphic, optical and precision in- 
strument manufacturing. Three 
models available—one for service 
to 250 degrees F., a second to 350 
degrees, and a third to 1,000 de- 
grees. Each model provides for 35, 
50, 500, 1,000 cfm capacity. 

Write No. 21 on Inquiry Card—Page 32 


Stero-Microscope with 
Low Power Attachment 


Edmund Scientific Company of 
Barrington, New Jersey, is manu- 
facturing a low-cost industrial 
stereo- microscope with low pow- 
er attachment. For use in quality 
control, production line imspec- 
tion, and small parts assembly, 
stereo-microscope provides three- 
dimensional vision and has many 
industrial applications, including 
checking air seals on cans, ex- 
aminiation of textile samples, and 
inspection of work turned out by 
machine tools. Built for hard use, 
stereo-microscope has cast-iron 
base and aluminum body. Fea- 
tures include two sets of objec- 
tives on rotating turret for a va- 
riety of powers, standard range 
of interpupilary adjustment, hel- 
ical rack, and pinion focusing. 
Additional eye-pieces and low- 
power adjustment give a power 
of 6, 10, 23, and 40. 


Write No. 22 on Inquiry Card—Page 32 
For More Information Write No. 213 
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For the Power you want- 
At the Speed you need ! 


Wherever you need “slower than motor speeds” you can get positive speed 
reduction with plenty of power by using Wagner Gearmotors. 

This extension to the Wagner line provides compact motorized drives, with 
both motor and gear housing of corrosion-resistant cast iron. Available with 
the latest NEMA Frame open protected or totally enclosed fan-cooled motors, 
they combine Wagner motor dependability with rugged, simplified gear units 
to give you speed reduction equipment designed for greater capacity and 
longer life in ordinary up to rough service. 

Wagner Gearmotors offer a wide variety of sizes in single, double, triple 
or quadruple reductions—horizontal or vertical foot or flange mountings— 
speeds from 74% to 780 RPM. Write for Bulletin MU-227. 

Whether you specify or apply power transmission equipment, your nearby 
Wagner Sales Engineer will be glad to help you select the right drive for 
your applications. There are Wagner Branches in 32 principal cities 


Wagner Electric @rporation 


6400 PLYMOUTH AVENUE, ST. LOUIS 14, MISSOURI 


Heat treated 
high capacity 
helical gears 


Gears are hardened 
after cutting, for 
maximum hardness 
and accuracy, to give 
extra capacity and 
longer wear life. 


SS 


Positive Oil Seals 


Improved lip type seals 
are used on horizontal 
shafts. On vertical output 
shafts, double mechanical 
seal with slinger and 
drain-off gives positive 
protection against 
leakage. 








e i 
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DOUBLY PROTECTED. Air intakes and outlets protect against fa 
splashing liquids. Cast iron frames protect against rough handling 


nd corrosion 


7 > 


TYPE DP -Doubly Protected 
against corrosion-against 
falling or splashing liquids 


These motors jive the double protection of corrosion-resistant cast 


ron frames and dripproof enclosures that are so well designed that 


be used in many applications that formerly required 


Available with ball bearings, or with high load 
sleeve bearings for extra quiet operation. Write 


} capacity s 


MU-223 


1 TO 125 HORSEPOWER — 1750 RPM — 40° C —- NEMA FRAMES 182 THROUGH 445U 


You get less downtime, lower upkeep, with 
WAGNER PROTECTED-TYPE MOTORS 


that Let your Wagner Sales Engineer show you how these pro- 


If you need motors that will keep production rates up 
motors can bring you savings in initial motor costs, 


will give you the continuity of service you want 
operate with complete dependability under the most severe 
use Wagner Protected- 


that will tected 
maintenance costs, and in continuity of operation 


nditions in their specific applications 
Type Motors. These motors pack extra power into little space 


Warner Electric Corporation 
6400 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A 


are light in weight, and are easy to maintain 


woMso 


1 TO 100 HORSEPOWER -—4 POLE —-60 CYCLE — NEMA FRAMES 182 THROUGH 445U 


TYPE EP- Extra Protected 
against corrosive or 
abrasive elements 


Wagner Type EP Motors are totally-enclosed, fan-cooled 
tection against dust, abrasives, fumes, steel chi 


for 


Type JP is explosion proof as well—designed and approved 


1 explosive atmospheres Cast iron frames protect against 
ind ribs on the trames add mechanical strength and 
1ce cooling area. Effective cooling system adds 


Write for Bulletin MU-22 


SECURELY SEALED FOR LOW MAINTENANCE. Both ends of these 
notors have r ng shaft seals to keep the heavy duty bearings 


nas 


gs are effectively sealed to prevent escape of 


Jed to permit relubrication that adds 


Ovid 


r severe conditions 





IF ALL THE STEEL 

SUPPLIED BY STEEL SERVICE CENTERS 
SUDDENLY STOPPED FLOWING, 
INDUSTRIES IN EVERY TOWN 


WOULD GRIND TO QUICK. HALTS 


BUT, FORTUNATELY, ALL THIS STEEL FLOWS STEADILY -- 
IN ADVANCE OF PRODUCTION NEEDS -- 
FROM A COAST TO COAST NETWORK 


OF STEEL SERVICE CENTERS. 


DELIVERING STEEL WHEN YOU WANT IT 


IS JUST ONE OF THE MANY SERVICES 


OF YOUR LOCAL STEEL SERVICE CENTER. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Bethlehem Pacific Coast Steel Corporation, 


San Francisco 
perHEHEy 


BETHLEHEM STEEL = [2msi 


For More Information Write No. 214 on Inquiry Card—Page 32 
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Speed work, 
cut costs with 
B&D accessories 


Every job goes faster when you 
use the right tool . . . and the ac- 
cessories built for that tool. 


With over 2,000 ac- 
cessories in the line, 
you're always right 
3 when you buy 
ree B&D because Black 
WenusHes & Decker has the 
right one for every 

application. 


So remember... 
whether your need 
is hammer tools, 
screw-driver bits, 
wire wheel brushes, 
grinding wheels, 
polishing pads or 
any other accesso- 
ry for a Black & 
Decker tool . . . call 
your local Black & 
ocnaw Decker Distributor. 
sits He stocks ’em all. 








POLISHING 
BONNETS 


ViBRO 
PILOTS 


HOLE SAWS 


INSIST ON THE BEST 


Black& Decker: 


ACCESSORIES DESIGNED FOR THE TOOL 


Products 








Longer Life For 
Abrasive Dises 


New coated abrasive discs for 
all metals, wood and ceramics 
have been introduced by Abras- 
ives Company of America, 492 
Main St., Fort Lee, New Jersey. 
Produced by a patented process, 
the discs are said to have longer 
life, 2 to 4 times greater particle 
density, and more efficient cutting 
because new production process 
keeps the sharpest edges of the 
abrasive particles always exposed. 
Dises are available in standard 
grits for all normal grinding and 
finishing operations and come in 
two sizes, 7” and 9-1/8” diameter, 
with either 1/2” or 7/8” hole. 
Write No. 23 on Inquiry Card—Page 32 


‘Rubber’ Works Without 
Vulcanizing 

A new rubbery plastic material 
that snaps back like rubber yet, 
unlike rubber, works without vul- 
canizing is announced by the B. 
F. Goodrich Company’s Research 
Center, Brecksville, Ohio. 

Known as Estane VC, the 
tough, resilient, unvulcanized ma- 
terial, resists tearing and the ef- 
fects of abrasion, solvents, oil and 
ozone—unique properties for any 
rubbery material. (Other rub- 
bers, both natural and synthetic, 
before they undergo the costly, 
time-consuming process of vul- 
canization, have few of the quali- 
ties which later make them use- 
ful.) 

Estane VC when deposited in 
film form from a solvent has a 
tensile strength of 7000 to 8000 
pounds per square inch. Surpris- 
ingly, this film may be redissolved 
in the specific solvent and rede- 
posited in the form of another 
film with equal properties. No 


other known rubbery material 
has this unique property. The 
Patent Office has granted The B. 
F. Goodrich Company a patent on 
the material. 

Write No. 24 on Inquiry Card—Page 32 


Test Samples of 
Safety Markers 


A free test kit of traffic safety 
markings can be had by writing to 
J. W. Neff Laboratories, Inc., 
Stockertown 4, Pa. Sample kit in- 
cludes one-foot sample of six- 
inch plastic safety trip, a 3-ounce 
can of quick-setting adhesive, plus 
complete application instructions. 
The plastic safety markings are 
for municipal, industrial and com- 
mercial use, and stay bright and 
visible despite heaviest traffic 
beatings, eliminating repeated cost 
of repainting. 

Write No. 25 on Inquiry Card—Page 32 


Two Specialties 
For Masonry Painting 


The Barreled Sunlight Paint 
Co., P.O. Box 1365, Providence 1, 
Rhode Island, has two new ma- 
sonry specialties. Granolith 73-8 
Surface Sealer bonds chalky sur- 
faces so that finish coat will ad- 
here, seals porous concrete, stuc- 
co, cement block, or other mason- 
ry, and can be brush or spray 
applied. Granolith 73-9 Block 
Filler is heavy-duty, water resist- 
ant emulsion material for filling 
and waterproofing porous mason- 
ry. Especially recommended for 
coarse textured blocks, it requires 
no pre- or after-wetting. If it is 
spray applied, the process must be 
finished by brush. Both products 
available in five and one gallon 
packages. 

Write No. 26 on Inquiry Card—Page 32 
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B&D 1 H. P. Max. Heavy-Duty Router 
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You get a faster job with these new 
Black & Decker woodworking tools! 


FASTEST CUTTING Finishing 
Sander on the market; No 
88. H.D. Sander leaves no 
swirl marks—sand with, 
against, across the grain 


NO. 83 H. D. SAW cuts accu- 
rately, faster, yet runs 
cooler! This versatile, com- 
pletely heavy-duty saw’s 
perfect for all-around use 


CUTS INTRICATE PATTERNS— 
Heavy-Duty Jig Saw com- 
bines a sabre saw, rip, cross- 
cut, coping, hand, hack and 
keyhole. 2” capacity at 90 


NO. 10 SCRUGUN® drives 
screws faster; handles up to 
#12 screws. Positive or ad- 
justableclutch;centerdrive, 
end handle or pistol grip 


Where accuracy of cut, speed of work and power 
ful performance are a must —Black & Decker 
woodworking tools fill the bill. 

ROUT IT ... with the B&D 1 H.P. (Max. 
Heavy-Duty Router . . . the lightest, most com 
pact full-powered router on the market. PLANE 
IT... with the new B&D 1 H.P. (Max.) Power 
Plane . . . built and powered for continuous duty 
on the toughest jobs. SAND IT... with a B&D 
Belt Sander . . . the only truly dustless sander on 
the market. 

Whatever your woodworking job—your B&D 
Distributor has the tool you need. Write today 
for full information. 


ack & Decker: 


Quality Electric Tools 


Tue Brack & DeckerR Mrc 
Dept. 1705, Towson 4, Md. 


Please arrange a demonstration of 


Please send me information on 
Name 
Company 
Address 


City , ane Zone 


| 


Vacuum Cleoners 
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the TRS Process that employs standard 
and multi-head machines to make riveting 
practically a new fastening method ! 


PAR .. . Production Automated Riveting 


Perfected for over 3 years . . . proved successful in some of 
industry's most efficient plants . . . the TRS PAR Process opens 
the way to new economies for 7 out of 10 assemblers of 
metal products. ~ 


Through TRS Production Automated Riveting, costly manual 
handling of parts on the machine and between machines may 
be much reduced. Operations may be performed in multiple, 
simultaneously. Rate of fastening may be speeded up to an 
unheard-of point. Machine down-time and rejects cut to a 
negligible amount. 


Automation of Assembly Operations becomes a reality 
through efficiently integrated and automatic . . . 


1. FEEDING of tubular rivets or related products. 

2. TRANSFER of parts to — or between — riveter stations. 

3. SEQUENCING from 3 to 15 rivet setters to operate simul- 
taneously or in any desired order. 

4. CONTROL of setting force as required by parts thickness or 
material characteristics. 

5. SENSING of improper conditions and stopping equipment 
to avoid injury to parts, equipment, or operator. 

6. EJECTION of parts as required. 


WHY only TRS Can Offer the PAR Process... 


Obviously, there are two vital elements in the PAR process. 
Essential is the special knowledge and experience acquired by 
TRS engineers through the design, tooling and application of 
many Multi-Head Riveters for complicated production require- 
ments. TRS originated Multi-Head Riveters over three years ago 


and is the only experienced source of these machines. Equally 
important, and partly resulting from this unique TRS experi- 
ence, is superior knowledge of how to design an efficient 
system of riveters, feeders, transfers and controls . . . whether 
with standard riveting machines or Multi-Head Riveters 


TUBULAR RIVET & STUD COMPANY 


Quincy 70, flass 
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ELECTRIC AUTO-LITE 


attaches 4 brackets at a time 
with push-button speed (‘CC 


\ 


g 


* 


v 


Dual headlight frames required the attachment of four 
angle brackets with eight rivets. Electric Auto-Lite invited 
TRS engineers to help develop a way to do it at high 
speed, with a minimum of manual handling. The 
solution is shown here . . . an ingeniously 

engineered TRS multi-head riveting set-up 

of eight independent air-powered machines 

working on very close centers, and a sliding 

loading fixture containing eight anvils. The 

operator need only load the frame and brackets, 

slide the loaded fixture into rweting position and 

press a button. All eight rivets are set simultaneously. 

A hold-down attachment on the loading fixture 

keeps the workpiece in position until released by 

the operator. A push-button panel permits 
independent cycling of any one or any combination 

of riveters if desired. An important feature of the 

set-up is in the relative simplicity of rearranging 

the machines as needed to accommodate a 

future change in parts design. 


...and LIBERTY ELECTRIC rivets porcelain switches with 
a standard machine, 1/; of the labor, and no breakage 


Nut-and-bolt assembly of porcelain-base switches on an electric 
stove was slow, used relatively expensive fasteners. Automatic 
riveting would be far faster and cheaper — but how to avoid 
breaking the switches under the force of the setting? The TRS 
man had the answer: an air-powered long-stroke modification of 
a standard TRS riveter, adjustable for “cushioned” setting of the 
right size of cad-plated semi-tubular rivets. Results: Savings of 

5, of the labor, savings in fastener cost per unit, higher uniformity 
of product, and no breakage. 


ASK to see more Case Studies ... 

. if your product can be riveted, and especially if several 
rivets are involved, phone or write that you want to see the 
detailed exhibit of the way many plants, large and small, 
use the TRS PAR Process. 


For More Information Write No. 216 on Inquiry Card—Page 32 
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NEW POLYKEN 
Wl, PACKAGING TAPES 


take hold-and don’t let go! 








IN TENACITY TESTS, V-1 and two other leading 
packaging tapes were used to suspend identical 
containers, of equal weight. 


RESULT: V-1 maintained adhesion 10 times longer 
than the other two. 


Holding power counts heavily in modern packaging ——~-_—~ Check with the Polyken Industrial 

me . . . : (| Find Your Distributor nearest you. Look in the 

tapes. With the new V-1 adhesive mass, Polyken’s || Neorest Outributer || phone book under ‘“Tapes” or write 

. . . , | in The | to Polyken Sales Division, 309 W 

improved tape line has the tenacity that will take || ‘Yellow Poges'|| Jackson Blvd., Chicago 6, Illinois 
) — ji 


In Canada, write Polyken, Curity 


the toughest treatment. You also get better heat Ds ——_ ave 


~ 


. Toronto 


stability, along with greater resistance to staining. 


You'll be glad to know, too, that now all Polyken ® 
tapes can be assorted for quantity discounts. O U er 


Ask your Polyken Representative about V-1 packaging 
tape. Polyken Representatives are the industry's best 
trained technicians in the use and application of in- 
dustrial tapes. They are ready to help you. 


INDUSTRIAL TAPES 
~ KENDALL comes 
Polyken Sales Division 
INDUSTRIAL TAPES © PROTECTIVE COATINGS © PLASTIC FILMS 


THE MODERN TOOL... AT WORK FOR MODERN INDUSTRY 


For More Information Write No. 217 on Inquiry Card—Page 32 
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POLYKEN DISTRIBUTORS 


ARKANSAS 
Arkansos P 


Smith Paper P 


CALIFORNIA 
Zellerbach P 


Richmond Pope 


Los Angeles 
Los Angeles 
Los Angeles 
Los Angeles 
National Cit 
Oakland 
Secrament 
Son Diego 
Son Francis 


FLORIDA 


perry F 


GEORGIA 
Not 


HLINOIS 


INDIANA 


Allen 


1OWA 


KANSAS 


KENTUCKY 


LOUISANA 
MARYLAND 


MASSACHUSETTS 


MICHIGAN 


MINNESOTA 


MISSOURI 


MONTANA 
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NEBRASKA 
Nogg Bros. Paper Co 
NEW JERSEY 
Rolph E. Boker C 
Hond Hardwore 
net Poper Corp 
> MeocCorkle, in 
Plost« & Supply Cc 
Herbert A. Post, in 
e 8 Levwme & Sons 
peorge HM. Swates 
Pack & Seal, in 
NEW MEXICO 
Equipment Soles & Mfg C 
NEW YORK 


Herbert A. Post, in 


ope 
spe 


theld-Healy Supply C 


Pre e isle Paper Products 


nm Paper & Twine C 
Shoemoker Paper Co 
n industrial Supply Corp 
Weight Supply Co 
The Welles Supply Co 
Pacific Supply Co 
terion Paper Corp 
Pohimon C Inc 
wem or & Co Im 
Robert Spector C 
twood Paper Co., In 
e Mill Andrews Poper C« 
Allied Prod 
Sperry Supply Corp 
Smyth-Despard C 
NORTH CAROLINA 
C ord Paper 
Paper C 
Poper Cc 


OREGON 


Rubdt 


PENNSYLVANIA 


RHODE ISLAND 
SOUTH CAROLINA 


TENNESSEE 


VIRGINIA 


WASHINGTON 


WISCONSIN 


HAWAII 


Poluken 


INDUSTRIAL TAPES 
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Power, Small Size 
In Midget Solenoid 


i = 
sy 


The Guardian Electric Mfg. Co., 
1621 W. Walnut St., Chicago 12, 
Illinois, announces its No. 22 D.C. 
Midget Solenoid for continuous 
and intermittent duty applications. 
For use in miniaturized assem- 
blies, unit combines power capaci- 
ty with small size. Plunger strokes 
adjustable 1/32” to 5/16” with a 
maximum lift of 11 ounces, con- 
tinuous duty and 24 ounces, inter- 
mittent duty. Overall dimensions: 
3/4” high x 1-1/8” long x 3/4” 
wide. Shipping weight: approxi- 
mately 2.5 ounces. Coil values 
range from 6 to 110 volts, D.C. 
only. 

Write No. 27 on Inquiry Card—Page 32 


New Allis-Chalmers 
2000 Pound Lift Truck 


A pneumatic-tired 2000 Ib. ca- 
pacity lift truck has been an- 
nounced by Allis-Chalmers Manu- 
facturing Co., Milwaukee, Wisc. 
The new model FTP 20-24 is pow- 
ered by « 4-cylinder engine, avail- 
able either in gasoline or LP fuel 
model, both delivering 35 brake 
horsepower at 2400 rpm. Two- 
speed constant mesh transmission 
is standard equipment; power- 
shift torque converter drive is op- 
tional. Maximum stacking height 
is 131-1/4”, with an over-all low- 
ered height of 83 in. and a 16-1/4 
in. free lift. Ideal for confined 
quarters, the FTP 20-24 has an 
over-all width of 36-1/2 in., out- 
side turning radius of 70 in., and 
center point steering for mini- 
mum radius turns in either direc- 
tion. Many mechanical and hy- 
draulically operated attachments 
available, including load back 
rests and overhead guards. 

Write No. 28 on Inquiry Card—Page 32 


121 





DISSTON HAS THE EDGE 


in quality at the tooth edge where 
the work is done Right down on the business end 


of the saw is where Disston quality shows up best. Disston 
saw teeth have extra quality engineered and crafted in their 
bite. And these teeth are supported by tough, resilient backs. 
That’s why Disston saws produce better work faster and cleaner 
and they last longer, too. See your distributor, or write to 
H. K. Porter Company, Inc., Disston 00 Tacony, 
Philadelphia 35, Pa. In Canada, Bor 530 Ontario 


Division. 


Acton. 


a Edge Flexible Back Band Saws. Carbide Tipped Saws. These outstanding 

er tooth is specially designed with a saws are precision-crafted by Disston 
10 degree positive hook and uniformity to maintain their keen cutting edges 30 
of set to enable each tooth to produce ato 50 times longer than ordinary steel 
fully formed chip. This permits smooth, saws. The carbide tips are brazed under 
economical, high-speed production cut- the most rigid controls to insure maxi 
ting of non-ferrous metal, plastic, and mum strength. Packaged in special pro 
wood. Regular pattern teeth supplied in tective reusable containers to insure 
both Raker and Group set to meet all safe shipment and storage. Made in all 
cutting requirements. Available from popular styles and sizes to fill the needs 
stock in full line of widths and tooth of the wood, plastic, and metal cut- 
spacings ting trades. 


DISSTON DIVISION 


PORTER SERVES INDUSTRY: with Rubber and Friction Products— THERMOID DIVISION: Electr 
pper and Alloys—RIVERSIDE-ALLOY METAL DIVISION, Refractories—REFRACTORIES DIVISION: Electric 
Fabricated Products —DISSTON DIVISION, FORGE AND FITTINGS DIVISION 
Federal’ Wires and Cable Nep 


For More 
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Information Write No. 218 on Inquiry Card—Page 32 


al Equipment—DELTA-STAR ELECTRIC 
Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION 
LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION: and 


Juct’’ Syster H. K. PORTER COMPANY 


Machine Hack Saw Blades. Disston’s 
complete line includes: High Speed Steel 
for precision-cutting of tool steels and 
high abrasive steels; Di-Mol, a high 
speed all-hard blade with maximum 
toughness, for general shop work where 
it’s necessary to take abuse, and nest 
cutting is required; Super Safe High 
Speed Steel Welded Blade tough, 
shatterproof...withstands heavy strains 
or feeds at maximum operating speeds. 
Available from stock in all popular 
lengths and tooth spacings. Also avail- 
able for hand use in 10” and 12” length. 


Style "'P"’ Smooth Trimmer Saw. Elimi- 
nates sanding. Butt joints come out 
absolutely accurate... perfectly flat, 
without tearouts or splintering. When 
you join them, they fit precisely. Ex 
cellent for double-end tenoner work, 
also where 1/20” veneer is laminated to 
core, and for trimming lumber to size. 
Has four gauges of hollow ground to 
eliminate heat during cutting. From 8 
to 30 inches in diameter. 


| #. K.PORTER COMPANY, INC. 


DIVISION, NATIONAL ELECTRIC DIVISION 


in Canada, Refractories, “Disston” Tools 


CANADA LTD 


For More Information Write No. 219 on Inquiry Card—Page 32> 
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Quality... 


Is more than a word at Ferry Cap 
It is the sum of hundreds of small but important 
technological improvements plus the pride of 
the craftsman who strives always to make 


his current effort his be 





FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road . Cleveland 13. Ohio 


Cold upset screw products 


Standards and speciais 








use Airco’s new Dip Transfer’ CO. Process’ ’ 


jor ALL-POSITION WELDING OF 
STEEL IN ALL THICKNESSES 


low costs-easy fit up-high speed+-very low spatter+no warpage 


In welding mild sheet steel manually, there's only ¢ No flux needed 
one way to reduce costs and produce high quality 
welds at the same time. Airco Dip Transfer CO» 
Process Welding. Let's be specific : 


e Penetrates deeply — critical for high quality 
¢ Welds much faster than flux-based processes 


e Uses money-saving Pureco CO:zas shielding gas 

* The complete Airco Dip Transfer CO: package ¢ The basic equipment welds all weldable metals 
welds in all positions . .. Manually! The Airco Dip Transfer CO» Process gives you 
Welds are hydrogen-free. consistently high quality welds at lower costs 
Virtually ends warpage only low average than any other process. For complete informa- 
currents are used for burn off. tion, phone or write your nearest Air Reduction 
Representative. Ask for the new 24-page 
Handles typical steel joint fit ups. “AIRCOMATIC COs WELDING” Catalog 


Creates little or no spatter. 


On the west coast 
Air Reduction Pacific Company 
Internationally 
| AIR REDUCTION SALES COMPANY Airco Company International 
In Cuba 

| uban Air Products Corporation 
150 East 42nd Street, New York 17, N.Y. te ~= 

Air Reduction Canada Limited 


A division of Air Reduction Company, incorporated 


All divisions or subsidiaries 
t 2 


Air Reduction Company, Inc. 


More Information Write No. 220 on Inquiry Card—Page 3 
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Saginaw Pb Screw 
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The Gisholt Fastermatic Automatic Turret Lathe uses a Saginaw Screw to enable the lead screw mecho- 
nism to translate spindle rotation into linear drive to the turret saddle. It permits threading with less 
horsepower and greater accuracy than would be possible with a machine cut thread on the lead screw. 


“BECAUSE CRITICAL PRECISION IS BUILT INTO 
EVERY SAGINAW SCREW, it's saved us money by 
cutting out an extra production cost on the threading 
attachment of our Fastermatic Automatic Turret Lathe. 
Without the Saginaw Ball Bearing Screw we would 
have to pay a considerable premium for acme screws 
machined to less than standard limits. Now the Saginaw 
Screw gives our product greater accuracy and longer 
life with less friction . . . and much greater Sales 


Appeo! as well,” says Mr. A. A. Ebel, Advertising 


alalalelele in\elele levee 

Give your products 

NEW SALES APPEAL ... 
switch to the 


Monager, Gisholt Machine Company, Madison, 
Wisconsin. 

The Saginaw Ball Bearing Screw converts rotary 
motion into linear motion with over 90% efficiency. 
So save time, power, weight, space and cost by switch- 
ing to these versatile Saginaw Screws. 

Perhaps the Saginaw Screw can give your products 
that greater Sales Appeal! you're looking for. For 
the detailed story, write or telephone Saginaw Steer- 
ing Gear Division, General Motors Corporation, 
Saginaw, Michigan—world's largest producers of 


b/b screws and splines. 


WORLD'S MOST EFFICIENT ACTUATION DEVICE PB ain CYeAL 


May 11, 1959 


125 





Now! A higher reliability factor in printed circuits 


ALTORI 


a new and distinctively different 
finish on TAYLOR copper-clad 
laminates that accepts all | 

acid resists uniformly 


Something new and distinctively different has been 
added to TAYLOR copper-clad laminates — a finish 
that accepts all types of acid resists uniformly. High 
fidelity in printed circuit reproduction is assured. 
Circuits can be of consistently higher quality and reli- 
ability, no matter how critical the design. For com- 
plete details about TaYLor copper-clad laminates and 
samples, write TAYLOR Fipre Co., Norristown 36, Pa. 


LAMINATED PLASTICS f 


VULCANIZED FIBRE 
For More. Information Write No. 221 on Inquiry Card—Page 32 
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New Impregnated 
Glass Cloth 


A new grade of laminated plas- 
tic made from glass cloth impreg- 
nated with Du Pont-trademarked 
Teflon resin is available from Con- 
tinental-Diamond Fibre Corp., 
Newark, Delaware. Dilecto GB- 
108TED is designed for corrosive 
applications such as gaskets and 
seals and for flexible electrical 
insulation such as radar windows, 
printed circuits, and tape cable. 
Flexible material combines high 
tensile strength and resistance to 
flow with low permeability, ex- 
cellent chemical resistance, and 
superior electrical properties. 
Offered as continuous, natural- 
color, smooth-finish sheet in coils, 
in 0.009 in. standard thickness 
(with tolerances of plus or minus 
0.0005 in.).Thicknesses of 0.008 
in. and 0.007 in. can also be sup- 
plied. Maximum width available 
is 6 in., maximum length 75 feet. 
One or both sides cementable if 
desired, and other sizes on spe- 
cial order. 

Write No. 29 on Inquiry Card—Page 32 


“I suppose this means you need an- 
other rush shipment!” 
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ze Bearing, with self-adjusting “U 


p Piston Rod Seal! for nger wear 


Rod Seal and 


p Seals expand with pressure t 


wide positive seal with minimum 
¢€ 


SCHRADER SQUARE-END CYLINDERS 


meet and exceed JIC specs . . . 250 psi air... 750 psi hydraulic! 


Here’s compact, versatile straight-line power. Just look 
at the features! 

Use Schrader’s new square-end double-acting cylin- 
ders for holding, positioning, moving work—for push, 
pull or lifting—for automating manual operations. In 
five sizes up to 4-inch bore, and with five interchange- 
able mountings, these “square-ends” are economical 
and versatile. Bolt, leg, flush, side flush or base... each 
JIC Cylinder will mount all five ways. Suitable for air 


pressures to 250 psi, or hydraulically to 750 psi—avail- 
able cushioned or non-cushioned. 

You get safe, controlled, low-cost power with 
Schrader “square-ends”—another addition to the line of 
famous Schrader quality Air Control Products. 

Complete stocks available locally—expert help to 
improve your air control hookups. Write for your com- 
plete specifications and data on these new “square- 
ends.” 


Bolt Mounting Leg Mounting Flush Mounting Side-Flush Mounting Base Mounting 


e division of SCOVILLE 


A. SCHRADER’S SON 
Division of Scovill Manufecturing Co. 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 


QUALITY AIR CONTROL PRODUCTS 


For More Information Write No. 222 om Inquiry Card—Page 32 
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Republic Cold Drawn Carbon Corrected Bars 


REDUCE YOUR COSTS 3 WAYS! 


Photomicrograph showing decarb to a depth of 
.020” in the surface of hot rolled bar of C-1050 
steel— magnified 100 times. 


Here is the same bar after carbon correction 
annealing. Note the restoration of carbon on the 
outer surface, alse the refinement of grain 
structure 


> ROSE oe tS ore 


ja 


UTR Sa 
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You save both metal and money by elimi- 

* nating waste. Republic Carbon Corrected 
Bars eliminate the extra preparation of 
machining or grinding away the surface 
of the bars to remove decarb. 


You eliminate the need for buying bars 

* oversize to allow for decarb removal to 
depths of 20 thousandths of an inch or 
more. 


3, You get better MACHINABILITY. 


Carbon correction is the restoration of all 
the carbon lost from the bar surface through 
decarburization during hot rolling. The lost 
carbon is restored right out to the surface of 
the bar by annealing in a controlled carbon- 
rich atmosphere prior to cold drawing. 

Another advantage of this process is the 
resulting refinement of grain structure as 
indicated in the photomicrographs. 

Carbon Corrected Bars are ideally suited 
for your steel parts calling for high surface 
hardness—particularly those produced by high 
frequency induction heating. 

To the advantages of carbon correction add 
the improved machinability produced by the 
cold drawing process. You can eliminate fin- 
ishing operations by taking advantage of the 
full diameter of Republic Cold Finished Steel 
Bars. You can boost feeds and speeds with no 
sacrifice of tool life or finished surface quality. 
You can secure better product performance 
through the higher ultimate strength, yield 
point, and hardness of cold drawn steel. 

Republic metallurgists and machining spe- 
cialists are available to help you use Republic 
Cold Drawn Carbon Corrected Bars to best 
advantage. They are ready to help you raise 
production efficiency, lower unit cost, obtain 
better machinability. No obligation. Just mail 
the coupon. 





REASONABLE COST, GREAT STRENGTH, AND PRECISE TOLERANCE ore re- REDUCE COSTS, IMPROVE QUALITY, INCREASE PRODUCTION with 
quirements met by Republic Cold Finished Alloy Steel Bars in the produc- Republic Cold Drawn Special Sections. Formed to the predominating 
tion of sucker rod couplings. The parts must also withstand enormous static cross-section of the part to be produced, special sections eliminate 
and dynamic loads, to more than 40,000 psi. Alloy steels provide an out- or greatly reduce required machining. Results are faster output and 
standing combination of qualities essential to designing smaller sections lower cost. Also, since cold drawing improves the physical properties 
to carry heavier loads safely. By adding the advantages of the cold fin- of any given analysis, completed parts are stronger and longer 
ishing process, you have a material that offers strength, hardness, machin- wearing. Other advantages may include improved performance 
ability, size, and cross-sectional accuracy, smooth bright surface, and and simplified design. Send coupon for full facts 

close tolerance straightness. Send coupon for more information 


MACHINABILITY, SUPERIOR STRENGTH, AND CORROSION-RESISTANCE cre reasons 
for the use of Republic Cold Finished Stainless Stee! Bars in parts such as out- 
board motor drive and propeller shafts. Republic's cold finished, free-machining 
stainless steel bars offer close tolerance, accuracy of section, uniform soundness, 
and fine surface finish. Two grades, A.I.S.I. Types 416 and 430-F are fully 90% 
as machinable as Bessemer screw stock. Republic also supplies ENDURO” Stainless 
Steel in hot rolled bars, special sections, and wire. For more facts, mail the coupon. 





REPUBLIC STEEL CORPORATION 
DEPT. PH -7486 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on 


o O Carbon Corrected Bars (0 Special Sections 
Wolds Widest, Ki 0 Cold Finished Alloy CO) Cold Finished Stainless 
anGE Steel Bars 


Steel Bars 





of Standard, Steels and ae 
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To VAR CololoM amu mt) -lulet-livels Products 


. . , Smaller Magnetic Motor 
with New Hi-Temp 2409 rong «cite 


A new NEMA Size 2 magnetic 
motor starter, 34% smaller than 
previous open forms and 14% 
smaller than previous enclosed 
forms, has been introduced by 
General Electric’s General Pur- 
pose Control Department, Schen- 
ectady 5, N. Y. 

Rated 25 hp at 440/600 volts, 
Houghton the new unit includes a special 
Hi-Temp 2409 are trap to contain and quench 
ares quickly and effectively. 

Straight-through wiring and 
new pressure-type terminals save 
wiring time because no wires 
need to be bent or looped around 
the sides of the starter. All wir- 
ing can be done from the front of 
the unit. The new enclosed start- 
er has 10 per cent more wiring 
space than the former design. 

A 33 per cent smaller control 
transformer can be used with the 
new motor starter because the 
holding and inrush currents have 
been reduced. Manual or auto- 
matic reset of the overload relays 
can be obtained by moving the 
spring on the side of the overload 





Conventional 
High Temperature 
Petroleum Grease 


Bearing failure due to caking of carbon, de-composed thickeners, 
gums and resins at high temperatures can be prevented by use of 
Houghton’s new Hi-Temp 2409 grease! 


Hi-Temp 2409 represents a completely new concept in high from one slot to the other. 
temperature lubrication. In this new grease, the thickener provides Write Ne. 30 on laquiry Cord—Page 32 
the lubrication—not the fluid! No silicones, diesters, soaps, heavy High Capacity 
metals or solvents are used. Automatic Checkweigher 

\ clean-burning synthetic fluid is used as a carrier. The grease 


becomes fluid at 200°F. carrying the lubricant to all bearing sur- 
faces. At 500°F. the synthetic carrier is completely evaporated and 
a soft film of dry lubricant remains on the bearing capable of with- 
standing temperatures well above 1000°F.! 


If you have a high temperature lubrication problem, it will pay 
you to investigate this new grease—Hi-Temp 2409. Call your 
Houghton Man for a demonstration or write E. F. Houghton & 
Co., 303 W. Lehigh Ave., Philadelphia 33, Pa., for your copy of 
Houghton’s new booklet on “Thermal Lubrication”. 


HIGH TEMPERATURE LUBRICANTS 
HI-TEMP 2409 GREASE Eliminates short-weight items 
HI-TEMP 100, 200, 300 SERIES OILS for customer good will; avoids 
COSMOLUBE 101 and 102 over-weights for substantial sav- 
HOT FORGING AGENTS ings; does away with methods that 
DIE CASTING LUBRICANTS require manual labor—these are 
PORCELAIN MOULD AIDS accomplishments of the Automatic 

Checkweigher, designed for items 

d from 50 to 200 Ibs. and manu- 

products of .. . , , fs factured by the Toledo Scale 

Philadelphia, Pa. » Chicago, til Corp., Toledo 12, Ohio. Accuracy, 
Cormattton, Go. + Gutrelt, Sieh. (Please turn to page 136) 


Son Prencions, Coll. - Vereate, Conade For More Information Write No. 225 
For More Information Write No. 224 on Inquiry Card—Page 32 on Inquiry Card—Page 32> 
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Cocoanut Grove calls on Scott 
Washroom Advisory Service... 
free film shows how you, too, 


can reduce washroom costs 


Seott's Washroom Advisory Service is offering free 
showings of a 14-minute film that gives tips on how to 
analyze washroom costs. It also shows how to modernize 
and increase the efficiency of existing facilities with a 
few simple changes. 

Scott's Washroom Advisory Service is based on ex- 
perience accumulated in close to a million business and 
industry washrooms. The service is free and entails no 


obligation. Send the coupon. 


Mr. Philip J. Weber, vice general manager of the 
Ambassador Hotel of Los geles, « l on tt's Washroom 


Advisory Service when redecor iting the | famous Cocoanut 


Grove. Scott experts helped modernize the Ambassador's © publi 


and employee washrooms 


SCOTT PAPER COMPANY 
Department P-95, Chester, Pennsylvania 
I'd like to see the Seott Washroon 


Send me the free booklet containir 


| : wrinciples to follow when planning 
Scott recommendations included special lighting fo make up in I I I 


the women’s lounge adjoining the modeling present facilities. 


Name 
litle 

Company 
Address 


City 


WASHROOM 


Notice the soap dispensers ve 1e washbowls another Scott SCOTT PAPER ADVISORY 
suggestion that saves soap, improves ippearance and reduce SERVICE 


maintenance time. 





SPS RELIABILITY 


A dynamic standard of predictable performance 


New SPS swage nuts are easily installed in steel and other sheet metals 
without use of clinching tools or special die fixtures. They provide 
handy tapped holes in thin-section assemblies, aid in biind fastening. 





SPS swage nuts offer new economies 


in fastening to sheet metal 


SPS swage nuts offer you a fast, economical means of putting 
load-bearing threads in sheet metal. They require noclinching 
tools, can be installed with an ordinary press fitted with flat 
dies. Also they do not project from the opposite side of the 
plate—a design advantage where minimum clearances are 
involved. And they do not discolor, deform or buckle the metal 
in which they are installed. 


Push-out and torque-out values for SPS swage nuts are the 
highest available for fasteners of their type. This insures 
proper torquing of screws and increases reliability under 


working loads and vibration. 
Step 1. Shank of nut slips easily into hole, serves as a positioning guide 
Pressure is then applied by an ordinary hydraulic or pneumatic press 


fitted with flat dies or by a rivet squeezer. No clinching tools required. New SPS swage nuts can be used in metals with a hardness 


up to approximately Rockwell C25. This includes steel, as well 
as the usual alloys of copper, Monel and aluminum. Swage 
nuts come in sizes +2 through '% in. (2B threads), with shank 
lengths for plate thicknesses from .020 to .250 in. 


For new Bulletin 2447 or samples, write SPS—manufacturer 
of precision threaded fasteners and allied products in many 
metals, including titanium. Aircraft/Missiles Division, 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Jenkintown * Pennsylvania 





Step 2. Pressure displaces sheet meta! around edge of hole, forcing Standard Pressed Stee! Co. « 
it into retaining groove. Knurils on swage ring increase resistance to WS lee mer 
torque-out, provide relief for metal flow. Note smooth bottom surface. 


. 
e@ Not “ e Westerr 


rok ket 


For More Information Write No. 226 on Inquiry Card—Page 32 For More Information Write No. 227 on Inquiry Card—Page 32 
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This new Bausch & Lomb 
Safety frame 
has got it...PLUS 


c-20 
Peto Taal-Tial- lilela) 
metali/plastic 


Newest concept in safety eyewear, designed by Bausch & Lomb 
to meet the needs of today and tomorrow. Smart, with 
superior fitting qualities and unequalled strength, C-20 
represents the finest in scientific eye protection. Spatula or 
riding bow temples and Bausch & Lomb Redy-Fit side 

shields available for on-the-job interchangeability. See it now; 
call your supplier, or write for information: 

Bausch & Lomb Optical Co., 90641 Smith Street, 

Rochester 2, New York. 


TUNG ketene PROTECTION PLUS 


MN ii Se 


protection+economy+worker acceptance 


For More Information Write No. 228 on Inquiry Card—Page 32 
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Why G-E man-made industrial diamonds 
are revolutionizing carbide grinding 


Metallurgical Products Department reports on users’ experience. 


Results: 35°o higher average efficiency . . 


power consumption . 


Now it has been proved . . . grinding wheels contain- 
ing General Electric man-made diamonds actually 
out-perform natural diamonds! 

In actual production, G-E man-made diamonds 
have maintained sharper cutting edges, have cut 
more free!y. They top natural bort because rigid 
manufacturing control maintains uniform quality. 
G-E man-made diamonds are more blocky and 
rough surfaced . . . provide extra support in the 
bond. They are also more friable, so that sharp, 


. at least 20°. lower 


. . than is possible with natural diamonds. 


new cutting edges are constantly presented in the 
grinding operation. 

Wheels made with General Electric man-made 
diamonds are available in quantity now. They’ll 
deliver a production bonus averaging 35°%. Be sure 
you cash in on this superior performance by specify- 
ing wheels containing G-E man-made diamonds 
from your regular wheel supplier. Metallurgical 
Products Department of General Electric Company, 
11143 E. 8 Mile Blvd., Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOYe CEMENTED CARBIDES * MAN-MADE DIAMONDS + MAGNETIC MATERIALS + THERMISTORS + THYRITE® 


May 11, 1959 


* VACUUM-MELTED ALLOYS 


For More Information Write No. 229 on Inquiry Card—Page 32 


135 





Feomemberr — 
H-S 


saves you time 
and money on 


Large Special Drives 


Helical - Herringbone - Worm Gearing 


H & S engineers are thoroughly 
experienced in the design of special 
drives—can solve unusual drive 
and transmission problems at the 
lowest possible cost . . . in the 
shortest time. Can we help you? 
Write or call today. 


For data helpful in selecting all types 
of speed reducers and gearing, our 
Catalogs 55 and 57 are available 

on request. 





_THE HORSBURGH & SCOTT) CO. 


GEARS AND SPEED REDUCERS 
5112 Hamilton Avenue «+ Cleveland 14, Ohio 
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(Continued from page 130) 


easy adjustment from one pack- 
age weight to another, and speeds 
of up to 40 items per minute are 
features. Equipped with a belt- 
type motorized conveyor on the 
weigh section, new Model 9460 
continuously checkweighs bags, 
cartons, boxes, packages, blocks, 
cans, or tubes without stopping the 
item on the scale. Unit can provide 
remote visual check on operations, 
supply numerical data useful in 
control, and operate reject mech- 
anisms, audible signals, and trend 
indicators. 

Write No. 31 on Inquiry Card—Page 32 


Ultrasonic Cleaners 


In Modular Design 


Featuring Modular Construc- 
tion, Glennite ultrasonic cleaners 
save money and operate at peak 
efficiency over the full range of 
industrial applications. Tanks and 
generators can be interchanged to 
meet specific needs. Five separate 
tank sizes and six pre-set genera- 
tors are used in construction of 
thirteen different cleaners. Clean- 
ing tanks are available in 1/2, 
2-1/2, 6, 16, and 25 gallon sizes. 
Generators are pre-set at 50, 100, 
200, 500, 1,000, and 2,000 watts. 
Side-mounted to provide the max- 
imum in cleaning efficiency, high- 
temperature ceramic transducers 
are capable of operating at 350° 
F, 200 degrees higher than previ- 
ous models. Developed by Gulton 
Industries, Inc., 212 Durham Ave., 
Metuchen, N.J. 

Write No. 32 on Inquiry Card—Page 32 
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For fastest, 


smoothest, Lt tie 


lowest cost cutting S iecesnene ation 
always insist on 


_ ’ For Fast Service 
Ihe facts behind the better results you’re sure < > rom 

to get with Simonds “Red Center’’ Saws are : \\ Complete Stocks 
simply these: BETTER STEEL, REAL MANUFACTURING Simon 
KNOW-HOW and EFFECTIVE QUALITY CONTROL. Industrial S 

Simonds special alloy steel is better because it’s cross-rolled Se — Sai 

for more uniform grain structure which provides extra tough- 

ness and edge-holding ability. Simonds know-how is based on 83 

years of saw making, using the most up-to-date heat treating, 


grinding, tensioning and sharpening equipment and methods. ’ S | M ‘@) N DS 
Effective quality control covers every step in manufacture . 


insures that every saw is perfectly round and flat, will run true SAW AND STEEL CO. 





and cut straight, smooth and fast under all conditions. — 
It will pay you to put “Red Center’’ Saws on all your ma- FITCHBURG, MASS. 
chines. Saw types and sizes for every need many are avail- at " 

able from your local distributor's stock 


J 


Factory Branches in Boston, Chicogo, Shreveport, lo., Son Francisco 
ond Portland, Oregon 
Conedion Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phile., Pe., and Arvide, Qve., Canada 


For More Information Write No. 231 on Inquiry Card—Page 32 
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What’s the worst 


You might try dropping it (filled) on 
a metal floor . . . compressing it .. . 
bouncing it in a revolving drum. 


These are just a few of the ordeals corru- 
gated board and boxes undergo before the 
finished container is delivered to your 
plant. No single one is “worst” or “best’’, 
or will give a true measure of overall per- 
formance. Yet each is uniquely important. 


Some of these tests, made on Union Board 
and Boxes, are described here. They repre- 
sent another part of Union’s structural 
design service to all shippers. 


What you 


should know During rail or truck shipment, your box 

; must be able to withstand the shocks of 

about testing of sudden stops and turns. To measure its 

. impact resistance, filled box is shot down 

Union Boxes an inclined runway and bounced against a 
solid backstop. 


1. Shock treatment 


1. Impact test 2. Mullen test 





3. Torsion-Tear test 


2. The bursting “barometer” 


A railroad ride can be rough experience. 
That’s why boxes shipped this way must 
meet minimum standards for bursting 
strength of board as set by Freight Classi- 
fication Rule 41. If they pass this trial, 
known as the Mullen Test, they’re ready 
for the worst jolts and jerks. 


3. Testing for tear 


Box flaps are scored to make them fold and 
unfold easily at your plant and at final 
destination. The easier the better. But 
during scoring some strength at that point 
must be lost. How much, and how much 
is retained, is measured by the combined 
Torsion-Tear Test. 


4. “Squeeze-box” hazard 


Whatever your product it will be subjected 
to all sorts of pressures on all sides during 
shipment and storage. The Compression 


4. Compression test 


fit 
Kae 


punishment you can give a box? 


Tester anticipates these forces. It squeezes 
empty box till collapse to test for rigidity 
and stacking strength . . . helps weed out 
possible trouble sources such as poor ad- 
hesion, scoring, joints and corrugations. 


5. Down she goes! 


Bad falls are among the commonest causes 
of failure. The Drop Test—repeated flat- 
on-face and corner drops of loaded box on 
to a metal surface—provides a real gauge 
of the box’s resistance to sudden shocks. 
Test also checks suitability of tape and 
strength of manufacturer’s joints. 


6. Taking a tumble 


It takes a tough box to survive the Drum 
Test’s “black-and-blue”’ treatment. Drum 
rotates, box inside tumbles against fixed 
metal obstacles until it finally fails. Test is 
an excellent gauge of the durability of fac- 
ings, flutes, seams and interior packing. 


5. Drop test 6. Drum test 


Write for new, informative booklet, “Quality Control of Corrugated Boxes.” 


ONION BOXES 


UNION BAG-CAMP PAPER Corporation 


233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Saies Offices: Eastern Division—1400 E. State Street, Trenton, N. J. 
Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla. 
Western Division—4545 W. Palmer, Chicago, Ill. 
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good 


Riverside continuous casting saves 


you production time, cuts rejects riddance 


Brass and other copper-based strip, rod, and wire from to 
Riverside produces consistently better end products for 


* 
you—-free of weak points that result in rejected pieces “Swiss 


or whole batches. 

How do we do it? By continuous casting, a process Ch 9 
we introduced to this country—a process that elimi- eese 
nates air holes and impurities, leaving a dense, homo- 


e 

geneous casting for better wire-drawing and other tings ! 

fabrication requirements. cas ° 
Get the full cost-saving story from Riverside-Alloy 

Metal Division, H.K. Porter Company, Inc., Riverside, N.J. 


RIVERSIDE-ALLOY METAL DIVISION 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION: Electrical Equipment—DELTA-STAR ELECTRIC DIVISION. NATIONAL ELECTRIC DIVISION 
Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION: Refractories—REFRACTORIES DIVISION: Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL 
DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION: and in Canada, Refractories 

‘Disston’’ Tools, ‘Federal’ Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD : j 
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HOW TO SELECT 
COST-SAVING 


A TYPICAL EXAMPLE: 
How to Avoid Stripping— 


When high stripping torques are required, a 
Shakeproof :'NIBSCREW* should be used 
“Nibs" under the head take up excessive 
driver torques and eliminate loose screws, 
re-work and repair 





You can realize important savings on your assembly line 
by specifying fasteners that eliminate operations, speed up 
production and assure highest quality. Engineered Fas- 
teners by Shakeproof now overcome stripping, provide . 

sealing, assure maximum locking and solve countless tastenérs 
production problems encountered in mass assembly of 
products using sheet metal. 


SEND FOR NEW SHAKEPROOF BULLETIN NO. 100! 
illustrates twelve typical examples of cost saving fasteners 
for sheet metal applications. Describes important “check 
points” for fastener selection. Offers testing samples. 
Write for your copy today! 


t SHAKEPROOF 


“FASTENING HEADQUARTERS"’* 


DIVISION OF ILLINOIS TOOL WORKS 
WwW St. Charlies Road, Elgin, illinois 
In Canada: SHAKEPROOF /FASTEX 


Division of Canada Illinois Tools Limited, 67 Scarsdale Road, Don Mills, Ontario 
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F-M Spacers Save Money in Hundreds of Applications. Spacers shown in Red 











a es 


Cross member dividers on 
conveyor sections. 


QE 


Leaf spring bolt spacer. 

















Before and after: 
Two spacers replace 
undercut machined wheel hub 


Motor mount bolt sleeve spacer. 


De 


Spacer-stabilizer linkage. 


Control rod 
spacers. 





Time, Money, Materials with 
Rolled, Split SPACER TUBES 





Spacers can effect savings in many 
manufacturing and assembly opera- 
tions—from automobiles to pull 
toys, phonographs to corn pickers. 
Furnished to your exact dimensions, 
ready to assemble, they are an 
economical substitute for iron pipe, 
tubing or machined parts; eliminate 


costly cut-off and de-burring ma- 
chine time; save on secondary opera- 
tions such as slots, holes, notches 
and chamfers. In steel, aluminum 
and stainless. Plain or plated. Many 
lengths, diameters and wall thick- 
nesses. Complete engineering 
service. 


FREE design data book on standard and special spacer specifications. Address: 


FEDERAL-MOGUL DIVISION 


FEDERAL-MOGUL-BOWER BEARINGS, INC. 
11077 SHOEMAKER, DETROIT 13, MICHIGAN 
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HONEYWELL 


——1.100— = 


Subminiature door 
interlock for hazardous 
equipment 


17AC1-T subminiature door 
interlock switch is the small- 
est, most compact switch 
available for an automatic 
door interlock for hazaraous 
equipment cabinets. Actua- 
tor may be pulled to main- 
tained-contact position. It 
automatically resets when 
the cabinet door is closed. 
Dependable in temperatures 
from —65° to +260°F. Data 
Sheet 159. 





~—.800--~ 
Here is the smallest 
precise snap-action 
switch available 


Miniaturized submini- 
ature, the ‘“‘1SX1’’, 
weighs but 1 gram, yet 
is capable of millions of 
precise operations. Op- 
erates dependably from 

65° to +250°F. Rat- 
ing is 5a 115/230 vac 
resistive, 15a max. 
inrush. 28 vdc: 7a 
resistive, 4a inductive; 
4a motor load, 24a 
max. inrush. Data 
Sheet 148. 





New “Plug-in Limit” 
switch with side roller 
actuator 


203LS1 ‘Plug-in Limit’’ 
switch increases the useful- 
ness of the pace-setting 
“Plug-in Limit” line. These 
switches, which can be re- 
placed in 20 seconds, are now 
available in 8 different actu- 
ator types. All are rugged, 
reliable, compact and com- 
pletely sealed. Their use vir- 
tually eliminates downtime. 
Catalog 84. 


8-circuit selector switch 
mounts in less than 1.75" dia. 


““28AS” Series selector switches have 2 
to 4 positions, can control up to 8 cir- 
cuits. Enclosed SPDT contacts, posi- 
tive non-tease detents, sealed actuating 
mechanism. For electronic, computer 
and aircraft instrument panels. Data 
Sheet 162. 





A toggle switch 
that mounts in 

Y sq. in. 

2TMI-T weighs 4% 


grams. Ideal for use 

with printed and 

transistorized circuits and in compact 
communication equipment. Operates 
dependably from —65° to +200°F. 
DPDT. Data Sheet 158. 





5 NEW compact precision switches meet 
wide variety of industrial design needs 


Only MICRO SWITCH offers industrial designers an al- 
most unlimited line of precise, snap-acting switches 
to meet the most exacting design requirements. 


When you bring your switch design problems to 
MICRO SWITCH you have the cooperation of switch 
specialists of the world’s largest exclusive manufac- 


turer of precision switches. Consultation costs you 


nothing... 


may enable you to put your product on 


the market at important savings of time and money. 


These 5 new switches are typical of the wide variety 


MICRO SWITCH offers. 


Engineering assistance on all switch design and ap- 
plication problems is available from MICRO SWITCH 
branch offices. Consult the Yellow Pages. 


MICRO SWITCH ... FREEPORT, ILLINOIS 


A division of Honeywell 


In Canada: Honeywell Controls Limited, Toronto 17, Ontario 


Honeywell 


MICRO SWITCH Precision Switches 
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HOW TO DO 
THE DIFFICULT 





921 
pairbanks | 


\ 
ea 


Have happier workers and a happier boss 


both achieved by use of FAI RBAN KS 
COST-CUTTER TRUCKS! 


Just think of trucks as tools. Then 
you instantly recognize that the right 
trucks must make lighter work of ma- 
terials handling. Your men with the 
right tool—the right truck—do more 
with less effort and with greater 
safety. You realize surprisingly large 
time and cost savings. Select your 
COST-CUTTER Truck now from Fair- 
banks complete line of Two Wheel and 
Platform Hand Trucks. Always specify 


Fairbanks 
“Bantamweight” 
Platform Trucks 
Sturdiest, lightest, 
easiest movin 
truck for all ligh 
duty applications. 
Unmatched value — 
costs less to buy, 
less io run. 


Fairbanks Trucks for the rugged con- 
struction and smoother operation that 
brings added savings in long-lasting 
dependable service. Fairbanks Trucks 
are available from leading distributors 
in all the principal cities. 


YOURS ON REQUEST: Big colorful catalog, 
#T-54, describes most complete line of 
trucks and applications. Write for your 
free copy of this valuable catalog today. 


Fairbanks Series 
“500” Lif 

Jack Trucks 

One jack handle 
sufficient for 
several platforms. 
The perfect answer 
to minimum cost 
temporary storage. 


THE FAIRBANKS COMPANY 


Executive Office — 393 Lafayette Street, New York 3, New York 
Valves ¢ Dart Unions © Trucks « Casters « Wheels 
e 520 Atlantic Avenue, Boston 10, Mass. © 393 Lafayette Street, New York 3, N. Y. ¢ 15 Stanwix St., 
Pittsburgh 22, Pa. ¢ 202 Division St., Rome, Ga. © Factories — Rome, Ga. and Binghamton, N. Y. 
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Products 





Stab-In Fusible 
Service Equipment 


A new line of stab-in fusible 
service equipment has been de- 
veloped by Federal Pacific Elec- 
tric Co., 50 Paris St., Newark 1, 
New Jersey. 100% modular, the 
system reduces inventory require- 
ments, simplifies circuit selection 
problems, cuts installation time, 
and is adaptable to changing elec- 
trical needs. A total of only ten 
enclosures and five stab-in units 
will handle all applications up to 
200 amps. Dual stab-in units are 
extremely compact and can be in- 
serted in seconds when and where 
needed; no bolted connections are 
necessary. The ten enclosures— 
five series types and five parallel 
type (split bus)—meet all re- 
quirements, up to 200 amps., and 
are UL approved for use with 
aluminum as well as copper con- 
ductors. 

Write No. 33 on Inquiry Card—Page 32 


Low-Cost Microscope for 
Routine Applications 


- 


=> 


Low-cost metallurgical micro- 


scopes for routine applications 
have been announced by Bausch 
and Lomb Optical Co., 635 St. 
Paul St., Rochester 2, N.Y. The 
(Please turn to page 148) 
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THIRD 


AFTERNOON 


DELIVERY 


Coast to 
Coast! 


When the chips are down and you urgently need excep- 
tionally fast service, you can get it from Interstate System 
just like Rowe Manufacturing did. Here’s how that 
traffic was handled: 

As the shipment left Rowe’s plant, Interstate’s long-line 
private telephones were humming, arranging for power 
changes at Bedford, Pa., Norwalk, Ohio and Chicago. 
Rowe’s load went through the Chicago gateway without 
delay — in and out of the city in less than four hours. 


Ang eles. 
Time Tab le ? 


Oad 
Plant a , led 
rived 


at des»: 
Friday, destinat 


While the shipment sped across the plains, Garrett 
Freightlines, Interstate’s West Coast carrier, was alerted. 
The interchange was made smoothly at Denver, and the 
shipment sailed through the mountains to Los Angeles. 

FOR YOU, TOO: For swift, safe, dependable service to 
big cities and small towns — either coast-to-coast or short 
distance — use Interstate System. 

Your local Interstate System man is listed in the Yellow 
Pages. Give him a call! 


Three reasons why Interstate moves so fast! 


MORE THAN A TRUCK LINE... 


A TRANSPORTATION SYSTEM 





INTERSTATE 


> SYSTEM 


GRAND RAPIDS, MICHIGAN 
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Gulf makes things run better, with— 


NEW GULFCROWN 


Here’s a multi-purpose lithium base grease for 
bearings in heavy duty service. 

It's a completely new bearing grease that effectively 
lubricates bearings operating under high loads, shock 
loads and with oscillating motion. 

New Gulfcrown Grease E.P. will give you plenty of 
proof that Gulf makes things run better. It resists heat, 
cold, moisture and mechanical breakdown. It has excel- 
lent oxidation stability and protects against corrosion. 


146 


You'll find that this new grease pumps freely at 0°, 
yet stands up at temperatures to 250° F.,and even higher 
under certain conditions. 

New Gulfcrown E.P. is an unusually versatile multi- 
purpose grease. For example, it gives excellent results 
in the lubrication of heavily loaded trunnion bearings 

. steel mill work rolls and table rolls . . . sliding dog 


clutches . . . spiral gear boxes . . . Banbury mixers. . 


the bearings, cams and gears in textile looms . . . and 


PuRcHASING 








In hard-working equipment, like stone crushers, new Gulf 
crown Grease E.P. withstands extremely high shock loads in 
grease lubricated bearings. 


In textile mills the excellent residual anti-weld properties of 
new Gulfcrown Grease E.P. makes it the ideal lubricant for 
loom bearings, cams, pick balls and gears 


qin steel mills, new Gulfcrown Grease E.P. will successfully 
withstand the high temperatures and extreme pressures en- 
countered in the lubrication of work rolls and table rolls. 


GREASE E.P. 


a host of other heavy-duty industrial applications. GULF OIL CORPORATION 
Gulfcrown E.P. can be used for electric motor bear- Dept. DM, Gulf Bidg., Pittsburgh 30, Pa 
ings, fans, pumps and for nearly every type of applica- Please send beckiet on new 
tion. Can be applied through centralized systems or by Gulfcrown Grease E.P. 
gun. Available in NLGI consistencies 0, 1 and 2. Neme 
Find out how Gulfcrown E.P. can improve your oper- Title 
ation and help you get lower maintenance costs. Call Company 
your Gulf Sales Representative at the nearest Gulf office. Address 


Meanwhile, mail coupon for new booklet. City 
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Hints On 
fluorescent starter 
Sé lection 


YOU CAN USE 
STANDARD 40W LAMPS 
IN COLD AREAS WITH 
G-E FS-44 STARTERS 


General Electric FS-44 thermal- 
switch type starters will start 
standard 40W preheat lamps reli- 
ably at low ambient temperatures 

down to 0 F because the pre- 
heat time they provide remains 
constant. Standard glow-switch 
type starters, under these condi- 
tions, require specially-designed 
low-temperature service lamps 
for satisfactory operation. 

To get more money-saving 
hints, ask your G-E distributor 
for the “G-E Starter 
Selection Chart and 
Maintenance Guide 
for Fluorescent 
Lighting.’’ General 
Electric Company, 

Wiring Device De- 
partment, Providence 
7, Rhode Island. 


GENERAL 


@ eEvectaric 


For More Information Write No. 240 
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(Continued from page 144) 


new microscopes provide quick, 
accurate examinations of metal 
specimens and other opaque ob- 
jects, are easily portable, and fea- 
ture full-sized, easy-to-grasp con- 
trol knobs. Fine adjustment knob 
assures accurate results in focus- 
ing; ball-bearing construction 
guarantees precise positioning of 
objective and exact repeats. Mon- 
ocular or binocular bodies can be 
used interchangeably and wide 
range of measuring accessories is 
available. Available with trans- 
former and standard equipment in 
two models. 

Write No. 34 on Inquiry Card—Page 32 


Magnetic Angle Iron for 
Layout and Inspection 


A new magnetic angle iron is 
said to combine the advantages 
of a universal right angle iron 
with a magnetic chuck. Magnetic 
iron holds work firmly in place 
for measuring, scribing, or indi- 
cating, saves time and eliminates 
inconvenience. Magnetic face plate 
is energized by means of a con- 
trol bar, one of which is recessed 
in eacn end face. A 25 degree 
turn produces a “fringe” magnetic 
setting which allows the work- 
piece to be easily adjusted to 
final location before full holding 
power is applied by a 90 degree 
turn. Iron can be turned on its 
side, back, or ends for checking 
work in different positions. Faces, 
side and ends are _ precision 
ground, square and parallel with- 
in .0002 in. Overall dimensions 
are: 4-3/4 in. long, 4-1/4 in. wide, 
6-1/2 in. high. Approximate 
weight is 18 lbs. Taft-Pierce 
Manufacturing Co., Woonsocket, 
Rhode Island. 

Write No. 35 on Inquiry Card—Page 32 





Locking screws with 


LOCTITE 
increases production 


23% 


¥ > 


Assembling Hobbs Hour Meters 


Mr. LeRoy L. Rasch 
John W. Hobbs Div., Stewart-Warner Corp. 
Springfield, Illinois, says: 


“We all try to cut costs. For example, 
we used a resin-type product to hold 
screws in assembling Hobbs Hour 
Meters. It was necessary for a girl to 
dip a little piece of wire into the com- 
pound, transfer it to the screw hole, 
and then assemble the screw. With 18 
screws this was a slow and tedious 
job. We switched to LocTiTE Sealant 
and increased production while making 
the job easier for the girls. Operators 
now produce 23% more meters per 
hour thanks to Loctite! This increased 
production is accomplished by tum- 
bling large batches of screws with 
LocTITE in a polyethylene bag. The 
screws, treated and ready, are spread 
in front of the operator within easy 
reach. LoctirTeE will not harden in air, 
but sets firmly when screws are as- 
sembled. LocTITE saves us time and 
money by virtually eliminating the 
labor of applying the staking com- 
pound to the screws. LocTITE cut 
costs for us with no effort at all.” 


LocTITE is a thin liquid that hardens 
when confined between closely fitting 
metal parts. One drop replaces all size 
lock nuts, lock washers, lock screws, 
staking, jam nuts and interference 
threads. It forms a tough heat and 
oil resistant bond that resists 
any amount of vibration. . . 
yet ordinary tools will re- 
move fasteners. LOCTITE 
requires no heating or mixing 
... treated parts can be 
stored for days . . . lock only 
when assembled. Write for 
literature and free sample. 


LOGTITE scx.sn: 


AMERICAN SEALANTS COMPANY 
117 Woodbine St., Hartford 6, Conn. 
See LOCTITE—Booth 1653 Design Engineering Show 
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WHY DID THIS BOLT FALL OFF? 


Where is the culprit . . . the nut whose function was to 
keep the bolt secure ly in place? Undoubtedly it fell off 
earlier . . . loosened by vibration . . . or unexpectedly 
high shock loads due, perhaps, to a careless operator. 
In any event, the bolt was pounded into uselessness 

. and failed. Chances are that the equipment the 
bolt and nut were part of is temporarily useless too 

Why then, was an in uate fastener applied in the 
first place? Perhaps beca ‘bolts and nuts” are often 
overlooked or specified routinely. Perhaps to save a frac- 
tion of a cent. Whatever the reason, the end result was 
inefficient and uneconomical. The nut failed—the fasten- 
ing failed—and the product failed. 


It could have been prevented. An Elastic Stop® nut 
would have held on. The small extra cost of the best self- 
locking nut would have solved this case saved repair 
bills... downtime . . . and a manufacturer's reputation. 

For detailed photos showing how some of America’s 
foremost manufacturers of heavy equipment have 
insured critical bolted connections with Elastic Stop 
nuts on such units as rock drills, scrapers, snow plows, 
off-the-road trucks ... write to ESNA. Or, for first 
hand proof, tell us the preferred size and we'll send you 
test samples. Address: Dept. $35-515, Elastic Stop Nut 
Corporation of America, 2330 Vauxhall Road, Union, 
New Jersey. 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 
into the dependability of every product on which it is used. 


ELASTIC STOP NUT CORPORATION OF AMERICA 
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drilling rigs... o_o stent 


Torrington makes the right anti- friction bearing 
for every basic need! 


In the oil fields where your gasoline originates, the need may be for a special Torrington Angular Contact 
Rotary Table Bearing to support thousands of feet of whirling drill string. In your car, it may be a compact 
Torrington Needle Bearing to smooth your steering. 

Between these two examples lie all kinds of requirements. To meet this broad range of needs, Torrington 
makes every basic type of anti-friction bearing. 

You can be confident that engineering recommendations from Torrington will bring the broadest expe- 
rience to bear on your specific application requirements. For help in developing the right anti-friction appli- 
cation for your product, rely on your Torrington representative. The Torrington Company, Torrington, Conn. 
—and South Bend 21, Ind. 


SeeOuw Exhibit. ner- FORRINGTON BEARINGS 
0 Tulsa. May District Offices and Distributors in Principal Cities of United States and Canada 


NEEDLE + SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER » BALL + NEEDLE ROLLERS eo THRUST 


For More Information Write No. 242 on Inquiry Card—Page 32 For More Information Write No. 243 on Inquiry Card—Page 32> 
150 PuRCHASING 





carefree is stainless steel 


The gleaming efficiency of Stainless housewares is a joy to every 
woman. Everything made of Stainless Steel cleans with ease, lasts 
a lifetime and brightens-up the home. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves 
and sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for homes:and home products 





Office Equipment and Supplies 





A TWO-MAN purchasing depart- 
ment must use forms that are 
simple and to the point; forms 
that can give complete, efficient 
results with the least possible ef- 
fort. 

Howard A. Taylor, purchasing 
agent at Battle Creek Packaging 
Machines, Inc., Battle Creek, 
Mich. had this problem and met it 
head-on using the series of forms 
illustrated here. 

The pre-numbered requisition 
which originates in the production 
department is a two-part form. 
One copy, of course, goes to pur- 
chasing while the other is re- 
tained in production department 
files. The number on the requisi- 
tion is carried right through to 
the purchase order and receiving 
report 

Since a copy of the receiving 
report is attached to the merchan- 
dise going into stock, the entire 
cycle, from the originator through 
purchasing, receiving and back to 
the originator (now as user), is 
tied together with a single identi- 
fying number. 

A copy of the four-part receiv- 
ing form is sent to purchasing. 
The quantity received is written 
next to the quantity ordered on 
the file copy of the purchase or- 
der (kept in alphabetic sequence 
by vendor). When the invoice is 
received, if the order is incom- 
plete the item it covers is circled. 

Follow-up is handled by re- 
viewing file folders for five or six 
letters of the alphabet each day. 
This permits a review of every 
ypen order once each week. 

This system has functioned sat- 
isfactorily for Mr. Taylor and en- 
tails a very minimum of clerical 
work while providing Battle 
Creek Packaging Machines with 
all necessary facts and figures. 
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BATTLE CREEK PACKACING MACHINES, INC. eacroay 
Os ee ce Sc eeahiatel 
REQUEST FOR PURCHASED MATERIAL 


WS 01248 








Pe mew Pteming Bag onty 
—- 











RECEIVING REPORT 


OTE SEPARATE EEPORT MUST BE MADE OUT FOR BACH ORUVERY 


BATTLE CREEK PACKAGING MACHINES. INC 
earns Come, euch 
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partners in precision 


Behind the excellent performance of |BI inched cards lies a painstaking quality-contro! program that 
has no parallel in the industry. The continuir | Research, coupled with more than forty, years 
of manufacturing know-how, has achieved product echnique vat assure you a pret n partnership 
of IBM equipment and supplies. By insisting on IBM punched car u can be sure of securing the pre- 


! 


Cision engineering so essential to accurate and reliable data proces: 


SUPPLIES 
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10) Bele): 


Koh-}.Noor 
an importa it 
a comprehensive 
struments and 
meticulously 
achieve a 
professiona 


mat t 


ADAPTO - 
CLUTCH 
LEAD 
HOLDER 


and 


EJECTOMATIC 
LEAQ DISPENSER 


Two Koh 1-Noor prod 

ucts designed to work 
together for greater 
venience. Lead holder's nor 
slip clutch takes all 17 degree 
of Koh-!-Noor lead. Ejectomat 
Dispenser feeds lead tot 
without need to touch it 


RAPIDOGRAPH 
NON-CLOGGING 
“TECHNICAL” 

FOUNTAIN PEN 


A smoothly performing 
ing, lettering and t 
pen that uses India 

lar ink with equal f 

A tremendously 
tume-saving, reliable instr 
ment. Fully guaranteed 
five precision line widths 


eae) 


*OO EE FINE #1FINE #3 BROAD 
#O EXTRA-FINE #2 MEDIUM 


Write for descriptive literature. 
KOH- I-NOOR 
of cowbe 


Bloomsbury 4, New Jersey 
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Office Equipment 





A read-out form printer with a 
12-decade capacity and an auto- 
matic form ejector has been de- 
veloped by the Electronics Divi- 
sion of Clary Corporation, 408 
Junipero St., San Gabriel, Calif. 
Typical applications for the new 
machine are automatic checkout 
data, logging instrumentation 
data, recording quality contral re- 
ports, automatically recording in- 
spection records and printing 
gummed labels and _ inspection 
tags. 

Write No. 41 on Inquiry Card—Page 32 


A technique of applying re- 
movable and __ interchangeable 
metal panels to a rigid framework 
has been announced by Royal 
Metal Manufacturing Company, 
One Park Avenue, New York 16, 
N. Y. The new method provides 
a replacement feature which per- 
mits sides, top, drawer and door 
fronts to be chosen individually 
for color and finish and replaced 
at will in case of damage. The 
room furniture is built so that 
units may be combined into cus- 
tom groupings of almost limitless 
variety. 

Write No. 42 on Inquiry Card—Page 32 


A new group of all-purpose 
chairs is now being offered by 
Royal Metal Mfg. Co., One Park 
Avenue, N. Y. Available with 
either hydraulic or swivel rise 
action, the chairs feature Danish 
styling, molded foam rubber back 
and seat. The chairs come with 
either upholstered or solid walnut 
armrests. 

Write No. 42 on Inquiry Card—Page 3? 


A new 12-page full color bro- 
chure on the advantages of 
using magnetic recording tape 
has been released by the DeJur- 
Amsco Corporation, 45-01 North- 
ern Boulevard, Long Island City, 
N. Y. Entitled, “How To Measure 
Time With Tape,” the booklet de- 
scribes the many features of tape 
and compares them with those of 
the disc and belt stylus methods. 
Write No. 44 on Inquiry Card—Page 32 


A new 10 key portable adding 
machine is being marketed by 
R. C. Allen Business Machines, 
Inc., Grand Rapids, Mich. Some 
of the features include a motor- 
ized non-add key, motorized cor- 
rection key, single and double 
spacing control, as well as single 
back space key. 


Write No. 45 on Inquiry Card—Page 32 
For More Information Write No. 246 

on Inquiry Card—Page 32 
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Dazzling new SPRINGHILL, BOND is 


actually whiter than clean white chalk 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


OLD A SHEET of new Springhill Bond 
| | in your hand. Look at it. Feel it. Tear 
it. Fold it. You'll swear that this must be a 
premium-grade bond. Only the price and 
the absence of a watermark say it isn't! 

Look at its whiteness. A well-known 
research lab proved that new Springhill 
Bond was measurably whiter than chalk, 
salt, even surgical cotton. Whiter than 
any other unwatermarked bond on the 
market! 

But Springhill Bond is more than just 
white. It’s level and uniform, too. And 
crisp. Just try to pick up a sheet without 
making a crackling noise! 


Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 
do, you'll recommend it. 


Extremely printable 

We insure excellent results every time 
by cutting a sample ream from every 
reel and having it tested on actual print- 
ing presses. Springhill Bond is made to 
order for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 


Look for this attractive new design. Handy 
“zip” openers on 8‘ x 11 reams. All cartons 
polyethylene-lined to control humidity 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y. 








"I could kiss you’ 


.and she did!) 


What brought on the buss for the boss? NU-KOTE, of 
course! Ever since he introduced his secretary to this 
Original plastic base carbon paper, she's been getting 
first-to-last legibility, no-smudge copies, and one- 
weight, one-finish mastery of almost all copy jobs. 
Perfect for all typewriters, too! Boss' bonus: Great 
savings on Nu-Kote's 3 to 1 durability over ordinary 
carbons. Free sample? Just clip the coupon. 


NU-KOTE 


CARBON PAPER 


(she said. 


Buy where you 
see this sign 


FREE SAMPLE! For a free sample of NU-KOTE 
just mail this coupon attached to your company 
letterhead. 


Dealer Sales Dept 
Burroughs Corporation, Detroit 32, Michigan 


Name 


1] 
sf 
S 


Nt ROTI] 
Firm 


h Address — 
} m=. City Zone ae 


In Canada write Acme Carbon & Ribbon Company, Limited, 
Toronto 13, Ontario 
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Office Equipment 





\ 


A portable electric heater stand- 
ing 15” high is available from 
Edwin L. Wiegand Company, 7500 
Thomas Boulevard, Pittsburgh 8, 
Pa. Featuring automatic tempera- 
ture control, the new unit has an 
all-metal enclosed heating ele- 
ment to protect it against shock, 
moisture and breakage. The 
heaters are also equipped with a 
seven foot cloth cord and the 
proper plug needed for wattage 
load and voltage. 

Write No. 46 on Inquiry Card—Page 32 


A newly-designed Semiauto- 
matic Optical Mounter of the 
Filmsort Company, Pearl River, 
N. Y. combines motorized micro- 
film insertion with precision 
center line techniques. The op- 
erator aligns the center lines 
of the microfilm frame with 
those on the mounter screen. 
In addition, the operator checks 
the microfilmed data projected on 
the screen with the punched or 
posted data of the aperture card. 
Both film transport and film die 
travel are motorized. One push of 
a button advances the film die and 
applies the controlled pressure 
that seals the individual microfilm 
frame to the aperture card. 

Write No. 47 on Inquiry Card—Page 32 
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Royal McBee Corporation, Port 
Chester, New York has issued a 
10-page brochure on its new auto- 
matic Keysort System. The system 
is described in non-technical 
terms. The brochure illustrates 
how an original unit record can 
be coded for automatic processing 
with flexible low-cost machines. 
The system is adaptable to cen- 
tralized or decentralized purchas- 
ing procedures in companies of 
all sizes. 

Write No. 48 on Inquiry Card—Page 32 


An all-electric spirit duplicator 
has been introduced by Wolber 
Duplicator and Supply Co., 1201 
Cortland St., Chicago, Ill. Fea- 
tures of the machine include an 
automatic shut-off when the last 
sheet is duplicated; a signal that 
glows while current is flowing; 
and a control lever that stops 
fiuid flow and releases roller pres- 
sure in one operation. 

Write No. 49 on Inquiry Card—Page 32 


A new line of chairs featuring 
extra-heavy square aluminum 
tubing, foam rubber cushions and 
vinyl-coated cloth upholstery are 
being marketed by Emeco Cor- 
poration, Hanover, Pa. The new 
line includes five chairs, all vir- 
tually tiltproof because of the ball- 
and-socket glides which remain 
flush with the floor. 


Write No. 50 on Inquiry Card—Page 32 
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NEW RELAXING MASSAGE IN THE PRESIDENT'S CHAIR 


eases 
tensions... 


HARTER 
MODEL 65-VP 
EXECUTIVE 
POSTURE 
CHAIR 


creates gentle 
massage 


Quality ‘| 
rotary motor 
VN 


Finger-tip 
control turns 
on and selects 
degree of 
massage 


relaxes you... refreshes you 


Tensions ... decisions . . . deadlines got you all tied up in knots? Just lean back 
in a Harter 65-VP Executive Chair, select the Swedish massage action you prefer 
and relax. Cool, extra-deep foam rubber cushions in seat back and arms trans- 
mit massage, gently relieving tensions. In a few minutes return to your work re- 
freshed and alert. The bigger your job, the more you'll appreciate this chair. 


With the massage turned off, you have the aristocrat of all executive posture 
chairs. Five controls fit the 65-VP to you. Nothing has been spared to make the 
Harter 65-VP the finest. Write for illustrated literature. 


Massage action 
also available in 
the Harter chairs 
on the left. 
Each is a top value 
© acon x in its price range. 


HARTER CORPORATION + 529 Prairie + Sturgis, Michigan 


ft HARTER 


For More Information Write No. 248 on Inquiry Card—Page 32 





POSTURE 
CHAIRS 














ae Sea. 
coe 


~ SECRETARIAL 


Fae, 


SEA 


ERASING... 
Take your | 
Pick! | 


KLENZO-33 


WITH AND WITHOUT BRUSH 





Famous Klenzo quality in 
convenient wood-casing. 
Sharpens to “needle point” 
for ballpoint, typewriter and 
ink work. 


KLENZO 


WITH AND WITHOUT BRUSH 





The standard for erasing. 
Paper wrapped to permit 
quick, economical repointing. 


A Klenze erases equally good 
wrapped in paper or cased in weed. 


AT BETTER STATIONERS EVERYWHERE 


Send 10c for twin samples naming this 
publication. 


bhaisdell 





PENCIL COMPANY 


BETHAYRES, PA. 


For More Informations Write No. 249 
on Inquiry Card—Page 32 
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A new spirit vapor carbon was 
announced recently by The Car- 
ter’s Ink Company, Cambridge, 
Mass. It is available in brilliant 
blue, purple, or black and each 
master unit yields up to 200 
cop:es. A clean spirit vapor car- 
bon prevents stains on hands, 
paper and clothing. Called “Ultra 
White Glove” a free sample may 
be obtained from the manufac- 
turer. 

Write No. 51 on Inquiry Card—Page 32 


The Globe-Wernicke Co., Cin- 
cinnati 12, Ohio now has avail- 
able a new lower height “H” leg 
for use under the auxiliary top. 
This makes it possible to set the 
auxiliary desk at a business ma- 
chine height of 2642”. Made of 
square metal tubing the leg is 
equipped with adjustable slides. 


Write No. 52 on Inquiry Card—Page 32 


A machine that makes large 
size prints— up to 18 x 24 inches— 
of engineering drawings and other 


detailed documents from micro- 
film, completely automatically, 
has been announced by Minnesota 
Mining and Manufacturing Com- 
party. The unit accommodates 
35mm microfilm in aperture cards 
or tabulating card sizes. Cards 
are inserted in the machine, a 
button is pressed and the enlarged 
copy appears in 15 seconds or less. 
A table-top unit, it stands 32” high 
x 31” wide x 36” deep and op- 
erates on regular room current. 
Write No. 53 on Inquiry Card—Page 32 


' i 

A machine that simultaneously 
punches tape or cards as a by- 
product of regular accounting jobs 
is now being offered by the Mon- 
roe Calculating Machine Com- 
pany, Orange, N. J. A motion 
check is built into the tape punch 
to be certain that every figure 
coded is recorded on the tape. 
There is also an automatic parity 
check. Any malfunction of the 
tape punch touches off a red signal 
on the control panel and the ac- 
counting machine automatically 
becomes inoperative. 
Write No. 54 on Inquiry Card—Page 32 


A copyholder for secretaries 
and typists has been announced 
by Remington Rand Division of 
Sperry Rand Corporation. The 
unit, extends just a few inches 
above the typewriter. When not 
in use it folds over the machine 
and can be tucked into the desk 
at night. Available in 16” or 25” 
size, it comes in six colors. 

Write No. 55 on Inquiry Card—Page 32 
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A new light box can be used 
and stored in the standard 12 inch 
desk drawer. Called the Glow- 
Box, the unit is designed to illu- 
minate standard 84% x 11 inch 
drawings, graphs, charts or maps. 
It can also be used for comparing 
X-Ray films, examining trans- 
parencies and working with both 
colored and translucent speci- 
mens. A white Plexiglas cover 
plate provides shatter-resistance 
and even diffusion of light across 
the surface. The unit is available 
from the manufacturer, Instru- 
ments for Research and Industry, 
108 Franklit Avenue, Chelten- 
ham, Pa. 

Write No. 56 on Inquiry Card—Page 32 


The Supplies Division of LB.M. 
has announced that punched card 
sets are available with a carbon- 
less paper. The new paper, de- 
veloped by Oxford Paper Com- 
pany, is pressure-sensitive; no 
chemical action is_ involved. 
Weight of the paper is compar- 
able to 15 lb. bond. When used 
in a card set, it has less bulk than 
an equivalent carbonized set. 
Shelf life of the paper is one year. 
Write No. 57 on Inquiry Card—Page 32 
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“He Knows You’re a Visitor.” 
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This portfolio shows you 


how fo benefit from modular furniture — 


If you want your office 
geared to future operations 
request a copy of this 
portfolio . . . ask for 
number 144. Then, get 

in touch with your nearby 
authorized Peerless 
Distributor. You'll find 


he’s a good man to know, 


PEERLESS 


STEEL EQUIPMENT CO. 
6600 Heibrook Ave. Philedeiphie 11, Pe 


Modulettes open the way to new frontiers in office 
furniture arrangements—and office efficiency. 


Peerless Modulettes are numerous modular units 
that can be combined and arranged in seemingly 
endless groupings. Office furniture groups that can 
assume your individual system of functional operation. 


Valuable space can be conserved. Office operation 
costs can be reduced. 
For More Information Write No. 250 on Inquiry Card—Page 32 








Association News 


N.A.P.A. Announces Convention Program 


Tue National Association of 
Purchasing Agents recently an- 
nounced the participants for the 
1959 convention program. To be 
held at the Waldorf-Astoria in 
New York on June 14, 15, 16 and 
17, the program shows promise of 
making this one of the outstand- 
ing conventions. 

Mark W. Cresap, Jr., president 
of Westinghouse Electric Corpora- 
tion will be the keynote speaker 
on Monday morning. The opening 
address will be followed by a 
panel discussion devoted to mate- 
rials management. E. F. Andrews, 
Allegheny Ludlum Steel Corp. 
will be the moderator, assisted 
by A. M. Kennedy, Jr. of West- 
inghouse Electric Corporation and 
George A. Renard, former execu- 
tive-secretary of the N.A.P.A. 

W. Evert Welch, Minneapolis- 
Honeywell Regulator Company 
will complete the first morning’s 
program with a talk on “Practical 
Tools For Better Inventory De- 
cisions.” 

Monday afternoon will be en- 
tirely given over to various com- 
mittee meetings. An important 
session will be conducted by the 
National Committee on Steel; 
Reverend William T. Hogan, S. J., 
director of the industrial econom- 
ics program at Fordham Univer- 
sity will discuss, “Labor In The 
Steel Industry.” 

The general session on Tuesday 
will cover the very popular sub- 
ject of value analysis and stand- 
ardization. Edward Walther of 
Management Development Asso- 
ciates, New York will also talk 
on “Survival of the Purchasing 
Agent in The Space Age.” 

Wednesday is the day for eco- 
nomics. Two prominent econo- 
mists from the McGraw-Hill Pub- 
lishing Company will talk on “The 
American Economy In The Space 
Age.” A panel of leading econo- 
mists will cover, “Today’s Domes- 
tic and World Economy.” 
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T. A. Corcoran, The Courier-Journal 
—The Louisville Times, Louisville, 
Ky. 


Goréon Burt Affleck, president of 
National Association of Purchasing 
Agents. 


George A. Renard, Journal of Com- 
merce, New York, N.Y. 


F. Victor Hanaway, Talon, Inc., 


Meadville, Pa. 


T. W. Russell, Jr.. American Brake 
Shoe Company, New York, N.Y. 


William K. Hora, First National 

City Bank of New York, New York, 
N.Y. 

For More information Write No. 251 

on Inquiry Cerd—Pege 32> 
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helping a best seller sell! 


STAINLESS STRIP STEEL 


‘~ 
Susy 
a 


= 


on the high-style model of 


Produced by 


Ternstept Division 


GM’s no. 1 car—the beautiful Chevrolet Impala inehunibanind 


Yes, every one of these 48 precisely-contoured stainless Yr 

steel parts is used on the exterior body trim of the 1959 ( 

Chevrolet Impala. Here you see beauty, brilliance and () /SUPERIOR STEEL DIVISION 
strength that resist weather and wear without care for the ; = — 

life of the car—selling and re-selling at every turn. @ We oF 

are proud of Superior Stainless Strip Steel's applications COPPERWELD STEEL COMPANY 


‘ “ ‘ x : CARNEGIE, PENNSYLVANIA 
in the fine automobiles of General Motors. Can we serve 

: For Export: Copperweild Stee! internetiona! Compeny, New York 
your Stainless strip needs? 








Are you open-minded about methods of permanent 
fastening? If so, it will pay you to call in your nearby 
Thomson Fastening Man. Ask him to look at your 
new-product sketches or old-product assembly lines. 
Chances are, he can tell on the spot whether you 

can speed production or cut costs with time-tested 
automatic positioning and fastening techniques. If not, 
he'll pass your problem, drawings or samples along 

to his home-office engineers who know when riveting 
beats stapling, welding, cementing and other 
permanent fastening methods. 


Your Thomson Fastening Man sells by giving 
shirt-sleeve service. He’s more interested in solving 
fastening problems than in selling rivets. So, use 

him freely as your direct contact with 74 years of 
fastening experience. Why not make a date with him 
soon? Write today to Dept. P 


THOMSON | 


For More Information Write No. 252 on Inquiry Card—Page 32 
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Revere helped “fit the metal to the job” 


...- AIDING JOHN DEERE IN DESIGNING ITS FIRST GRAIN DRYER 


The greatest bugaboo the farmer has to contend with in 
harvesting grain is the weather. If it is bad and the grain 
passes its peak of yield he loses time and money. The 
new JOHN DEERE 458 Grain Dryer makes it possible 
for the farmer to harvest when his grain reaches peak 
yield. 

The Dryer was designed from the ground up to be 
superior in every respect yet Competitive in price. In 
order to assure even feeding of the grain from the start, 
two metering rolls at the base of the machine are used 
(Cutaway above shows position of rolls in machine while 
large illustration is section of the Revere Welded Steel 
Tubing used for the 4414” long rolls). 

In designing this Dryer JOHN DEERE Engineers 
considered various kinds of materials, finally specifying 
Revere Welded Steel Tubing, cold rolled 4!4” OD x .065” 
wall, in the special grooved shape you see above, as being 
the best material available. Although difficult to fabricate, 
by most mills, Revere encountered no problems because 
of its vast experience in producing welded steel tubing 
in various shapes, sizes and gauges... from 4” to 5” OD 
round, with walls from .028” to .250” depending on the 
size. 


In fact it was the availability of the tube, plus the 
experience of making it in large sizes that decided 
DEERE Engineers to specify Revere. Performance of the 
tube, JOHN DEERE tells us, has been highly satisfactory. 

What are your steel tubing needs? More than likely 
Revere can help you too. It costs nothing to inquire. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Rome Manufacturing Company Division 
Box 111, Rome, N. Y. 








Designed for today’s 


WA 


Service demands 


DARNELL 


D> CASTERS AND WHEELS ~@ 


WITH 


PHENOLIC 


QARNELOPHEN 


WHEELS 


TO SOLVE YOUR PROBLEMS 


High impact strength 


Resist oils, greases and most 
chemicals 


Wheels have beveled edges— 
protect floors better. 


No rusting or corroding 
Non-marking 
Quieter rolling 


Will stand temperatures up to 
200° F. 


Look in the 
YELLOW PAGES 


SEND FOR NEW MANUAL 


PS @. 5 oe Gilemel Swen @ wan 
DOWNEY 
37.28 SIXTY F 


36 NORTH CLINTON 


For More Information Write No. 253 
on Inquiry Card—Page 32 
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Association News 


Matt Karpan, president of Central 
Iowa Association 


Central Iowa Underwrites 


Purchasing Conference 

The Purchasing Agents Associ- 
ation of Central Iowa did all they 
could to make it possible for 
everyone to attend the annual 
“Drake Purchasing Conference.” 

One of the biggest steps they 
took was to underwrite a portion 
of the conference expenses by 
donating $1000. This permitted 
the registration fee to be $5.00 in- 
stead of a much higher amount. 

Partially as a result of this gen- 
erous gesture and partially be- 
cause of the outstanding program 
the conference was a huge success. 

A one-day affair the program 
included the following: C. W. 
MeVicar, director of purchasing 
& traffic, Rockwell Manufacturing 
Co. spoke on “The Value of a 
Purchasing Manual to Purchasing 
and Management; Donald E. Fink, 
supervisor, value analysis, Hot 
Point Co. discussed “Value Anal- 
ysis”; W. M. Bergemann, director 
of purchases, Falk Corporation, 
talked on the subject “Scientific 
Approach to Purchasing”; and F. 
C. Walters of Esso Standard Oil 
Company rounded out the meet- 
ing with a discussion of “Data 
Processing as a Purchasing Tool.” 

A recent meeting of the associ- 
ation began with a tour of the 
Rath Packing Company plant in 
Waterloo, Iowa. In the afternoon 
the group went through the Wa- 
terloo Corrugated Box Company 
and Waterloo Valve Spring Com- 
pressor plants. 

The evening portion of the 
meeting was devoted to a fine talk 
by Arch McFarland, a member of 
the Iowa legislature for 44 years. 


New England Salesmen 
Join P.A.’s For Dinner 


The New England Purchasing 
Agents Association recently held 
a joint meeting with the Boston 
Sales Executives Club. The pro- 
gram was devoted to a spirited 
discussion of some of the mutual 
problems of salesmen and pur- 
chasing agents. Joint committees 
of the two associations planned 
the program. 

Moderating the panel to “Eval- 
uate Sales-Purchasing Problems” 
was E. P. Brooks, dean of the 
School of Industrial Management, 
M.LT. Representing the sales 
point of view were: Andrew E. 
Bubser, International Salt Com- 
pany; Herbert W. Jarvis, United 
Shoe Machinery Corp.; and Her- 
bert C. Williamson, The General 
Fireproofing Company. 

And representing purchasing 
were: Daniel G. Donovan, direc- 
tor of purchases, Pepperell Manu- 
facturing Co.; Louis A. Little, 
purchasing agent, Simonds Saw 
and Steel Co.; and Robert S. Mul- 
len, purchasing agent, Harvard 
University. 

Prior to the general meeting the 
Electronic Buyers met for a dem- 
onstration of Audio Reproduction 
equipment. George Jumes, pur- 
chasing agent of H. H. Scott, Inc. 
presented Morley Kahn who dis- 
played hi-fi, stereo, binaural and 
monophonic equipment and told 
how recent advances in audio con- 
trol have been made possible by 
electronics research. 


7. 


Economist Speaks 
At Twin City Assn. 
The Twin City Association of 
Purchasing Agents invited Arthur 
Upgren, Bigelow Economist of 
Macalester College to speak at a 
recent meeting. An outstanding 
economist, Mr. Upgren gave the 
members many helpful hints on 
the outlook of the economy. 
Wayne Hamlett, Continental 
Machines, Inc., program chairman 
also had Jim Loeffler, Cargill, Inc. 
speak at the pre-meeting forum. 
Mr. Loeffler spoke on the provo- 
cative subject, “Reciprocity.” 
Bill Stevenson of the State of 
Minnesota was chairman of the 
month. 





Automatic Transmission Manufacturer Specifies 


OSMUGO Seamless Tubing 











gANN 


Annealing furnace at the Shelby mill. Ostuco tubing can be bright or soft annealed, stress relieved, normalized or heat treated. 


As a leading producer of quality transmission com- 
ponents, we can’t leave anything to chance. Our 
design requirements, materials specifications and 
manufacturing processes are under the most strin- 
gent quality control standards. And we demand as 
much of our vendors. 

“One sure way we have found to eliminate 
the unpredictable is to specify Ostuco Seamless 
Tubing. We know from experience we can rely on 


the precision annealing and unvarying quality of 
Ostuco tubing that slashes reject rates, helps us 
produce parts in quantity for profit... 

If you want to eliminate the unpredictable in 
your own plant, then it’s time you called your local 
Ohio Seamless representative. He’s listed in the 
Yellow Pages. Or contact the plant at Shelby, Ohio 

Birthplace of the Seamless Steel Tube Industry 
in America. 


AA-9604 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company « SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 
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It takes a lot of Grit 


This “jitterbug” 


PURCHASING 





to keep industry growing 


_ performs in factories 





Orpital sanding machines are widely used in furniture factories, 
by metal fabricators, and in automotive shops — wherever 


product surfaces are slick finished or polished. 


The combination of motion and the cutting action of the coated 
abrasive produces the satin finish on fine furniture... 

the glisten and sparkle on your automobile or toaster. And American 
ingenuity continues to put the “jitterbug” to work on many odd 


tasks—from smoothing taped wallboard joints to removing paint. 


Product and methods research has brought leadership in coated 
abrasives to Behr-Manning — and it has brought increased production 
and lower costs to industry and their customers. That is why 
Behr-Manning supplies an extraordinary variety of coated abrasives 
tailored to fit practically every standard machine and need — 


for industry and the home craftsmen. 


In one year, Behr-Manning makes more than 180,000,000 sheets 
of sandpaper and over 20,000,000 abrasive belts — plus millions 


of disc 8 rolls, and other coated abrasive spec ialties. 


The sign of the Bear means a better product ...and better production 4 wa 


BEHR-MANNING CoO. 


TROY, NEW YORK—A DIVISION OF NORTON COMPANY 


BEHR-MANNING PRODUCTS Coated Abr é ° harpening Stones ° Pressure-Sensitive Tapes WNORTON? 
NORTON PRODUCTS Abrasives « G 4 ee * Grinding Machines «+ Refractories + Electrochemicals 


> 
in Canada: Behr-Manning (Canada) Ltd ntfor For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A ABRASIVES 
For More Information Write No. 255 on Inquiry Card—Page 32 
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SEE YOUR ° 
CAPEWELL DISTRIBUTOR 


for 

hand hack saws 
power hack saws 
hole saws ; 
band saws 
hammers ‘ 
ground flat stock 
and for quick 
dependable service 
on all your 
industrial needs 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN 


For More Information Write No. 256 
on Inquiry Card—Page 32 


168 





Association News 





Eastern N.Y. Group 
Visits Paper Plant 

The Purchasing Agents Asso- 
ciation of Eastern New York re- 
cently visited the Marinette Paper 
Company of Fort Edward, New 
York. Harry Reese, purchasing 
agent for Marinette arranged for 
the special, guided tour of the 
plant. 

The plant visitation was fol- 
lowed by the regular meeting at 
the Hotel Queensbury in Glens 
Falls, N. Y. Eugene L. Hunt, 
president of the association and 
purchasing agent of Albany Cast- 
ings Company welcomed the 
members and guests and intro- 
duced the feature speaker, Rich- 
ard Boss, technical control engi- 
neer of the Marinette Paper Co. 
Mr. Boss’ talk was devoted to the 
very interesting subject of paper 
making. 


All N.1.G.P. 
Chapters Dissolved 

At a meeting of the board of di- 
rectors of the National Institute 
of Governmental Purchasing, it 
was decided that all NIGP. 
chapters are to be eliminated and 
their charters withdrawn as of 
April 1, 1959. 

The resolution adopted by the 
“Regret- 
fully, and after long and intensive 
study, the Board of Directors of 
the National Institute of Govern- 
mental Purchasing has decided 
unanimously to eliminate Institute 
chapters. 

“Effective April 1, 1959, all 
chapter charters are withdrawn 
and the chapter structure is abol- 
ished. Chapter officers are au- 
thorized to determine the disposi- 
tion of chapter funds. The origi- 
nal purpose of chapters was to 


board reads as follows: 


serve primarily as a medium for 
the increase of membership in the 
parent body and for the effective 
transmission of public purchasing 
information and ideas to Institute 
members. That purpose has not 
been realized. In fact, in some 
cases, the reverse has been true. 

“The Board records its deep ap- 
preciation to the many chapter 
members who have sought ear- 


nestly and consistently to achieve 
original chapter goals. The presi- 
dent of the Institute has appoint- 
ed a special committee of the 
Board composed of John F. 
Ward, city purchasing agent, Chi- 
cago, Illinois, chairman; Otto R. 
Winter, city purchasing agent, 
New Britain, Connecticut; John 
W. Huffman, director of general 
services, Richmond, Virginia; B. 
L. Gill, city purchasing agent, 
Madison, Wisconsin; Ernest J. 
Brewer, city purchasing agent, 
Atlanta, Georgia; and Albert T. 
Tripp, city purchasing agent, San 
Antonio, Texas to study and rec- 
ommend: (1) a suitable substi- 
tute for the present chapter struc- 
ture and (2) methods and pro- 
cedures by which the facilities 
and services of the Institute may 
be increasingly available to small 
units of government.” 

P.A. Gives His Views 

To Salesmen 

J. V. Collins, Jr., purchasing 
agent for Freeway Washer & 
Stamping Co. of Cleveland dis- 
cussed, “A Purchasing Agent’s 
View of Salesmen” before an elec- 
trical distributors’ conference at 
the G-E Lighting Institute, Nela 
Park recently. 

Looking back over his 22 years 
in purchasing, Mr. Collins was 
amazed and disturbed that there 
are so many uninformed sales- 
men. “They don’t know the prod- 
uct they sell. Why companies per- 
mit so many ‘babbling idiots’ to 
represent them” is a question that 
Mr. Collins has been asking for a 
long time. 

Mr. Collins admonished the 
salesmen to know the companies 
they are trying to sell. “My com- 
pany,” he said, “does not make 
washing machines. However, be- 
cause of our name, a good many 
salesmen waste their time and 
ours on the assumption that we 
do ‘a 

“The really good salesman is a 
treasure,’ he concluded. “If he 
sells lamps to the plant that has a 
vibration problem he tells about 
rough service lamps. Better deal 
for him, better deal for the buyer. 
But for years we had a lot of lamp 
troubles before we got a man who 
discovered our real need and got 
us the product to correct it.” 
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Hvar. 
KEEPS QUALITY CONSTANT 
IN EVERY BEARING! 


The unwavering accuracy of precision equipment 
allows pinpoint gauging and rigid quality control of 
every HYATT Hy-Roll produced. This, with long- 
respected HYATT craftsmanship, has made possible 
the manufacture of custom-quality bearings in 





mass-production quantity. For maximum performance 
per bearing dollar, insist on .. . 


Myar MY-ROLL SEARINGS 
FOR MODERN INDUSTRY 
HYATT BEARINGS DIVISION + CENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 


Available through United Motors System and its Independent Bearing Distributors 


NO BEARINGS carry radial loads like cylindrical bearings... 
and NOBODY. knows them like Milwaw3 











A DANA 


EXCLUSIVE... 


Complete four- 
wheel drive 





assemblies 


ONE PURCHASE ORDER is all you require for 
a complete four-wheel drive assembly .. . 
when you order from Dana. Everything is 
included ... front and rear driving axles, 
transfer case, propeller shafts, and univer- 


sal joints. 


MINIMUM TOOLING COSTS. Spicer design 
gives you special four-wheel drive axles at 
close to mass-production prices. You save 
because the intricate carrier assembly is a 
self-contained unit ... the same one that’s 
produced by the thousands for Spicer rear 


axles. 


ADAPTED TO HUNDREDS OF USES. Hun- 
dreds of low-cost variations are possible 
with the Spicer design. You have a choice of 
wheel treads, axle lengths and spring seat 
arrangements suited to loads from 2800 to 
7500 lbs... . with either Cardan type or 
constant-velocity wheel joints. 


DEPENDABLE Spicer front drive axles have 
been proved by over a quarter-century of 
use in both civilian and military vehicles. 


DANA CORPORATION © Toledo 1, Ohio 
DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, RAILROAD: Transmissions, Universal Joints, ey.\ NA 


Propeller Shafts, Axles Powr-lok Differentials, Propeller Shafts, Generator Drives, Rail Cor 
Torque Converters, Gear Boxes, Power Take-Offs Drives, Pressed Steel Parts, Traction Motor 
Power Take-Off Joints, Clutches, Frames, Forgings Drives, Forgings, Stampings 
Stampings : : 

INDUSTRIAL VEHICLES AND EQUIPMENT: Trans. ova cage eeonagh Universal Joints, Propeller S icer 
missions, Universal Joints, Propeller Shofts, Axles, arts xles, Power Take-Offs, Power Take- 

Gear Boxes, Clutches, Forgings, Stampings 
AVIATION: Universal Joints, Propeller Shafts, Axles MARINE: Universal Joints, Propeller Shafts, 
Gears, Forgings, Stampings Gear Boxes, Forgings, Stampings 


Off Joints, Clutches, Forgings, Stampings 


Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario 


For More Information Write No. 258 on Inquiry Card—Page 32 For More Information Write No. 259 on Inquiry Card—Page 32> 
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Crucible stainless matches your high standards 


Coil after coil of Crucible stainless gleams with unsurpassed lustre because it is precision-rolled on modern 
mills. Furthermore, Crucible maintains uniform qualities by methodically checking each heat — and ensures 
precise gauge with electronic measuring controls. For stainless in all gauges down to .010” and in all strip 
widths, call or write: Crucible Steel Company of America, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 





CRUCIBLE | STEEL COMPANY OF AMERICA 


CANADIAN DISTRIBUTOR — RAILWAY AND POWER ENGINEERING CORP., LTO. 














HOW 


to know you’re 


getting the quality 


you want 


| 


at slotted 


ook 
V1y27Z 


at the Phillips recess 

developed by Amer- 
ican for consistent 
depth and dimension. 
Without these, both 
fasteners and your 
product are damaged 
by cam-out, burring 
and distortion. Those 
costs come out of your 
profits. American gives 
you this mark of qual- 
ity because its dies are 
designed to maintain 
this quality at the end 
of the run as well as 
the beginning 


fasteners 
that are cut clean and 
true to the head size. 
Poor slots give you 
poor driver engage- 
ment take longer 
to drive, cost more in 
labor and it all 
comes out of your prof- 
its. And remember to 
check the slots at the 
end of the run as well 
as the beginning, for 
only quality equip- 
ment and attention to 
detail can give you 
consistent quality 
which you get from 
American 


Profit 
Improvement 


Pr gram 


Ame: COMPANY — 


W antic, ¢ 
For More 


Inform 


erican 


© Detroit. Mich. © Chicago 


ation Write No. 260 


on Inquiry Card—Page 32 


Li2 





Finger of Suspicion 
(Continued from page 81) 

2. Establish a definite code of 
conduct for your department, 
make it clear to all concerned, 
and above all stick to it. If you 
think there’s no problem, act as 
if there is no problem. If you 
think there should be a limit on 
the value of gifts or entertainment 
your people can accept, define the 
limit and see that it is observed. 
If the rule is no gifts whatever— 
make it stick at just that, setting 
the highest example yourself. 

Whatever the and 
tainly no standard set of rules can 


rule cer- 
be established for all companies 
or all situations—the crying need 
is for clarity, consistency, and a 
single standard of morality for 
everyone from the top down. In 
announcing a policy, for example, 
it’s not enough to put a paragraph 
in the manual then never look at 
it again. It must be brought regu- 
larly to the attention of buyers 
and suppliers. Both are often re- 
luctant to report instances of at- 
tempted dishonesty or corruption 
— particularly You 
make them that 
they will not suffer if they adhere 
to the rules that you have estab- 


lished. 


It All Depends on Us 
We have talked about reputa- 
tions and responsibilities, about 


suppliers. 


must clear to 


rules and regulations, about our 
obligations to foster public con- 
fidence in ourselves and our pro- 
fession. In the end, all these de- 
pend on the individual, i.e. on 
each one of us. You may feel that 
there’s a lot of injustice in what 
people think and say about busi- 
ness and about purchasing. There 
is. But we'll never change it until 
and 
make sure our personal house is 
good like 
people to think it is. In this re- 
spect I think no one has so neat- 
ly summed up the basic problem 
as Stuart Heinritz did in a recent 
editorial [PurcHAsING, Sept. 1, 
1958, p. 53.]: 

“We have never held the cen- 
sorship of the acts and motives of 


we start at the beginning 


in as order as we'd 


others is any part of the purchas- 
ing responsibility. We have con- 
sistently maintained that it is a 
purchasing agent's duty to him- 


self, his company, and his profes- 
sion, to conduct his office in a 
manner that needs no ethical 
justification because it is above 
the taint of suspicion. 

“Let us now add to this credo 
the belief that a good example 
can be just as potent and influen- 
tial as a bad one—provided that 
it is sincerely and positively prac- 
ticed, that it permeates an entire 
department, and that it admits of 
no compromise with the highest 
standards. Call this puritanical if 
you will. It is the only way. 

“If enough purchasing men 
have the guts to take this stand, 
it will do much to halt the present 
deplorable trend and restore in- 
tegrity and public confidence to 
Then we shall indeed 
have a cycle instead of a trend— 
a cycle that is at the turning point 
toward higher business ethics and 
morality.” 


business. 


Expediting 
(Continued from page 86) 
would like to work with the sup- 
plier’s production superintendent 
tc see what could be done to ad- 
vance the delivery time. Care was 
taken not to ask the president to 
commit himself or even interest 
himself in the details. The sup- 
plier was quick to express his de- 

sire to assist. 

From talking to the production 
superintendent, the expeditor 
learned that the supplier's pro- 
schedule filled to 
capacity. There had already been 
a full month’s delay in processing 
this 


studies had to be made at a dif- 


auction was 


order, because engineering 
ferent unit that was only in the 


early stages of engineering for 
production. 

The expeditor noted that as he 
talking to the 


superintendent, a 


was production 
number of 
phone calls attempting to expedite 
orders were received and courte- 
ously answered—but no improve- 
ment of delivery dates was prom- 
This tended to confirm the 
that the production 
schedule was well filled. To com- 
plicate the matter, certain govern- 


ised 
statement 


ment orders with priorities also 
occupied the production schedule. 

The expeditor’s courteous ur- 
gency paid off, however. The sup- 


(Please turn to page 176) 
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dd ENGINEERED TUBE 


Rate 


HI-SEAL — Stee!, Stoiniess 
Stee! and Bross (also available 
in Titanium ond Tantalum) 


hi--— 


ERMETO — Steel 


a aL 


37° FLARED — Steel, 
Stainless Steel, Bross 


ic j— 


HI-DUTY — Brass 


ot 


FLEX — Bross 





and Uta file 


FITTINGS — VALVES — TUBING TOOLS 


= 


45° FLARE — 


ol ee 


INVERTED FLARE — Bross 


oie Oe 


COMPRESSION — Bross 


es¢!— 


NYLO-SEAL — Nylon 


POLY-FLO -— Bross 
(for plastic tubing) 


Full Imperial tube fitting line answers 


every tube material and application need 


Imperial is the name to remember 
when you need tube fittings for con- 
necting steel, stainless steel, copper, 
aluminum or plastic tubing in flare- 
less or flared types 

Imperial offers you single-source re- 
sponsibility from industry's most com- 
plete, high quality line. And Imperial 
fittings provide exclusive features that 
not only make them easier and faster 
to install, but assure leak-proof tubing 
connections: 
@ Hi-Seal makes a positive butt joint 
with no flaring or threading needed 


@ Hi-Duty saves from 36 to 77% on 
precious installation time. 

® Poly-Flo brass fittings need only be 
finger-tightened for a dependable, pres- 
sure-tight joint. 

@ Nylo-Seal is corrosion-resistant, 
saves up to 90% over the cost of stain- 
less steel 

® Flex fittings snub extreme shocks 
and vibration. 

Many more Imperial-engineered tube 
fittings for every temperature and pres- 
sure condition offer you almost unlim- 
ited selection. 


Write for Catalog No. 200 





hose is easier to assemble 


and double wire-braid hose with 
usable couplings 


Write for Bulletin 3040 





New developments speed hose installations 


Imperial low-pressure FN hose now 
available in 100-ft. lengths eliminates 
the need for numerous couplings. This 
rubber covered, rayon braid, non-skive 
Imperial 
also offers Freon Hose and Re-usable 
couplings for installing and servicing 
Freon 12 systems. For higher pressure 
applications choose Imperial single 








IMPERIAL 


THE IMPERIAL BRASS MFG. CO. 
6300 W. Howard St., Chicago 48, Ill. 
in Canada: 18 Hook Ave., Toronto, Ontario 





Avoid installing hazards 
into tubing systems 


The angle of the cutting blade and the 
precision feed mechanism of Imperial 
Tube Cutters assure burr-free, right- 
angle cuts. They eliminate work hard- 
ening, hairline cracks on hard tubing 
and carry their own spare cutting 
wheel. 

Flaring tools by Imperial leave the 
tubing wall a uniform thickness for 
the entire flare face. Hard chrome 
flaring cones provide low friction oper- 
ation and a polished flare. Tools for 
flaring all metals include 37°, 45° and 
double flare types. 

Imperial Blue Dot Benders end tube 
flattening that chokes, delays or starves 

ow ... eliminate stress points. Types 
for bending soft or hard drawn copper, 
aluminum, steel and stainless steel tub- 
ing are readily available from your 
Industrial Distributor's stocks. 


Write for Bulletin 3088 
ee 


2-WAY 


Distribution problems solved with 
Hi-Duty 2, 3 and 4-way valves 


Imperial Hi-Duty valves offer maxi- 
mum protection against leakage, as- 
sured by closed bottom, seal on top 
of valve and “O” ring seal on stem. 

And they're full flow. Passages are 
equivalent to the I.D. of the tube or 
pipe connected. Made from brass 
orgings and have long dryseal pipe 
threads. 

Imperial also offers needle, plug, 
toggle and diaphragm types — plus a 
revolutionary new line of space-saving 
700-CS high-pressure, high-tempera- 
ture needle valves with Hi-Seal tubing 
connections. 

Write for Bulletin 3061 and Catalog 200 


CONTACT YOUR INDUSTRIAL 
DISTRIBUTOR OR WRITE TO: 
THE IMPERIAL BRASS MFG. CO. 


Dept. P-59, 6300 W. Howard St. 
Chicage 48, Illinois 


Please rush me: Bulletins []_ No. 3088 
() Ne. 3061 [) Cet. Ne. 200 ([) No. 3040 
Name 

Title 

Compony 

Street 


Stote 
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Your plated product has been made more salable, your 

markets broader, your profits greater thanks to intensive research 
conducted by Udylite of Detroit. Finishes, processes and solutions now 
widely in use stem from this research while many plating procedures 

that are standard had their beginning in Udylite laboratories. Finer, brighter 
finishes, greater corrosion resistance, increased volume and lowered 

costs have resulted. Today there is no other single source from which 

come so many contributions to the plating industry. To provide you with 
these benefits, Udylite maintains the wholly owned Udylite 

Research Corporation from which even now still more advances are 


on their way . . . from Udylite to you. 


COMMAND FROM UDYLITE 


...to increase sales and profits 


7 Continuing Research 


Exposure testing in progress for 
more than 20 years is but a single 
itt Re) MOlhZlicce eee sistiltitl siete 
point research program carried on 


in collaboration with industry 


In addition to these tests others 





are conducted at an oceanside 
site and test panels are mounted 
on cars to travel salt-treated win 
ter streets. Similar panels are sub 
jected to every type of accelerated 
corrosion test for comparison with 


other findings 


This counterbalance of testing 
methods furnishes a wealth of 
authentic data to guide industry 
toward better products for better 
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NOW...A COMPLETELY SELF-CONTAINED UNIT 


the A] 
<a | i> 


HYDRAULIC 


LIFT 


: UNITED PRODUCTS CO., 3001 North Starr Street, Tacoma 2, Wash 


* Send brochure on Upco Lift Table 
7 Name 


: Business Address 


TO GREATER 


PEFFICIENCY 


SEAMLESS 
FINGER GUARDS 


FINGER 
GUARDS Ff 


For assembling 
elecirical sportin 
and handling smo 


PAT parts. 
PENDING 


FOR GREATER SAFETY AND} 
FREER FINGER MOVEMENT 


Perfect Fit * Quality Plastic 
Greater e Lined With 
Strength Perspiration 
More Comfort Absorbent 

* Longer Wear Cotton 


DISTRIBUTORS FRANCHISE INQUIRIES 
INVITED ; 


ADVANCE PLANTS IN 


Detroit *« Chicago + Toledo 
Rome, Georgia 


WRITE FOR FREE WORK & SAFETY 
CATALOGS 











Avance co) Re)’ / Se ich eek 


938 W LAFAYETTE BLVD, DETROIT 26, MICH 
A beter work g f ‘ 
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BETTER rHan ceatuen i 


aT fe 
LESS | 
cost | 














Lifts complete 
load at center 
of lift—no stress 
on cross arms 


lower collapsed height, 9”’ 


fewer moving parts—less 
maintenance 


higher speed lifting and 
callageine 

less oil volume 

less oi! flow 

higher lift, 43°’ 


lifts 5,000 Ibs. plus overload 
factor 


The UPCO lift sells in economical 
price range yet offers features of 
more expensive machines. For 
free brochure and more details, 
fill out coupon below and mail 
to: United Products Co., 3001 N. 
Starr St., Tacoma 2, Washington. 


* Some Distributor Franchises 
* still available. Write for full 
particulars. 


* UNITED PRODUCTS CO. 
' A Division of Meridan Corp. | 


3001 North Starr Street 
Tacoma 2, Washington 


you can rely on 
DELIVERY 
when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 


For More Information Write No. 265 
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Expediting 
(Continued from page 172) 


plier’s purchasing agent scanned 
the order with the engineering 
department and immediately or- 
dered stainless steel castings and 
other parts which had the longest 
lead times. The expeditor made 
four telephone calls over a period 
of four months to offer assistance 
in expediting items which the sup- 
plier might need and to keep be- 
fore the production superintend- 
ent the urgency of the matter. 
The finished unit was received 
late in June—within the 12 month 
period—and the expanded plant 
was in operation by July 4th. 


What Was Learned 


Two comments can be made 
about this expediting experience: 
(1) The president of the supplier 

firm remembered this ex- 
pediting approach as being a 
highly constructive one. He 
voluntarily mentioned this to 
top management of the ex- 
peditor’s company. 

Other companies whose or- 
ders were in the supplier's 
plant at the same time and 
whose work was not expe- 
dited to the same degree, re- 
ceived deliveries much later. 
The cost of the personal visit 
to Utah proved to be small! 
compared to the result of the 
efforts. 


The Results 


A good expediting job by a pur- 
chasing agent gives these results: 
(1) His company saves time and 

money, 

He expands his knowledge of 
his suppliers’ plants, process- 
ing products, and personnel. 
He increases his contact with 
his own plant personnel and 
his knowledge of their re- 
quirements and problems. 

It increases purchasing’s 
prestige within the company. 


CLASSIFIED ADVERTISEMENT 
JOBBERS WANTED 


We manufacture Kob-Kleen (ground corn 
cobs) for deburring, burnishing, polishing 
and soft grit blasting of metals; metal stamp 
ing obsorbents, etc. Nationally advertised 


COEVAL, INC. 
Dept. F, St. Joseph, Iilinois 


For More Information Write No. 266 
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AMERICAN STEEL 


AL SH 


(WAREHOUSE ASS Nj 











In back of this symbol is a unified campaign to 
make every steel service center more efficient 
and more productive, for you. Today’s Modern 
Steel Service Center enables you to: 


REDUCE CAPITAL EXPENDITURES 


You can operate with realistic inventories, freeing 
capital for more profitable purposes. 


REDUCE OPERATING COSTS 


Stacking, sorting, storing, cutting—every opera- 
tion on a piece of steel adds to operating costs. 
Modern Steel Service Centers eliminate many 
pre-production services, and do the needed ones 
economically because their equipment and spe- 
cialized manpower are used full time. 


SA Plants and Service Centers 


~ Los Angeles * Kenilworth (N. J.) + Youngstown « 


Jones & Laughlin Stee! Corporation - 


Lou/sville (Ohio) * Indianapolis + Detroit 


STAINLESS and STRIP DIVISION - 


——— 


Y 4 as en! tT ZA 
SI 


td ) ¥} = y/ 
wir, 
H $4 + tal, | 





= . 
teen 
wees, 


Symbol for Savings 


REDUCE OVERHEAD COSTS 


Obsolescence, taxes, insurance, accounting, rent, 
heat, light — all overhead items which are too 
easily forgotten although they add to production 
costs. Modern Steel Service Centers eliminate 
these costs to you. 


Using a Modern Steel Service Center is Like 


Adding a Money-Making Department to Your Plant 


STAINLESS 


SHEET: STRIP + BAR*+ WIRE 


Box 4606, Detroit 34 











bargain with 


safety! 


Use a safe wire rope...use 


CFsl-WICKWIRE 


This giant steelman is the Image of 
CFel—and of the many steel products 
produced by CFel for every type of 
industrial use. He represents the qual- 
ity controls that CFel exercises during 
every step of manufacture—from ore 
to finished product. 

Nowhere is this exacting attention to 
quality more rigorously followed than 
in the production of Wickwire Rope. 
That’s because a quality rope is a safe 
rope. It helps the user eliminate losses 


WICKWIRE 


THE COLORADO FUEL AND 


In the West. THE COLORADO FUEL AND IRON CORPORATION— Albuquerque * 


Farmington (N.M.) * Fort Worth + 


Portiand « 


Houston * 
Pueblo - 


In the East: WICKWIRE SPENCER STEEL DIVISION — Boston - 


Konsas City + Lincoln + 
Solt Lake City * Son Francisco * 


Los Angeles * Ockland + 
Sen Leandro + 
Buffalo - 


due to injuries or wrecked equipment 
that can result when a “‘bargain’’ rope 
fails. 


Wickwire Ropes are available in a 
complete range of sizes, constructions 
and grades— including Wickwire Double 
Gray extra-improved plow steel rope 
for your extra high strength rope 
requirements. 


For safety’s sake, use a quality wire 
rope... buy Wickwire. 


IRON CORPORATION 


Amarillo * Billings * Boise + Butte + Denver 
Odessa (Tex.) + Oklahome City « 
Spokene + W ichito 


Chicago * Detroit * Emienton (Po.) + New Orleans 


El Paso 


Phoenix 
Seattle 


Chettenoogea * 


Tulso + 


New York * Philodeiphic 


6631 
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Symbols 
of Service 


to all metal-working 
industries 


The Morse “house emblem” and the NIDA seal are 
double warranty of the best you can get in quality and 
service. 

For Morse-Franchised Distributors are like the tools 
they sell .. . tested and proven on their jobs . . . men of 
experience and responsibility who know how to get you 
top value for every dollar you spend on cutting tools. 

So call him in today ... your Morse-Franchised Dis- 
tributor. You’ll find him more and more of a business 


asset, the longer you do business with him. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


WAREHOUSES IN NEW YORK. CHICAGO, DETROIT DALLAS. SAN FRANCISCO 
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Morse 


CUTTING TOOLS 


SERVING 
INDUSTRY 
ECONOMICALLY 





An entire 

NEW F opails 

Plant devoted 
exclusively to the 
making of 


Precision 
BALLS 


...the best—Strom combines 
40 years’ experience with the 
most modern methods and 
machinery to produce the 
world’s finest balls. 


of Chrome, 
Commercial-type 
Carbon and 
Stainless Steels, 
Brass, Bronze, 
Monel Metal, 
and Special 


Materials 


Steoutit 


Erwin, Tennessee - Telephone ERwin 2-1141 


a 9 a Oe - Yl oo 
LT TERIA IIE 


Pacific Coast Representative: R. J. SCHENK, 716 South Main Street. Santa Ana. California 
Southwestern Representative: FE. E. GRAHAM & Co, 3701 Navigation Bivd., Houston 3 Texas 


Chicago Representative: ROBERT YOUMANS, 6110 West 26th Street Chicago 50, Illinois 
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(Continued from page 57) 


Edmund C. Austin, has been 
appointed to the newly created 
position of vice president—pro- 
curement for The Fiuor Corpora- 
tion Los Angeles, Calif. Mr. 
Austin, began his business career 


Edmund C. Austin 


in Los Angeles as a clerk in a 
subsidiary of Standard Oil Com- 
pany of Calif. In 1935, he moved 
to that firm’s purchasing depart- 
ment in San Francisco. He stayed 
there until 1939 when he joined 
The Arabian American Oil Com- 
pany. While with Aramco he 
served in Dhahran, Saudi Arabia; 
New York and San Francisco. He 
left the firm in 1955 as manager, 
materials supply and as a member 
of the management committee. 
Prior to joining Fluor in January 
1958, he was petroleum adviser 
and assistant general manager of 
the Canadian Bank of Commerce, 
in Toronto, Canada. From 1942 to 
1944 he was loaned to the United 
States Army, Ordnance Depart- 
ment, and directed purchasing on 
the West Coast of the United 
States. In 1951 he was loaned, for 
six months, to the Petroleum Ad- 
ministration for Defense in Wash- 
ington, D. C. where he was in 
charge of foreign materials. 


Appointment of James F. Boyle 
as assistant purchasing agent has 
been announced by The E. F. 
Hauserman Co., Cleveland, Ohio. 
Mr. Boyle was formerly with 
Abrasive Tool & Supply Co. of 
Cleveland as a salesman. 
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longer fatigue life 


*“eereoeeereteeeweeeeeeeeeeeeeeee @ © 


greater corrosion 
resistance 


less product 


mcrustation 


now tests prove... CONTOUR-WELDED* 
STAINLESS TUBING PROVIDES THESE 
IMPROVEMENTS because 
IT’S SMOOTHER INSIDE! 


Recent tests of both seamless and 
welded full-finished tubing prove 
TRENTWELD® tubing—made by 
the exclusive Contour-Weld process 
—is smoother than tubing made by 
any other method. 


It’s smoother internally than seamless 
because it’s formed from uniformly 
rolled strip steel whereas seamless 
is extruded from a billet. 


It’s smoother than other welded tubing 


esgee oe egeqeescouc@eeo@ds2@ ¢ 8 


Crucibie Stee! Company of America « 


“ee eeee 


because Contour-Welding, Trent’s 
patented process, virtually elimi- 
nates the weld bead on the inside 
surface. 


Tests prove this smoother surface 
accounts for TRENTWELD’s longer 
fatigue life—essential in hydraulic 
and pressure applications—greater 
corrosion resistance —vital in han- 
dling chemicals—and less product 
incrustation—which must be elimi- 


nated to prevent product contami- 
nation. 


TRENTWELD Contour-Welded Tubing is 
promptly available in stainless and 
high alloy steels, titanium, zircon- 
ium, zircaloy and Hastelloyt, in sizes 
from %” to 40” O.D. 

For full details, send for the free 
48-page “Trent Tubing Manual.” 
Write: Trent Tube Company, Box 
2518, Pittsburgh, Pa. 


+Trademark Haynes Stellite Co. 


In CONVENTIONAL WELDING of tubes, gravity pulls molten metal 
down inside the tubing to form a bead that is difficult to remove 
by cold working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning becomes 


difficult. 


“ew eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


With CONTOUR-WELDING the tube is welded at the bottom. Gravity 
still pulls the molten metal down, but now the weld area corresponds 
to the contour of the tube. There’s virtually no weld bulge on the 
inside surface. And even on the O.D., the weld seam more closely 
conforms to the contour of the tubing. 


stainless and high alloy pipe and tubing 
TRENT TUBE COMPANY swesician ot 


GENERAL OFFICES: East Troy. Wisconsin 


MILLS: East Troy. Wisc.; Fullerton, Calif. 
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Coming June 8, 1959... 


Again this year PURCHASING Magazine will bring you 
a complete edition on VALUE ANALYSIS 


This valuable cost reduction issue will show you 


HOW Value Analysis is applied in any purchasing department— 
regardless of size. 


HOW Value Analysis becomes an integral part of the materials 
management program. 


HOW Value Analysis promotes teamwork between purchasing, 
engineering and suppliers. 


HOW Value Analysis training can be made to yield spectacular 
results. 


HOW to determine if there is a need for a full-time analyst. 


HOW a Value Analysis program can be organized to get best 
results. 


In addition . . . this issue will include over 


300 actual case histories of Audited Savings classified for easy 
reference into 8 product categories: Production Tools, Component 
Parts, Materials, Electrical Equipment, Packaging and Shipping, 
Materials Handling, M.R.O. and Safety Supplies and Office Sup- 





| Poul V. Farrell 


| PURCHASING Magazine | Save 33-1/3 off the regular price! 


| New York 17, N.Y. 


| tron aantiaee Ry a sie , wanes copies of your June ad | 
95 LUE ANALYSIS edition at the special pre-publica . ? wt-are . . y Al 
l sion price of $1.00 per copy. (Regular antes of this edition is] Order your extra copies NOV ree the 


| $1.50 per copy). . . . 
2 Bill me. special price of $1.00 per copy. Regular price 


} Payment enclosed 


for this edition will be $1.50 per copy. Take 


advantage of this limited one-third saving 


offer! 





I aDorEssS 
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A Conover-Mast Publication — 205 East 42nd Street, New York 17, N. Y. 
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f These tips — one of which is shown much en- 
0 N TH E BALL & larged —are produced at ultra-high speeds. The 
* brass rod needed for them must be flawless in 
every respect. Consistent metallurgical compo- 
sition, precise dimensional tolerances and un- 
varying standards of machinability — if any of 
these qualities vary even a fraction, production 
comes to a frequent and costly halt. 


That's why Revere Metal Art Co., Inc., New 

Tl M 7 A A York City, specifies Bridgeport Free-Machining 
Ball Point Pen Brass Rod for these inserts. It 

BRIDGEPORT meets all requirements for precision, straight- 
ness, workability, machinability and tolerances 

—and, in addition, provides a surface finish that 


. 6 
Free-Machining keeps finishing time and costs to a minimum. 


Whether you use rod, strip or tube, you can 

B be ql! count—just as Revere does—on getting consist- 

rass 0 . ent quality every time you specify Bridgeport 

Brass Alloys. It will pay you to get the complete 

Because ball point pens are in everyday use, story. Call your nearest Bridgeport Sales Office 


production of vital brass tips becomes astro- or write us direct for a complete list of Bridge- 
nomical along with quality control problems. port products— Dept. 3705. 


ho BRIDGEPORT BRASS COMPANY 
B SS" BRIDGEPORT 2, CONNECTICUT 


Specialists in Metals from Aluminum to Lirconium 


DULL ARRDARARDRARORALD 
AALORRAORRAS (| CRROOAAAOOUDL 
ARARIAALD’ NULLA 
TTY : l \DRRL 


YY tty] oe MALIA 
DALAL 


nyu sungs Base oa tg. 
AAARARORS RARADAR 
ADARRRARAARD ADORARRA DR! 


RARAKRAARARRRA ROT 12RRRAAAAARRARAAA 
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NEW E Time Saving Service for Buyers 


Conover-Mast 
Purchasing Directory 


fale) mm laledielel-s-; 
TELEPHONE 
NUMBERS! 


Progressive Purchasing and Engineering Executives now use 
the telephone in buying more than ever before. 

Therefore, CONOVER-MAST PURCHASING DiRECTORY has added 
telephone numbers of companies selling to industry. 


In one convenient book you find who makes it, where they are 
located, and now their telephone number. 


Conover-Mast 
Purchasing Directory 


-205 E. 42nd Street © MUrray Hill 9-3250 « New York 17, N. Y. 
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“The kind of service we have learned 
to expect from Sharon is refreshing”? Or cece as Ben 


Macomber Incorporated, Canton, Ohio 


“A big part of industrial purchasing is finding material suppliers willing and flexible enough to actually 
become a part of our production team”, says Norman C. McGregor, purchasing agent for Macomber, 
one of the nation’s foremost manufacturers of steel joists, roof decking and structural steel framing. 

Shown above with Sharon salesman Lynn Houston, Mr. McGregor, on the left, inspects an order of 


steel joists. He concludes—“If I were to make a list of suppliers most helpful to us, | would certainly 
include Sharon Steel ( or poration, Sharon, Pa.” 


<keows> SHARON ely STEEL 





‘od 1 L07-\ C10 mm melod.@- 


Rugged and Reasonable for any Application 


Concentration on design and production of quality Here are a few of the many precision-made 


ball bearings for all kinds of uses over a 50-year Chicago Locks available. They're engineered 

ri as taught us a lot. Like how to move fast ; : F ae 
Pee Son ES Oh: OR for maximum security — made of carefully 
when sudden new engineering needs arise. How to 


selected and tested metals. And they empha- 
keep production flexible when everybody wants ’ P 
everything right now. How much worth there is— size attractive design and compactness. 


to our customers and to us—in pride of workman- Whatever your needs, you're sure to find 
ship and real understanding of a supplier’s duty to a Chicago Lock that’s perfect for your pur- 
meet ‘“‘when-promised” delivery dates. If things pose . . . and priced right, too. 
like this make sense to you, talk to us about your 
ball bearing requirements, whatever they may be. *One of the ACE Lock line—Maximum security locks with 
: . : Bean " the exclusive round keyway 
Bearings Company of America Division, Federal- 

y re as i TS . c acta F : : , 
Mogul-Bower Bearings, Inc., Lancaster, Pa. Write today for your FREE cataleg showing, in detail, 
the entire Chicago Lock line. 


bat setae 


3S COMPANY OF AMERICA 





CHICAGO LOCK CO. 


2052 N. Racine Avenue © Chicago 14, Illinois 








BALL BEARINGS 
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MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA 
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“Why guess at 
saw band selection? 
DoALL makes 18 types 
in 300 combinations 
to make sure its 
selection is right for 
your jobs.” 


Call — your local DoALL 
Store for selection and 
immediate delivery. 


$B8-72\% 


THE DGALL company 


DES PLAINES, ILLINOIS 
For More Information Write No. 276 on Inquiry Card—Page 32 





Check Angles Quickly and Precisely with the New 


ri 


Sas Sea Eieate - 


AMEs DIAL TYPE ANGLE CHECK 


BCAMES CO 


™ 


MAN A J . MA . AT@R ie gauces 
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FLEX-A-FOAM | 


DUST MASK 
(no other product like it 
+++ anywhere) 


Here’s everything that 
management and worker alike 
could possibly want in 
a dust respirator! 


1. Form-fitting design: 
Self-adjusting to any size and 
shape of foce without pres- 
sure or irritating discomfort. 


4. Easy-breathing comfort 
Easier to breathe through and 
talk through than an ordinary 
pocket handkerchief. 

. Feather-like weight 

Weighs only 1 ounce complete 
Simplicity and economy: 
Only 4 tough, long-wearing 


2. Attractive styling: 
Smartly designed to suit the 
most discriminating wearer. 


3. Filtering efficiency: 
Filters non-toxic dusts 100 
times smaller than the eye outweors throw-oway type 
can see. more than 100 to 1 

No wonder FLEX-A-FOAM is the one dust respirator workers welcome and WEAR! 


f ® 
Sample only A 
shoe FLEX*A"FOAM 
ene pust))) = 


vice only oxy al mas | )60zp. 
es 


FLEXO Products, Inc. westiaxe,onic 


For More Information Write No. 278 on Inquiry Cord—Page 32 
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inter locking ports == all 
washable. Pure latex filter 





a to _ 
your buyer | © \\f) 
I'm the Rvs ar Corateh 


- Non-Sip 


* ae 


COLUMBIAN 


DU-MOR NYLON 
or DACRON* SLINGS 


Specially Woven for 
Greater Strength and Flexibility 


If the stork’s traditional role in yh 

parenthood were fact instead a 

of fiction, he would doubtless f : 

deliver babies in Columbian 

Du-Mor Slings . . . they're that Jj 

safe and gentle with the product. walling Shee wath 
These slings are woven of triangular hardware 

Nylon or Dacron®. Nylon is the 

strongest of synthetic fibres with 

some degree of stretch, Dacron 

being almost as strong as Nylon, 

but without the elasticity. The 

exclusive “Durable-Weave” con- 


is 


| 








struction gives a higher degree "Woscine 5 og 


of strength and provides a greater endless type 
degree of flexibility for ease of " } 
use and gentleness on fine fin- ; 


@ Want to bring your brush ishes, painted surfaces, etc. 
Seats down to Earth? Pitts- This same woven construction L 


means that Du-Mor Slings actu- 
ally conform to the product or Type NE or DEt 
G material being lifted and provide Webbing Sling with 


burgh's complete line of ‘ 
power-driven and hand 
brushes... forany job, inany 


industry ... can lead the way. 


' eye in each end 
a firm, non-slip grip. 


Send Today for Free Illustrated Folder 
and Current Price List on Columbian +Available in both 
Du-Mor Slings Nylon and Dacron® 


E. |. DuPont Trademark 


SS 


cuman™ COLUMBIAN 
ROPE COMPANY 

Auburn, “The Cordage City,” New York 
For More Information Write No. 280 on Inquiry Card—Page 32 
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in Wheels, too... 


THAN ONE! 
ALLIED WHEELS 


In Place of ONE Larger, 
Expensive Wheel! 


Gain These Advantages: 
© LOWER COST—Reduce wheel cost! Buy Dual wheels 
for less than one single conventional type! 
GREATER FLOTATION—More tire surface on the 

ground. Spreads load suspension! 
EQUAL or GREATER LOAD CAPACITY— 
Load weight is distributed! 
BETTER TRACTION—On wet or dry surfaces; more 
tire gripping creo! 
e DESIGN DISTINCTION— 
More substantial appearance! 
Offers new design possibilities! 


STOCK SIZES, TYPES — Or CUSTOM BUILT! 
ALLIED Wheel Products, Inc. 


Dept. P, 27 Broadway * Toledo 4, Ohio 
For More Information Write No. 281 on Inquiry Card—Page 32 


Danny DoALL says: 
“For Complete SERVICING of 
® 


SAW BANDS 


Call your local 
DoALL STORE!” 


Experts specialize in 
guaranteeing new life 
for your usable Demon 
bands by recondition- 
ing, resharpening and 
inspection . . . and their 
weld perfection assures 
3% times longer flex life. 
Also complete stocks of 
new blades. 


AT YOUR LOCAL DeoALL STORE 


THE DGALL company 
DES PLAINES, ILLINOIS 
For ‘More Information Write No. 276 on Inquiry Card—Page 32 








PRESSURE-SENSITIVE 


LYETHYLENE 


miracle tape 


New 


101 in-plant uses 
with any plastic film, 
paper, metal! 

e Waterproof + Handles easily 
* Sticks fast * Won't shrink, dry 
out or crack & Doesn't get brit- 


tle * Send for sample and com 
plete information today! 


GERING 
~<lTP” 


Gering Products, Inc. 
Kenilworth, N. J. 
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For all-‘round deodorizing... 


Fragrant, laborless 
deodorant discs for urinals, 


bowls, garbage pails, lockers, closets 


Deodoroma ROUNDS cost in use averages only a 
fraction of one cent a day. Rounds are formed 
under 70,000 pounds pressure: are dense and 
durable. Fragrance is locked in: lasts until the last 
particle has va re’s no harsh “moth 
cake odor.” Packed eight to the telescoping box— 
each Round sealed airtight—easy-to-shape Holzit 
wire holder in every box. For literature write to 
The C. B. Dolge Company, Westport, Conn. 


For free sanitary survey 
of your premises ask 

your Dolge sevice EO 
WESTPORT, COMMECTICUT 


For More Information Write No. 283 on Inquiry a 





Employment Service 





Experience: Six years as head buyer for 
plumbing heating corp., also respon- 
sible for cost accounting and job co- 
ordinator. Four years U.S. Navy as 
Supply Corp. Officer. 

Education: B.S. Degree. Major market- 
ing and business management. Studied 
engineering for 114 years. Studied pur- 
chasing and production for 1 year. 
Will relocate. 

Write: Box 383. 


Experience: Three years various pur- 
chasing experience in all levels of 
same for West Coast electronic mfg. 
co. Knowledge of mil-specs, govt. prop- 
erty control, production control, sched- 
uling, cost, follow-up & clerical. Know 
the national suppliers and reps. 
Education: Two years pre-engineering. 
Presently attending college for degree 
in purchasing & business administra- 
tion 

Will relocate 

Write: Box 384 


Experience: Eighteen years diversified 
experience purchasing agent in petro- 
leum, rubber, heavy machinery, elec- 
tronics. Experienced in administrating 
rovernment sub-contracts and con- 
struction contracts. Value analysis ex- 
perience. Pioneer in IDP purchasing 
procedures. Supervised inventory con- 
trol, warehousing and _ traffic 
Education: B.S. degree in business ad- 
ministration. Two years business law. 
Will relocate. 

Write: Box 385 


Experience: Three years as purchasing 
purchasing machinery, _ steel, 
production and non-production items 
ind office = machines and _ supplies. 
Handle inventory control, traffic and 
co-ordinate purchasing function with 
other departments as well as designing 
the forms used. Industrial—ass’t plant 
superintendent, office manager and ac- 
counting—experience in interviewing 
and hiring of people for both produc- 
tion and administrative positions. Bank- 
ing—Ass’t Cashier. Retail—Buyer and 
salesman of furniture and appliance 
Education: Accounting, purchasing and 
management—Member of N.A.P.A 
Write: Box 386. 


agent 


192 


Experience: Seven years as purchasing 
agent in industrial plant (uranium pro- 
cessing). Responsible for all procure- 
ment and materials management. De- 
veloped sources of supply for semi- 
isolated area. Developed modern pur- 
chasing-receiving system. Previously 
held supervisory position in produc- 
tion. 

Education: One year college, one year 
extension course—chemical engineering 
Will relocate. 

Write: Box 387 


Experience: Six years in purchasing 
field, 144 as assistant buyer & 4% as 
purchasing agent. Purchase various 
chemical raw materials, MRO supplies, 
office supplies & equipment & all types 
of packaging supplies. Experienced in 
contracts, blanket orders, expediting, 
inventory, exporting. Total purchases 
$214 million yearly 

Education: Completed 2 years of col- 
lege in business administration 

Will relocate. 

Write: Box 388 


Experience: Eleven years’ diversified 
experience metal industry, productive 
and non-productive buying, including 
machine tools, presses, tooling, castings 
and assembly parts. Present field in- 
dustrial ovens and special machinery 
Education: Three years’ college, two 
years’ management training program. 
Prefer Detroit area. 

Write: Box 389. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the. em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 











Experience: Twelve years purchasing 
experience as expediter, buyer and PA 
in electronic field including television 
and electronic equipment for aircraft. 
Presently employed by manufacturer of 
controls boxes and cable assemblies for 
aircraft and ground control equipment. 
Have purchased all types of electronic 
components, sheet steel, metal stamp- 
ings and packaging material for a mul- 
tiple plant operation. Desire position 
with a progressive company that can 
offer the opportunity of a worthwhile 
career. 
Education: 
ment. 

Will relocate. 
Write: Box 390. 


Course—Traffic Manage- 


Experience: Purchasing oil refinery, 
equipment—office mgr. engr.—purchas- 
ing & expediting equipment construc- 
tion chemical plts. Also in personnel, 
employment & relations. Accounting, 
payroll, shipping, storeroom foundation 
for above mentioned positions. 20 yrs. 
Education: Mechanical college—2 yrs., 
mechanical—Engineering—Nite School 
—accounting, management supervision, 
personnel relations. 

Require Calif. climate, per medical 
authorities, for son’s health. 

Write: Box 391. 


Experience: Twenty seven years pur- 
chasing agent for mfgr. of textile dye- 
ing, drying and special machinery. 
Supervised purchasing all materials, 
maintenance and operating supplies. 4 
vrs. U. S. Army Engineers Procurement 
& Supply Officer. 242 yrs. buyer of all 
materials, equipment, maintenance and 
operating supplies for missiles & space 
laboratory. 

Education: Attended U. S. Army Engi- 
neers School of Procurement & Sup- 
plies. Purchasing and storing course 
conducted by Purchasing Agents Asso- 
ciation. 

Will relocate. 

Write: Box 392. 


Experience: Eleven years purchasing 
7 years military procurement—at man- 
agement level. Emphasis in electronics 
field with considerable attention to sub- 
contracts. Knowledge of Military Pro- 
curement regulations. Read blueprints. 
Strong negotiator. Good organizer 
Member National Association of Pur- 
chasing Agents. 

Education: College Graduate, Special- 
ized training in the following fields, 
management, radio theory and opera- 
tions, government contracts, blueprint 
reading and shop practices, education 
Will relocate. 

Write: Box 393 
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These PINS 
need stiffness 


We can match your 
62x production requirements 


(~ ' with Chase’ wire! 
S oe 


Wire for these 
CHAINS requires 
a fine Surface 
and Ductility 


The Chase Wire Service Man is shown here in a typical conference with production men 


Wherever you use « opper alloy wire, it will pay you to see what the 


Chase® Wire Service Plan can do to he lp you Here’s how the plan 


works: You tell us what you do with wire—what properties you need. 


Tell us the problems you’re having, show us the parts you make. 
\ Chase Wire Service Man can help you find the wire that’s right 
for your needs among all the types Ch 


| 1ase makes. If Chase doesn't 
already make it, we'll product-engineer wire for your needs. 
Matching your production requirements for wire comes naturally 5 
to the man who knows wire | 


best...the Chase Wire Service Man BRASS & COPPER CO. 


WATERBURY 20, C 


You can reach him through vour nearest Chase warehouse or Dis- iN 
trict Ofhce—or by writing Chase at Waterbury 20, Connecticut. ‘ Kennecott Copper Corporation 


THE NATION S HEADQUARTERS FOR ALUMINUM + BRASS + BRONZE + COPPER + STAINLESS STEEL 
Atianta Baltimore Boston Charlotte h nat eveland Dallas Denver Detroit Grand Rapids Houston 
Milwaukee Minneap s Newark New 


Indianapolis Kansas City, Mo Los Angeles 
L.1 Philadelphia Pittsburgh Providence R 


ochester St.Louis San Frar Se 


For More Information Write No. 284 on Inquiry Card—Page 32 
May 11, 1959 


New York (Maspeth 


pattie Waterbury 


193 





Advertisers In This 


issue 





A 
ivance Glove Mfg. Co. ......... 
r R eduction Sales Co. & 

Subsidiaries .... Ve ee ee ee 
Alan Wood Steel . Penco Division 46 
Allied Chemical Corp., General 

Chemical Division _ 195 
Allied Research Prods. Inc. “4th “Cover 
Allied Wheel Prods. Inc. a 191 
American Screw Company 
Ar 
\ 


AX cae. 396 
\ 


nerican Sealants Company ... wee 
nerican Telephone & pastas 
Co., Long L ines Dept aden 
Ames Co., B. 


BRaldwin-Lima-Hamilton Corp. 
Barreled Sunlight Paint Co 
Bausch & Lomb Optical Co . 
Bearings Co. of America Division of 
Federal Mogul-Bower Bearings, Inc. 188 
Behr-Manning Co. ... 166, 167 
Bethlehem Steel Co. ..... eae = . 115 
Black & Decker Mfg. C 116, 117 
Blaisdell Pencil Co. “a winnental 158 
Bridgeport Brass Co. . wwe 185 
Brown Company .... - 55 
Bulldog Electric Products Co . 53 
Burroughs Corp. . —— 


Cc 

Capewell Manufacturing Co., The 
Brass & Copper Co., Inc. . 
Chicago Lock Company 

lassified Advertising Section 
Cleveland Container Co 
Cleveland Twist Drill Co 
Colorado Fuel & Iron Corp 
Columbian Rope Company 

mnover-Mast Purchasing 
Continental Diamond Fibre 

f the Budd Co., Inc. . 58, 59 

pperweld Steel Co., Ohio Seamless 

Tube Division . . 165 

rds Limited Div., Essex Wire r ‘orp. 48 

rucible Steel Company of 

America » 183 


(hase 


Direc tor y 186 
Division 


Dana Corp 

Darnell Corp 

Dayton Rubber Co es 

Decatur Casting Company, The 

Denver-Chicago Trucking Co. 

Disston Division, Henry, H. K. 
Company, Inc, ideciliok 

Do All Co., The .. 

Dolge Co., C. B. ‘ 

Douglas Fir Ply wood Assoc iation eese 

D urkes Atwood Co,, Industrial Div..... 


E 
Elastic Stop Nut Corp. of America .... 
Electric Auto Lite Co. puvecoumemnmunnente 
imery Air Freight Corp , 
Essex Wire Corp., R-B-M “ 
Div., Wire & Cable Div., 
Limited Div. . 
Exide Industrial Div., The 
Storage Battery Co 


Control” 
Cords 


Electric 


F 
ifnir Bearings Co 
irbanks Company 
ederal-Mogul Division Federal 
Mogul-Bower Bearings, Inc 
erry Cap & Set Company 
‘lex Products, 
ward P: o 
& Co., , Peter A 


G 
Rubber Co . 
rd Container Corporation Divi- 
or f Crown Zellerbach Corpora- 
tion 3rd Cover 
lear Specialties, Inc 41 
} ral Electric Company 
Apparatus Division 108, 109 
Metallurgical Products Department 135 
Wiring Device Department 
iering Products, Inc 
rich Industrial Products 
mpany. B. F. 
dyear Tire & Rubber Co., 
; ult Oil Corporation 


H 
ter Corporation 
Inc., John 
itchiner Mfe. Co., Ine 
urgh & Scott Co 
et & Co., E. F. 
ubbell, Inc., Harvey, 
Dept. 


Mac hine ‘Screw 


194 


Hussey & Co., C. G. . 
Hyatt Bearing Div., General “Motors | 


i 
Illinois Tool Works ~Shakeproot 
Division mneee 
Imperial Brass Mfg. "Co., Tndustrial _ 
Division = : 
International Busine ss Mac hines 
International Paper Co., Fine oagee 
Division i nae 
Interstate Motor Freight Syste m 
I-T-E Circuit Breaker Co. 


J 
Jessop Steel Co. .. 
Jones & Laughlin Steel C orp., 
less Strip Division esse 


Stain- 


K 
Koh-I-Noor Pencil Company, Inc. ..... 


Linde Company, Division 

Carbide Corporation . 
Link-Belt Co. - 
Lustra Corp. 


of Union 


M 
Marsh Corp., Jas. P. 
McLouth Steel Corporation 
Mead Corporation, The rT 
Micro Switch, a Div. of Minneapolis- 
Honeywell Regulator Co. . 1 
Morse Twist Drill & Machine C 
Mt. Vernon Die Casting Corp. 


N 

National Supply Co., Spang-Chalfant 
a 

New Departure 
Motors = a _ 

Norton Company ae we 42, 43, 166, 


Division of General 


° 
Ohio Seamless Tube Division of Cop- 
perweld Steel Co. 
Olin Mathieson Chemical Corp. 


Pp 
Peerless Steel Equipment Co 
Penco Division, Alan Wood Steel 
Company . 
Pittsburgh Plate Glass Co., 
Division 
Pittsburgh Screw & Bolt Corp 
Polyken Products Div. of Kendall 
Co. cose ose 12 
PURCHASING MAGAZINE 


Brush _ 


R 

R-B-M “Control” Div., 

Corp. . -_ 
Republic Steel Corporation 
Revere Copper & Brass, Inc 
Reynolds Metals Company 
Riegel Paper Corporation ‘ 
Riverside-Alloy Metal Division 

H. K. Porter Company, Inc. 
Roebling’s Sons Co., John A. 
Rohm & Haas Company 
Rust-Oleum Corporation —_ 
Ryerson & Son, Inc., Joseph T. 


Essex 


Saginaw Steering Gear Div., 
Motors Co. . 

Schrader’s Son, A 

Scott Paper Company 

Screw & Bolt Corporation of 
America 

Sharon Steel Corp 

Shell Chemical Corp 

Simonds Saw & Steel Company 

SKF Industries, Inc 

Spang-Chalfant Div 
ply Company 

Standard Pressed Steel C 

Standard Steel Works Div 
Lima-Hamilton 

Stanscrew Fasteners pensveguenvetnens 

Stewart Warner Corp.. Alemite Dept. 

Strom Steel Ball Company . 

Sun Shipbuilding & Dry Dock Com- 
pany .. 1 

Superior Steel Division 
Steel Company 

Synthane Corp. 


General 


National Sup- 
mpany .. 


Baldwin- 


Copperw eld 


+ 

Taylor Fibre Co 

Texas Company 

Thermold Division, H. K. 
Company, Inc. 

Thomson Co , Judson L., 

— iken Roller Bearing Co 
Viv 

Tomkins ‘Johnson Co 


Porter 


Riv ets Div. 
. Industrial 


Torrington Company, The . 
Trent Tube Company 
Tubular Rivet & Stud C 


Udylite Corp. .... 

Union Bag-Camp chante 
Corporation ....... 7 

United Products Co. 


Ww 


Wagener Electric ¢ ‘orp. . . 
Wallingford Steel C ompany, The omnis 
Weirton Steel Company . 
Westinghouse Electric C orp. . ounse 
Wickwire Spencer Steel Div., of the 
Colorado Fuel & Iron Corp. ........178 
Williams & Co., J. H 
Wire & Cable Div., 


Essex Wire Cor p. 


¥ 
Yale & Towne Mfg. Co. 101, 102, 103, 
Youngstown Sheet & Tube Co. ............ 
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NORTH CLAYMONT, DEL. 


ROUGE, LA. 


NITRO, WEST VA. 


REASONS FOR MAKING GENERAL CHEMICAL 
Your “HQ” for ANHYDROUS HF! 


(and 8 reasons for 70% Aqueous HF) 


First North Claymont, Del. . . . then, 
Baton Rouge, La. ... now Nitro, West 
Virginia! General Chemical is now 
supplying anhydrous HF to its cus- 
tomers from three producing works 
and aqueous HF (tank cars and 
drums) from an additional five com- 
pany-owned locations. These five 
aqueous HF bulk storage and pack- 
aging stations are located at Buffalo, 
N.Y.; Chicago, Ill.; Cleveland, Ohio; 
El Segundo (Los Angeles), Calif.; 


Basic to 
America’s Progress 


hemical 


and Pittsburgh, Pa. 

Here is a three-way producing 
source and an eight-point supply line 
that you can rely on for your HF re- 
quirements. Each backs up the other, 
assuring service and availability at 
all times, under all conditions. 


Your most dependable source for HF 


Allied Chemical’s General Chemical 
Division is America’s primary pro- 
ducer of hydrofluoric acid and the 


llied 


only supplier offering shipment from 
more than one producing location. 
Also important to you are General 
Chemical’s extensive resources for 
essential raw materials— your best 
protection against interruptions of 
supply. General owns a large number 
of fluorspar mines and operates its 
own mills... and, of course, a broad 
network of sulfuric acid plants. That’s 
why it’s wise to make General your 
HQ for HF! 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N. Y. 


For More Information Write No. 285 on Inquiry Card—Page 32 
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PRESTRESSED! ies 


hermMoid Conveyor Belting 
keeps rolling with the punches 


Before it ever comes to you, the heaviest tension you'll 

put on Thermoid-Quaker Conveyor Belting has already 

been built in—and then released after curing. So the rubber 

. and fabric are really in compression when you put the 

a arht rat belting to work —ready for the toughest pull without over- 
, straining the yarn or the cover. 


There’s a Thermoid-Quaker belting designed with just 
the combination of properties you need for each conveying 
job. To get the right belting for your needs, talk with the 
Thermoid industrial distributor nearest you, or write to 
Thermoid Division, H. K. Porter Company, Inc., Tacony & 
Comly Sts., Philadelphia 24, Pa. 


Notice how the special! ply con- 
struction of Thermoid-Quaker 
**VICTOR" Belting provides 
ee - greater flexibility at the edges 
ee ee es more shock-absorbing rubber 
where the worst beating occurs 


THERMOID DIVISION 1} 


H.K.PORTER COMPANY, INC. 


Divisions: Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, Mouldings, National 
Electric, Refractories, Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, H. K. Porter Company (Canada) Ltd. 


For More Information Write No. 286 on Inquiry Card—Page 32 For More Information Write No. 152 on Inquiry Card—Page 32> 
196 PURCHASING 





CGAY LORID SERVES YOU 


FROM SEEDLING TO STYLING 


From forest to paper mill to design and printing, Gaylord constantly 


searches out new ways to improve your packaging operations. 


All this experience and creative technology support the G-Man 
who works with you. Whether you need corrugated 
boxes by the millions or engineered packaging, it costs no more to 


call your Gaylord man. He's resourceful. 


yy a 


CONTAINER CORPORATION 





Division of Crown Zellerbach Corporation 





FREE 
DATA FILES 


Allied Research 


METAL FINISHING 
PROCESSES 


A complete line of quality products 
ind processes developed primarily as 
: result of helping manufacturers like 
uurself solve their metal finishing 

problems. If one of our present prod- 
cts does not meet your needs, we'll 

be glad to work with you to find an 
nswer to your problem. 


EQUIPMENT AND 
COMPLETE SYSTEMS 
for Metal Finishing 


Process Engineered—Single pieces 
f equipment or all equipment neces 
sary for a finishing operation—evalu 
ited, designed, fabricated, 
ind tested to match exactly 
p irticular Ask 


Process Engineering Service. 


installed 
your 
about 


process our 


CHEMICALS AND SUPPLIES 


Prompt service on a wide variety of daily-use 
necessities for the plating room, delivered from 
warehouse stocks strategically located in cities 


in metalworking areas 


Giriy...... Conversion 


Coatings for Non-Ferrous Metals 


qin Clear Protective Coatings 


for All Metals. 


® 
iso BRITE Chemically Different 


Plating Brighteners 
e 


ARP ) Process chemicals 


IX TU® rectiriers 


Silicon and Selenium, built to exacting 
specifications for long life, trouble-free 
service 


@]LULILD avuto-.toapers 


for fast, economical transfer of racks and 
parts, conveyors to plating machines, 
between conveyors 


AUTOMATIC AND SEMI-AUTOMATIC 
PLATING MACHINES 


BARRELS, TANKS and other equipment. 


GUE anoves 


in copper and zinc 


TSI FLAT COPPER 


ANODES 


CADMIUM, WHITE BRASS AND TIN ANODES in 
most efficient shapes. Acid Replacements, Buffs, Chemi 
cals, Cleaners, Maintenance Materials. 


your Allied Field Engineer about our Subscription Plan 


NICKEL RECASTING SERVICE ak combines your new nickel purchases with a service to 


recast your butts and spears, resulting in substantial savings 


WRITE TODAY FOR COPIES of 
these useful files describing tech- 
nical details of our complete line, 
OR, phone your Allied Field Engi- 
neer. He's listed under “Picting 
Supplies" in your phone book. 


Allied Research Products, Inc. 


4004-06 EAST MONUMENT STREET 
BALTIMORE 5, MARYLAND 


Branch Office: 400 Midland Avenue, Detroit 3, Michigan 


Chemical and Electrochemical Processes, Anodes 
Rectifiers, Equipment and Supplies for Metal Finishing 


For More Information Write No. 153 on Inquiry Card—Page 32 








